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60th Annual Meeting 
Of NAIA Features 


Competitive Issues 


Cos. Urged to Make UM Endorse- 
ment Available as Only True 
Alternative to Compulsory 


AD CAMPAIGN APPROVED 


Convention Topics Include Selec- 
tive Commissions on Comp. in 
Cal., Graduated Dwelling Rates 


By Epwin N. Eacsr 


Essentials to successful competition 
insurance including timely selling ideas, 


up-to-date broad forms, proper rates, 


proper commissions to producers and 


good public relations were once again 
dominant matters for discussion and ac- 
tion at the 60th annual convention of the 
National Association of Insurance 
Agents, held Sunday through Wednesday 
this week at the Waldorf-Astoria Hotel 
in New York City. Close to 2,000 agents, 
company officials and others were pres- 
ent, attending general sessions in the 
magnificent grand ballroom and meetings 
national board of state directors 
Room. 


of the 
in the artistic Sert 


Compulsory Auto Insurance 


Compulsory automobile insurance, 
which many agents fear will be sought 
in states throughout the country when 
legislatures convene in 1957—following 
passage of such a law in New York this 
year—was another subject fully debated. 
The agents feel the companies should 
this have offered an adequate 
countrywide The 
endorsement is 


before 
alternative for 
uninsured motorist 
viewed with wide favor, however, and on 
Tuesday afternoon the board of state 
directors, following the report of Past 
President Joseph A. Neumann as chair- 
man of the special automobile committee, 
resolution 


use. 


took under consideration a 
condemning unsatisfied judgment funds 
and endorsing the uninsured motorist 
endorsement coverage. 

Action on the resolution was deferred, 
however, until Wednesday morning to 
give the directors more time to arrive at 


individual decisions. The resolution, in- 
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$26,200 
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PROTECTION 





AT AGE 35 For Only $137.85 


per Year 


You Can Serve Your Clients with This “PRIME” Plan By 
Using Our Life Expectancy Policy as a Base in Combination 
with Our Famous Centennial Income Agreement. 


Seasoned with CASH VALUES 


Garnished with Conversion Options 


Call your nearest United States Life General Agent for Details 
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Mass Coverage Holds 
Growing Threat Of 
Government Control 


J. Doyle DeWitt, Travelers Cos. 
Pres., Points Up Some Problems 
in Changing Economy 


TRENDS IN OTHER AREAS 


Must Broaden ‘Coverages, DeWitt 
Tells International Claim Assn. 
Meeting in Virginia 


One aspect of the pressure for growth 





in the present expanding economy is the 
phenomenal expansion of Group life 
and accident and health insurance, said 
J. Doyle DeWitt, president of the Trav- 
elers Insurance Companies, and a former 
Claim 
addressing the latter 
Fort Monroe, Va., this 
week, This expansion, he said, involved 


president of the International 
Association, in 


organization at 


some problems and dangers. 
“at 45 that 
should be the prime target for those wiio 


quite natural insurance 
demand that their lives and obligations 
said Mr. DeWitt. “This 


especially apparent when we 


be secured,” 
becomes 
realize that with the rise of the Group 


concept, imsurance is no longer solely 
a matter of personal responsibility but a 
form of mass security. Administered by 
private companies, carefully underwrit- 
ten, competitively 


cooperation of labor and management, 


sold, with the full 


group insurance is a .tremendous boon 
and a benefit to the middle segment of 
our population. But we must be aware 
how easily this protection could become 
a partisan political issue, especially if 
our economy experiences the fluctuations 
which seem inherent in it. 

Government Regulation Threat 


“Since the earner’s income de- 
pends on his ability to work, the great- 
est threats to his security, apart from 


the loss of 


wage 


his job, are accident and 


sickness which can disable him for 


extended periods. Thus, it is protection 
requires 
se 


Hs 


against these perils which he 


most urgently and which, through 


organizations, he demands most force 
fully. 


Health 


derlines 


The rise of Group Accident and 
plans over the past 


this 


years un- 
1941, 


increase in em 


point. Since there 


has been a_nine-fold 
ployes and dependents covered by hos- 
pital 
over 17 times since 1941. 


benefits. Surgical has increased 
Regular medi- 
times in the 


first 


increased 15 
alone. In the 
of major medical 


cal has past 


decade four years 


coverage more than 
5 million people became insured under 
this form. 

“A Group insurance of all kinds ex- 
tends its benefits to an ever-widening 


(Continued on Page 14) 
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“1nd of course I deduct him as a business expense” 


Provident Mutual doesn’t necessarily endorse the 
device depicted above. We do endorse—and en- 
courage in Provident Mutual agents—the creative 
approach to selling of which this is a somewhat 
exaggerated example. And through specific sales 


helps, home office cooperation .. . in every way 


we can... we try to stimulate the creative, con- 
structive atmosphere in which the career life agent 
can do his best work. 

That’s one reason, we think, why the majority 


of Provident Mutual agents are career agents. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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Career of Frank L. Rowland 


Retiring Managing Director of LOMA Had Broad Office Management Experience 


rank L. Rowland, managing director 
; Life Office Management Association, 
who is retiring after 32 years with that 
Association, which he has done so much 
in making successful, thas the largest ac- 
juaintance with life insurance men en- 
aged in administration of companies. 
He has seen the organization grow toa 
membership of 322 companies. His serv- 

s were especially honored September 
17 by a banquet of LOMA at Edgewater 
Beach Hotel, ‘Chicago, when President 
Edmund Fitzgerald of Northwestern Mu- 

| Life described the manner in which 
under Mr. 





the industry thas benefited 
Rowland’s directicn. 


Worked as Boy in Panama Under 
Ceneral Goethals 


oldest of four chil- 
was son of a construction engi- 
10 spent much time in foreign 
»s, As the oldest son, Frank de- 
maturity and sense of responsi- 
an early date. In 1907 when 14 
k the family to Panama where his 
was engaged in construction work 
Canal. During two years resi- 
Frank worked as apprentice 
iraftsman in the office of Col. (later Ma- 
ior General) Goethals who was chief 
‘ngineer. Later, he operated a blue print 
in the drafting office during the 
and the office switchboard at 
he made enough money to 
expenses. Returning to the 


Frank Rowland, 






















time 
t. Thus, 
pay college 


milv residence in Buffalo in 1909 he 
completed ‘high school work and entered 
Ur iiversity of Michigan, graduating in 
is early ambition was to study medi- 
. but the switched to University of 
a gan, College of Administration. 
During his junior year at Michigan he 
Pr — a languishing Student Com- 
merce Club and was elected its president 
luring his senior year. The club is 
still in existence. 
5-Year Plan to Determine Career 
At Michigan the came to the conclusion 
that the best way for him to find a suit- 
ble career would be to ascertain what 
the world had to offer which Jed to this 
xposing thimself to a varied number of 
bobs. He decided upon a five-year plan 
i “post graduate” business experiences. 
In keeping with this program he first 
took a job as a methods clerk for the 
ENew York Telephone Co. A year later 
Se STS 
Fitzgerald’s Rowland Tribute 
In his address before LOMA at Edge- 
ater Beach Hotel at which Frank A. 
Kowland was honored President Edmund 
4 -rald of Northwestern Mutual Life 
eid former president of LOMA, said 
Biat the membership is now 322 com- 
Henies. In 1956 the LOMA Institute, 
BSteblished in 1932, thad 9,075 students 
Boo took 15,832 examinations. To date 
#139 persons have been made Associates 
ind 746 are Fellows. During his talk 
Br. Fitz — said: 
f We America believe deeply in the 
pooht m mae and incentive approach, I 
t there is also present in America, 
Motivation which springs from entrusting 
Responsibilities to an individual’s care, 
Bot through ownership, but for the ac- 
hunt and benefit of others, from the 
PPortunitv to contribute to the coun- 
ys and the citizen’s welfare and prog- 
Blt is that spirit which I think has 
‘tracted fellows like Frank Rowland to 
“ir careers—men challenged by the 
unity to add something to an in- 
tut ion’s stature and service—men who 
ve found satisfaction in viewing, rather 


lan owning, their ‘handiwork.” 
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Before Joining Organization 


ROWLAND 


FRANK L. 


was made assistant to the auditor of 
Public Service Electric Co. of New Jer- 
sey. He went from there to Goodyear 
Rubber Co. where the was a traveling 
auditor. He ended this apprentice career 
as a public accountant on the Pacific 
Coast, all of these experiences taking 
five years as he had planned. 

Next thing was to determine what 
should be his permanent career. Re- 
turning East from California he got a job 
with a cost accountant for a large New 
Jersey chemical firm and was to report 
for work two weeks after this marriage 
in New York City. Although he now hada 
job open to him in New Jersey he could 
not resist the temptation of exploring the 
New York market for an opening that 
would be more attractive for a man who 
thad had such a variety of experiences. 
So he made 20 cold canvass calls during 
the waiting period primarily to test his 
ability to sell ‘himself. 


he 


Helped Form Office Management Assn. 


From the telephone book Frank se- 
lected a list of big name corporations and 
sought interviews with the presidents or 
financial vice presidents cf each. Mrx 


to his surprise, four companies shee 
jobs which looked better to him than 
the cost accountant one. He resigned 
the job which he had previously ac- 
cepted and went to Springfield, Mass. 
where he became assistant treasurer of 
Cilbert & Barker Manufacturing Co., a 


sobeidiary of Standard Oil of New Jersey 
where he remained until 1923. 

In 1919 he joined a small group of men 
interested in promoting the status of or- 
fice management in American industry 
through the etablishment of an associa- 
tion of office managers. It was the 
genesis of the present National Office 
Manx igement Association, an organiza- 
tion now of 16,000 members. Frank was 
elected secretary of the new association 
i 1921, and president in 1922. At the 
time he was 29, Following his term of 
president he was asked to resume the 
working office of secretary which he 
held for four years. In 1937 he got a 
NOMA Fellowship. 

How He Entered Life Insurance 

As assistant treasurer and later acting 
treasurer of Gilbert and Barker Manu- 
facturing Co. Frank was responsible for 
all office ac tivities of a staff of 250. Dur- 
ing the period he was closely associated 
with the late Harry A. Hopf, at that time 
a management consultant for Lincoln 
National Life. Mr. Hopf’s enthusiasm for 





the prospects of scientific office manage- 
ment in life insurance aroused Row- 
land’s interest and a meeting was ar- 
ranged with the late Franklin B. Mead, 
then secretary of Lincoln National. That 
contact led to his becoming manager of 
personnel and planning of Lincoln Na- 


tional. Thus, he entered life insurance. 
Tt was in 1923. In 1927 he succeeded ‘Mr. 
Mead as secretary of the company and 


also went to on the board. 
With Juis background end experience in 


Association work Rowland sensed the 
benefits that might be derived from an 
office management organization of life 


insurance companies devoted exclusively 
to the specialized problems of the busi- 
ness; presented the proposition to Frank 
Mead who gave it his hhearty approval. 


LOMA Organized 


In the spring of 1924 invitations were 
extended to 93 life insurance companies 
to send representatives to Fort Wayne 
for purpose of considering propos: il of 
establshing a new association to function 
in area of office operation. Much to sur- 
prise of Mead and Rowland 87 companies 


responded, sending 100 representatives. 
They were from Coast to Coast. At this 
meeting Mead asked Rowland to de- 


velop a program of a conference for the 
guests. Rowland spent a month visiting 
(Continued on Page 8) 





New President of LOMA 





Vincent James 


J. HOWARD DITMAN 


J. Howard Ditman, vice president and 
New York Life, 
Life Office Manage- 


comptroller of was 


elected president of 


ment Assn. at its Chicago meeting this 
week. Mr. Ditman directs one of the 
largest departments of New York Life, 


also supervises the company’s tax oper- 
and serves on a number of execu- 
tive committees. 

Native of Maryland and graduate of 
City College of Baltimore, the formerly 
was on the staff of Price Waterhouse 
& Co., public accountants, until 1942 
when he was made general auditor of 
New York Life, becoming comptroller in 
1945. He is a Certified Public Acccount- 
ant, member of various accounting asso- 
ciations and has long served on impor- 
tant policy making committees of LOMA. 


ations 





LOMA Conference 

At Edgewater Beach 
FRANK L, ROWLAND TO RETIRE 
L. R. Woodard to Succeed Him as Man- 


aging Director; Features of 
Annual Meeting 


The 33rd annual conference of Life 
Office Management Association, which 
has as members 322 life insurance com- 
panies in the United States, Canada and 
other countries, opened Monday at 
Edgewater Beach Hotel, Chicago, with 
nearly 1,000 life insurance company rep- 
resentatives attending the three-day 
meeting. 

In the opening address of the confer- 
ence, Warren J. Moore, pre sident of the 
association and executive vice president 
of Old Line Life of Milwaukee, stressed 
the fact that industry has recognized 
the importance of human relations. 

“Employes are not treated as mere 
pickets in a fence, or cogs in a machine,’ 


Mr. Moore said. “They are accepted as 
associates who have. self-respect and 
self-confidence. And the result is not 


only a higher degree of labor-manage- 
ment harmony, but a higher rate of pro- 
duction and efficiency.” 

A second speaker, E. J. Faulkner, 
president of Woodmen Accident & Life, 
noted that there is a far greater pre- 
mium today on the ingenuity and re- 
sourcefulness of management because of 
increasing government restrictions and 
taxes on business. 

The higher price placed by labor in 
its participation in all productive proc- 
esses poses another challenge to man- 
agement if the American system is to 
retain any semblance of its former self, 
and be permitted to work its wonders 
in an atmosphere of individual freedom 
and opportunity, he added. 

Mr. Faulkner paid tribute to manage- 
ment officials, for whom, he said, “there 
is no 40 hour week nor time-and-a-half- 
for-overtime.” Witness the heavy in- 
cidence of coronary occlusions and cere- 
bral accidents among young and middle- 
aged executives, he said. 

Third speaker of the morning was 
Herbert H. Carey, management con- 
sultant of Philadelphia, Pa., whose sub- 
ject was “Creative Thinking Applied to 
Management Responsibilities.” 

Monday afternoon’s session 
voted to meetings of regional commit- 
tees of the Life Office Management 
Association, at which specific office pro- 
cedures were disc ‘ussed in detail. 

The association’s annual banquet. held 
Monday evening, was in honor of Frank 
L. Rowland, managing director of 
LOMA, who will retire in November 
after serving 32 years with the associa- 
tion. He will be succeeded by L. R. 
Woodard, secretary-treasurer of the or- 
ganization. 


Tribute to Frank Rowland 


to Mr. Rowland, 
president of North- 
western Mutual Life Insurance Co. and 
a past president of LOMA, said that 
Mr. Rowland’s contribution the Life 
Office Mz inagement Association and the 
association’s growth have been “iointly 
successful, acceptable and useful.” 


was de- 


In paying tribute 
Edmund Fitzgerald, 


to 


Mr. Fitzgerald reported at the ban- 
quet that LOMA had grown from its 
88 original charter companies to 322 


member companies; and that 945 repre- 
sentatives attended last year’s annual 
conference, compared with the 136 who 
attended the organizational meeting in 
1924. 

Under the auspices of the LOMA In- 
stitute, 9,075 students took 15,832 ex- 
aminations in 1956, Mr. Fitzgerald said. 
To date 11,010 Course I Certificates have 
been awarded; 2,139 persons have been 
made Associates and 746 persons were 
made Fellows. 

Speakers at Tuesday morning’s meet- 
ing were Arthur B. Toan, Jr., partner, 
and James Gibbons, director, manage- 
ment advisory service, both of Price 
Waterhouse & Co., who discussed the 
implications of electronic equipment in 
office work. Devereux C. Josephs, chair- 


(Continued on Page 8) 
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Manhattan Life Agency Conference 


Sales leaders during the 18-month 
Manhattan Club qualification period end- 
ing July 31, along with top producers in 
the three-month Fordyce Summer Cam- 
paign, The Manhat- 
tan Life’s 106th Anniversary Year Agen- 
cy Conference, Pocono Manor, Pa., Sep- 
tember 9-13. the 
awards winners was made by President 


were announced at 


Announcement of 


Thomas E. Lovejoy, Jr. at the opening 
night dinner, 

\t the same time, Mr. Lovejoy pre- 
sented an engraved honorary life mem- 
bership card in The Manhattan Club 
to John A, Culbreath, Denver, who upon 
retirement was the company’s oldest 
general agent in point of service, with 
41 years, and to Max Harmelin, who 
recently retired after 20 years as general 
agent in Newark, turning the agency 
to two of his sons. 

Superintendent Holz Attends 

J. P. Fordyce, board 
comed the conference members to the 
first business session, and then intro- 
duced Leffert Holz, Superintendent of 
Insurance of the State of New York. 

In his talk, Mr. Holz traced the his- 
tory and growth of Manhattan Life, 
pointing out the company’s contributions 
to the development of life insurance. 
Ile mentioned the first issue of accident 
insurance in 1851; the Group life policy 
issued in 1854; and the introduction of 
an incontestable clause in Manhattan 
Life policies in 1864, the first American 
company to do so. 

Mr. Holz congratulated the field men 
at the conference on their sales accom- 


over 


chairman, wel- 


plishments which, he said, have been 
largely responsible for the company’s 
remarkable growth in recent years. He 


stressed the importance of life insurance 
to the country’s economy, pointing out 
benefits which have been made possible 
by premium dollars paid to life insur- 
and invested by them. 


ance companies 


Panel Discussions 


Six panel discussions on a variety of 
subjects and an evening of room-hopping 


were included in the conference pro- 
gram. Following Mr. Holz’s talk, there 
was a four-man discussion of “Family 


Insurance,” with Elder A. Porter, vice 
president and chief actuary, serving as 
moderator. Other members of the panel 
were: Joseph kK. Schwartz, agent, Ellen 
ville, N. Y., Daniel Forman Agency, Al- 
bany; Frank V. Gilbert, Jamaica, N. Y., 
general agent, and Morris Learner of 
the home office staff. 

The next panel discussion, headed by 
tart M. Rogers, Passaic, N. J. general 
agent, covered Manhattan Life’s reduc- 
ing premium 10-10 plan. Other panel 
members were: Robert G. Leonard, man- 
ager, Seattle; Cole A. Miller, Jr., general 
agent, Charlotte; and Robert M. Leslie, 
Kelley-Baum Agency, Detroit. 

On September 11, two panel discus- 
sions were on the agenda. Five members 
of the Richard M. Grosten Agency, Los 
Angeles, participated in a discussion of 


Group life development, with General 
Agent Grosten as moderator. Also on 
the panel were: Alfred Schlesinger, 


Anne Frimkess, Sidney Borden and Leo 
L. Rossma#. 

Three members of the Grosten staff 
were presented with Group Millionaire 
awards, as was James G. Ranni, general 
agent, New York and Miami, in recog- 
nition of Group life sales in excess of 
$1,000,000 so far in 1956. The Grosten 
Agency men receiving the award were 
Alfred Schlesinger, Irving L. Orland and 
Roland L. Bertonneau. 


Room-Hopping Sessions 


The room-hopping included the follow- 
ing subjects and hosts: 

“Group Workshop,” John Murray, 
manager of Manhattan Life’s Group de- 
partment; “Business Insurance,” Harry 
Levey, superintendent of agencies, west 
ern division; “Program Selling,” Fred- 


erick’ W. Lohm, superintendent of agen- 
cies, eastern division; “Pension Plans,” 


Elder A. Porter, vice president and chief 
actuary. 

At the final educational meeting, on 
September 12, Dr. L. Gordon LaPointe, 
Manhattan Life medical director, spoke 
on “Underwriting Developments.” 

Following Dr. LaPointe’s talk, there 
was a panel discussion on “Business 
Uses of Life Insurance,” with E. Donald 
Fuerst, Pittsburgh, Pa. general agent 
serving as moderator, Other panel mem- 
bers were James B. Rowe, Miller Agen- 
cy, Charlctte; Alton N. Joyner, Balti- 
more general agent and M. Keith Flem- 
ing. general agent, Portland, Ore. 

“Single-Need Sales and Simple Pro- 
gramming” were covered by a four-man 
panel moderated by Hugh Sawyer, gen- 
eral agent, Richmond, who was assisted 
by Robert B. Levey, brokerage manager, 
Wm. J. Schloen and Associates, Beverly 
Hills, Calif. general agent; Wm. S. Di 
Fabio, assistant general agent of the 
M. Keith Fleming Agency, Portland, 
Ore., and S. J. Whittaker, general agent, 
Sacramento. 

The appearance of Henry S. Stout, 
general agent, John Hancock, Dayton, as 
guest speaker concluded the final busi- 
ness session of the agency conference. 
Mr. Stout, who is also Mayor of Dayton, 
and a past trustee of NALU, took as his 
subject “The Hard Way.” 

Manhatian Club Awards 


The following plaques for the 18- 
month club period ending July 31, were 
awarded at the Manhattan Life agency 
conference: 

Tom Connolly, Jr., Sacramento, first 
to qualify; Royal L. Brown, Detroit, 
leading personal producer, volume; Har- 
old L. Regenstein, New York, leading 
personal producer, new paid premiums 
and number of lives; Richard G. Nourse. 
Sacramento, leading new agent; Bernard 
B. Hoffman, CLU, general agent, Buf- 
falo, first in personal paid volume; 
Clarence Spencer, general agent, Tren- 
ton, first, personal new paid premiums; 
Joseph S. Harmelin, co-general agent, 


Newark, leader, combined volume and 
lives; James G. Ranni Agency, New 
York City, first, new paid premiums; 
The Richard M. Grosten Agency, Los 


Angeles, first, ordinary volume, lives, and 
volume of Group life. 

Fordyce Summer Campaign Awards 

The following winners were announced 
for the June, July and August Fordyce 
Campaign: 

Leading agency, Ordinary paid vol- 
ume: Richard M. Grosten, Los Angeles; 
leading agency, paid Group volume: 





Award Winners 



















































































































































Seated, left to right: Bernard B. Hoff- 
man, CLU; Thomas E. Lovejoy, Jr.; 
Tom Connolly, Jr.; Clarence Spencer. 

Standing, left to right: Harold L. Reg- 


Donald F. Stuart, Binghamton, N. Y. 
Agency Awards by Divisions 
Division 1: Richard M. Grosten Agen- 
cy; Division 2: M. Keith Fleming, Port- 
land, Ore.; Division 3: Clarence Spen- 
cer, Trenton; Division 4: Cole A. Miller, 
Jr., Charlotte; Division 5: A. L. “Al” 


Mayberry, Fort Worth. 


Clifford L. Graves Dead 

Clifford L. Graves, 
manager of the Group department of the 
Travelers, died suddenly at his home in 
Hartford this week at the age of 87. 
Before joining the Travelers in 1924 he 
was in the banking, railroading and min- 
ing fields at one time being general 
manager of the Chihauhau and Pacific 
Railroad. 


former assistant 








NAC. 
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“ 


enstein, Joseph S. Harmelin, Royal L 





Brown, Richard M. Grosten, James G 
Ranni. Richard G. Nourse, leading ney 
unable to attend. 





agent was 


Divisional Awards: Personal Producer; 
Division 1: Royal L. Brown, Kelley- 
3aum, Detroit; Division 2: Richard E 

Smith, CLU, Seattle Agency; Divisio: 

3: Sol Langberg, Robbins Agenc 

N. Y. C.; Division 4: James B. Rowe 

Miller Agency, Charlotte; Division 3 

Frank A. Carchedi, Perry Agency, Utic 


Security-Conn. Life Names 
Sheldon in Long Beach 


Clarence O. Sheldon has 
pointed life insurance manager for t! 
Security-Connecticut Life in Long Beac 
Cal., according to an announcement | 
G. Albert Lawton, CLU, executive vit 
president. Mr. Sheldon will be respor 
sible for the appointment and _ trainin 
of Security-Connecticut Life agents 
Long Beach, Gardena and vicinity. 

Mr. Sheldon, a graduate of the Un 
versity of Southern California, _ beg 
his insurance career in 1946 as a distri 
agent for Prudential. Following comple} 
tion of an extensive training course, # 
was advanced to special agent and ass! 
tant manager, and in 1952, to divisi 
manager. In 1955, Mr. Sheldon becat 


manager of the Midland National Lit 


been a 

















Berkshire Life Conducting 
Field Management Meeting) 


Berkshire Life is conducting a spec} 
series of field management conferen(}} 
to discuss details of the company’s tt 
sales philosophy with general ag 
and supervisors. Meetings will be hey 
at New York City, Lenox, Mass., i 
dianapolis and Washington, D, C. ff} 

These conferences are one ot ! 
initial steps in the development 0 
new field management  progfé 
Through the nucleus of key person] 
that will attend the meetings, Berkshf 
Life representatives will be trail] 
thoroughly in the presentation of '§ 
company’s program of financial secu"§ 
for the family. The entire program “§ 
presentation is being built around 
key sales phrase, “Money When 
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Man with 
a magic pencil 


Royal L 
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ling new 
, ee-he represents the 
roducers 
Ree New England Life 
cnard £ 
Divisio 
Agency . : : ; 
3. Rowe Give him a sheet of paper, and give him your 
Ute confidence. Under his pencil there will grow a 
safe future for you and your family. 
The figures that he jots down and adds and 
mes multiplies will someday come marching back to 
Beach your family, or to you — as income while you 
pantie take life easy. Or as a welcome cash reserve 
gee when you need it. 
ig Beat! 
ment | There are two main elements in this magic. 
tive vit . ; : 
ee First, this man from the New England Life 
training knows all about the wonderful things that can : 
cana be done with life insurance. 
nity. | 
~ Unf But equally important, he also brings you 
a, Dega ° 
a distri‘ the advantages of the New England Life 
one contract. The guaranteed privileges of that \ 
8 P 8 
OUrTSE, IRS a « 
nd _assi liberal contract can help you in many ways. 
, divisiie: 
me You see, the magic really isn’t in the pencil. 
nal i e elie . 
It’s in the training of the New England Life . 
agent, and in his ability to bring about a better 
ing | life for you. Ask him freely for advice. It’s yours 
2 ¥ . . . 
eeting without obligation. 
mt spec i COPR., 1956, N. Eo Me be eo COe 
nferench 
ny’s née i 
A BETTER LIFE FoR You NEW ENGLAND 
(ili V1 FE een en 
BOSTON. MASSACHUSETTS 
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Impact of Growth 
On Claim Activity 


SHOWN BY EDWIN LINTHICUM 


President of pncunaiiienal Claim Assn. 
Tells Recent Trends at 
Virginia Meeting 


The impact of rapid growth of insur 


enee in recent years is reflected in the 
claims work of insurance companies, 
said Edwin Linthicum, Jr., secretary of 
the Travelers, in his address as presi 
dent of the International Claim Associa- 
tion meeting at Fort Monroe, Va., this 
week. 


“The outstanding change in our work- 
ing environment as claim men_ results 
from the tremendous increase in the 
number of people insured under Life, 
Accident and Health lines with the re- 
sulting increase in the volume of work 
we have to accomplish,” said Mr. Lin 
thicum. “Since 1945, for example, the 
number of life insurance policies in force 
in the United States has increased by 
almost 100 million. And in that same 
period, the number of people covered by 


Accident and Health policies has dou 
ble We |! > endeavored »e 
bled. e have endeavored to meet 
these immense increases without relax- 


While it is 


ing our ogo eae = service. 


true that the patest percentage of 
increase has siceeel in recent years, 
we have been operating in a changing 
field for a long time. We have had to 
become accustomed to change, to in 
creased workloads, to more complex 
claim situations. We are confident that 
we can continue to meet the pace we 
have set for ourselves. 

“Substantial increases in the number 
of policyholders bring with them a 


numerical increase in the number of 
claims. More and more of our popula- 
tion has occasion at some time or other 
to deal with the claim departments of 
our companies in relation to insurance 
benefits. The public, doctors and hos- 
pitals have become conscious of insur- 
ance benefits. It is only natural that 
they would like claims to be settled in 
the manner which benefits them most. 
The widespread interest in the way in 
which insurance contracts are carried 
out throws the spotlight on the manner 
in which claim personnel operate. 


Regulatory Agencies Active 


“What are some of the effects of in- 
creasing volume itself? For one thing, 
we know that regulatory agencies, both 


state and national, have taken greater 
interest in how the companies carry out 
their obligations, The industry has as- 


sumed an obligation to police itself and 
this includes claim departments which 
are analyzing the nature of their per- 
formances in the light of any com} ylaints 
that might be filed. Hospitals and doc- 
tors have taken an active part in deter- 
mining what information should be fur 
nished and in what manner it should 
be furnished. That interest grows out 
of the increased number of patients who 
must rely upon doctors and_ hospitals 
for information necessary to make proof 
of claim for benefits. Then, too, the 
anise! public is now making more 
emphatic its desire for simple methods 
of collecting what is due.” 


Joe Kimberlin, Jr., Named 


\ppointment of Joe Kimberlin, Jr., as 
general agent in Oklahoma City for Pan- 


American Life, New Orleans, thas been 
announced. 

A native of Pawnee, Oklahoma, Mr. 
Kimberlin has been associated with the 


1949, serving in 


Mutual 


schools 


insurance business since 


ious capacities with Guarantee 
He wa 


s educated in public 
id at Oklahoma City Univer- 
it} ma City. Upon leaving col- 
lege Mr. Kimberlin joined the FBI and 
World War II was with Army 
Intelligence i 3 in civic affairs, he 

mayor of Pawnee in 1949 and 
holds the distinetior n of being the voung- 
est man to serve that 


office. He is a 
past president of the Lyons Club and 
past master of Pawnee 


Lodge, +4 82 A.F. 
& A.M. 





served as 


Commissioner Parker’s 


Brush With a Claim Man 


In welcoming the International Claim 
Association to its meeting at Fort Mon- 
roe, Va., this week, Insurance Com- 
missioner T, Nelson Parker of Virginia, 
told this incident: 

“Prior to becoming Commissioner of 
I practiced law in Richmond 
claim- 


Insurance, 
for 33 years. As 
ant, | 


attorney for a 
experience with 
life insurance 
was trying to 


remember one 


the claim manager of a 
company in my city. | 
Industrial policy on 
the denying lia- 
The claim manager asked me if 
him in his office and this 
sefore I had been there 
this gentleman had thor- 
that my client 
didn’t much of but never- 
theless he agreed, through an abundance 
of kindness toward and sympathy for 
my client, to pay 50% of the claim. I 
accepted this for my client, but that 
was not all. Before I left this man’s 
office, he had sold me a 15-year endow- 
ment policy on my _ life wherein the 
initial premium was much more than the 


collect on a small 


which company was 
bility. 
I would meet 
was arranged. 
many minutes, 
oughly convinced me 


have a claim, 


fee | made out of the settlement of 
my client’s claim. This man was not 
only an excellent claim manager, but he 


Was a super salesman and an excellent 
public relations man for his company. 
I went into his office disliking the com- 
pany very much but came out one of 
its boosters.” 


Plans for LLAMA Meeting 


“Developing Salesmen and Sales in 
Today’s Economy” is the theme of the 
39th annual meeting of Life Insurance 
Agency Management Assn. to be held 
November 11-15 at Chicago’s Edgewater 
Beach Hotel. More than 800 agency 
officers from LIAMA’s member com- 
panies are expected to attend. 

Meeting Chairman Raymond W. Simp- 
kin, agency vice president of Connecti- 
cut Mutual, has announced that LIAMA 
committees will meet Sunday and con- 
tinue through Tuesday morning. The 
traditional Old Guard Reunion Dinner 
will be held Monday evening. 

The Legislative Forum on Tuesday 
morning this year will have a new par- 
ticipant. Robert R. Neal, general mana- 
ger of Health Insurance Assn. of Amer- 
ica. He will join Eugene M. Thore, 
general counsel of Life Insurance Assn. 
of America and Claris Adams, executive 
vice president and general counsel of 
American Life Convention, in discussing 
legislative matters relating to the life 
insurance business. Following the Legis- 
lative Forum there will be the Fellow- 
ship luncheon and first general session 
of the conference 

General sessions will continue all day 
Wednesday and Thursday morning. A 
Compensation Forum and Management 
Development Conference are scheduled 
for Thursday afternoon. 





John Hancock Changes in 
Group Claim Field Offices 


A number of changes in the Group 
claim field offices of the John Hancock 
rng been announced by Vice President 

1 P. Lombard. 

Taaete P. Hughes, manager of the 
Atlanta office, has been promoted to the 
position of southern regional mz 1ager. 

Alan _R. McCollum, assistant manager 
of the Los Angeles office, has been pro- 
moted to manager of that office. 

Robert A. Leaf, claim field representa- 
tive, has been promoted to the position 
of manager of the New York Citv office, 
succeeding David R. Dodsworth, who 
has been transferred to the machine pro- 
gramming staff of the claim department. 

Roger L. Griffith, claim field represen- 
tative, has been promoted to manager 


of the Dallas office. 


First V.P. and Actuary 
Continental Assurance 





Fabian Bachrach 
SCOTT 


DAVID G. 


Continental Assurance has announced 
the election of David G. Scott, formerly 
vice president and actuary of Contin- 
ental, as first vice president and actuary. 
Prior to joining Continental, Mr. Scott 
was with a Canadian company where he 
served as assistant to the general man- 
ager in the agency depz irtment. His 
background in this unique combination 
of actuarial training and agency depart- 
ment experience continued when Mr. 
Scott joined Continental in 1941 as head 
of the actuarial department and a few 
months later, was named assistant actu- 
ary. He held this post for five years and 
in 1946, he became actuary. Mr. Scott 
became vice president and actuary in 
1954 and a director of the company in 
April of this year. 

A graduate of McGill University, Mr. 
Scott continued his studies and in 1944 


was made a Fellow of the Society of 
Actuaries. Currently he is chairman of 
the actuarial couimittee of American 


Life Convention as well as being a mem- 
ber of the actuarial and statistical com- 
mittee of the Health Insurance Associ- 
ation of America, the committee on sur- 
veys, and the sub-committee on statis- 
tical programs, 

Mr. Scott succeeds Raymond H. Bel- 
knap who resigned to devote his full 
time to the developing demands of his 
position as president of United States 
Life. 





ae From Late Dean Finn 


Editor The Eastern Underwriter: 

In an account which you published of 
my address to the Section on Insurance 
Law of the American Bar Association, 
at Dallas, Texas, on August 28, 1956, you 
carried the text which, through an inad- 
vertence on our part, was unrevised in 
the following respect: in speaking of the 
case of Guardian Life Insurance Co. vs. 
3ohlinger, 308 N. Y. 174, my initial draft 
stated that the industry went “to the 
legislature for procedural relief,” and as 
a result Section 34 of the New York In- 
surance Law was amended as of April 21, 
1956. 

It should be noted that it was the Su- 
perintendent of Insurance himself, Hon- 
orable Leffert Holz, who went to the 
legislature for the procedural relief indi- 
cated and who was instrumental in secur- 
ing the enactment of the amended Sec- 


tion 34. 
The very commendable action of the 
Superintendent should be noted as a 


initial draft. 
John F. X. Finn 


correction to my 


Sept. 6, 1956 
Editor's Note: Dean Finn died suddenly 
Albany, September 8 from a coronary 
attack while attending meetings of an ad- 
visory committee on the Civil Practice Act. 


Bankers Nat’l Shows 
122% Paid-for Gain 


FOR FIRST 8 MONTHS OF 19 


August Was Biggest Mh Month for Ordinary 
Business in Company’s History; z 
Force Now Up to $370,822,187 


National Life of Montelaj 
the first eight months 


Bankers 
N:.D;. tor 
year shad a_ record-breaking 
clume of $71,665,474 of 
This production constitutes a 


paid-fo; 
business 
122% j 


new 


crease over the same period last yea 
and exceeds the total production for the 
1955. Total life insuran 
in force, as of August 31, 
record $370,822,187. 

In July and August the field force su 
cessfully participated in a policyowner 
“follow thru” 
credit toward Presidents’ ‘Club qualifies 
written 


entire year of 


reached 


compaign in which extr 


tion was given for business 
present policyowners or members of thei: 
immediate families. Dr. R. Toro, Ri 
Piedras, Puerto Rico, and L. Stein, Wes 
Hartford, were the leading pr 
ducers of 
this two month campaign... 


Conn., 


policyowner business durit 


47% Paid-for Ordinary Gain in August 


Paid-for ordinary business for Augus 


increased 47% over August, 1955. Thi 
increase made August the largest paid 
for ordinary production month in th 


history of the company, exceeding Feb- 
The average size ne\ 
increased 


ruary of this year. 
ordinary paid-for 
$9,348 for 1956. 


Leading agencies 


policy 


in paid-for busines 
Goldstein Insurane 
Agency, Hartford, Conn.; A. R. Caldera: 
Agency, San Juan, Puerto Rico; H. | 
Baker Agency, Boston; and the L. Al 
man Agency of Trenton, N. J. The ind 
vidual production leaders for the mont 
were Alavro Calderon and Louis Altma 
The accident and health departmer 
also enjoyed record gains. Total A. &# 
premiums in force for the first eig! 
months increased 110% over the san 
period in 1955. New business written at 
pi uid for in August was ten times great 
than for August, 1955. | 


in August were 





HOU Institute Meets at 
Dallas, Nov. 14 to 16 


Home office underwriters from 
over the United States and Canada wi 
assemble at the Hotel Statler, Dalla 
Tex., on November 14, 15 and 106 te 
the 20th annual meeting of the Institut 
of Home Office Underwriters. John ! 
Duston, underwriting secretary of Equ: 
table Life of Iowa, and executive vit 
president of the Institute, will be get 
eral chairman for the meeting. The I 
stitute’s president is C. Edwin Carlso! 
chief underwriter of Continental Assu! 
ance, who will address the meeting # 
its opening. ; 

A highlight of the program will 
the appearance of N. Murray Long 
worth, president of United Benefit Li 
Mr. Longworth was an active membe' 
in the early years of the Institute a! 
is a past president. 

Emmett Russell, Jr., vice president 
Life & Casualty Co. of Tennessee * 
first president of the Institute, will t 
part in opening this 20th meeting. 

Other guest speakers will be D 
Stevenson, medical director of Stat 
Farm Life; Frank G. Whitbread, assi* 
tant vice president, Lincoln Nation 
Life, and Walter Gastil, manager of the 
Los Angeles office of Connecticut Get 
eral Life. There will also be several 1 
formal discussion sessions. ; | 

Texas companies will be hosts for “— : 
informal reception for members ati 
guests the first evening of the meetité 
and for an attractive, special progra 
arranged for the wives who attend. 
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Made Medical Director 
Of Maine Fidelity Life 





Roger Paul Jordan 
DR. GEORGE I. GEER, JR. 


Maine Fidelity Life has appointed Dr. 
George I. Geer, Jr., Portland physician, 
as medical director for the company, 
it is announced by Curtis K. Gerry, ex- 
ecutive vice president. 

A graduate of Tufts Medical School, 
Medford, Mass., in 1938, Dr. Geer cur- 
rently serves on the staffs of three 
Portland, Me., ‘hospitals: Maine Medical 
Center, Mercy Hospital and Portland 
City Hospital. In addition, he main- 
tains a large general private practice 
in Portland. 

Dr. Geer is a member of American 
Medical Association, Cumberland County 
Medical Society, Maine Medical Asso- 
ciation and Portland Medical Club. The 
son of the late Dr. George I. Geer, 
prominent Portland physician, Dr. Geer 
is a native of Portland and attended 
Portland schools. He received his B.S. 
degree from Yale University in 1934, 





First Woman Graduate From 
Aetna Home Office School 


Aetna Life’s only representative in 
Alaska, a 50-year-old woman, has scored 
another of the “firsts” that have char- 
acterized her short but successful insur- 
ance career. 

She is Mrs. Fannie L. Hoopes of 
Anchorage, who recently became the 
first woman to graduate from Aetna 
Life’s advanced training school at the 
company’s home office in Hartford. 

Mrs. Hoopes was the first woman in 
Alaska to qualify for the Quarter Million 
Dollar Round Table, composed of women 
representatives who have sold more than 
$250,000 in life insurance protection. She 
is the top-ranking member of Aetna Life 
Leaders Club, national honorary organi- 
zation of the company’s leading repre- 
sentatives. 

Mrs. Hoopes, who is associated with 
Aetna Life’s Paul R. Green Agency in 
Seattle, came to the northern territory 
seven years ago. She is a graduate of 
the Abington Memorial Hospital School 

Nursing in Abington, Pa. Before 
entering the insurance field three years 
ago, She managed an Anchorage swim- 
ming pool and later served as program 
director of the Elmendorf Air Force 
Base service club. 

‘She is a member of the Alaska Life 
Underwriters Association, Anchorage 
Chamber of Commerce, Anchorage So- 
ciety for the Prevention of Cruelty to 
Animals, the League of Women Voters, 
the Women’s Club and is a Civil Defense 
staff member. 


Chas. Hayde in N. Y. Area 
Prudential Agencies Post 


Charles Hayde has been promoted to 
associate director of agencies in Pru- 
dential’s district agencies regional head- 
quarters in New York City. In the 
metropolitan region post, Mr. Hayde 
succeeds Charles Karpman, CLU, who 
replaces Vernon D. Wiley in the Long 
Island regional office at Hempstead. Mr. 
Wiley recently was promoted to director 


of agencies in the company’s North 
Central home office. 


Mr. Hayde, who has been manager of 
the Yonkers, N. Y. district agency since 
1954, became a Prudential agent in 1936 
and was advanced to the Yonkers post 
after filling sales and supervisory posi- 
tions at Poughkeepsie, N. Y., Waterbury, 
Conn., and Newark. 

Mr. Karpman, who joined Prudential 
in 1937, was a staff manager at Hartford, 
when in 1952 he became a training con- 
sultant in Newark home office. In 1954 
he was advanced to associate director of 
agencies in New York. 


Equitable of Ia. Reports 
In Force at Record High 


New paid life insurance in the Equi- 
table Life of Iowa during the month of 
August amounted to $12,914,270. This 
brought the total for the first eight 
months to $100,850,867 and increased life 
insurance in force to a new record high 
of $1,406,221,963 at the end of August. 

The San Francisco agency, V. 
Weidemann, general agent, placed first 
among all egencies throughout th: 
country. 





BERKSHIRE'S NEW 





IS A NATURAL FOR THE MAN 
WHO WANTS TO EAT HIS CAKE 
AND HAVE IT, T00! 


Berkshire’s ‘‘Money-Backer’’ is an ideal savings plan 


type of coverage written at $5,000 minimum fo issue age 55. 


Here’s the perfect answer to two of the most _ plete his plan, he gets back considerably more 


common types of reluctant life insurance 


than he put in. And to make the policy even 





prospects, namely: the man who 
thinks he has to die to win... 
and the man who can’t decide 
whether he wants life insurance 
or dollars in the bank. Berkshire’s 
new ‘‘Money-Backer” is every- 
thing the name implies. It gives 
the prospect the opportunity to 
have insurance and his savings 
plan, also... all in one policy 
... and convinces him, beyond a 
doubt, that he doesn’t have to die 
to win. But if he dies, his bene- 


rie 





more saleable there are attractive 
features available to cover the 
possibilities that he may become 
totally disabled or have to surren- 
der the policy before its maturity. 
SALES TOOLS GALORE! We 
have packaged in one easy-to- 
use, easy-to-handle kit: 1. Sales 
Literature; 2. Consumer Mail- 
ing Pieces; 3. A New Proposal 
Form; 4. All-Age Illustration; 
5. Direct Mailer with Return 
Card Offer; 6. Pre-Approach 


ficiary gets the full face value of the policy Letters; 7. “Prospect Finder” and “Rail-To- 
(and often more), and if he lives to com- 


Run-On” Planner... Keyed to get results! 








PITTSFIELD. MASS 





ERKSHIRE 
LIFE INSURANCE CO. 


* A MUTUAL COMPANY ~- 


Life, Annuities, Pension Plans and Accident & Health 


TP 


SOS 
ee 







tes! 













September 21, 1956 











Human Relations Seen 
As Management Need 


BY RETIRING PRESIDENT MOORE 


Executive Vice Poestdeat of Old Line 
Life Before LOMA Conference 


at Chicago 
lf the problems of our age are to be 
solved, men of business must begin to 


place less importance on things and more 
importance on people, Warren J. Moore, 
president of Life Office Management As- 
sociation told the annual conference at 
its opening session at Chicago, this week. 


Mr. Moore, who is also executive vice 
president of Old Line Life, said that 
“ours is a society of people. We each 
have our ambitions, problems, special 
talents and = special shortcomings. We 
don’t exist as so many employes, or so 


many policyholders. We are individuals, 
and the better we understand each other, 
the better will we be able to treat and 
serve one another.” 

Importance of Human Relations 


Industry in recent years ‘has recog- 
nized the importance of human relations, 
realizing that a human individual is not 
composed of one part which carries on 
physical activity and another part. that 
does the thinking, Mr. Moore added. 

“Industry now treats the individual 
a unit, which both thinks and acts,” he 
said. “It plans its program of thuman 
relations accordingly. Employes are not 
treated as mere pickets in a fence, or 
cogs in a machine. They are accepted as 
associates who have self-respect and self 


confidence. And the result is not a 
a idhigher degree of labor-management 
harmony, but higher rate of production 


and efficiency. 

“Implement your impulse to further 
human relations,” Mr. Moore suggested. 
‘Almost without exception our first reac- 
tion to the ideal of service is that of a 
terrific impulse to dedicate ourselves 
without reservation to a worthy calling. 
That, | am sure, was the impulse that led 
most of us into the insurance business. 
The difficulty is that we often fail to 
implement our noble impulses. Then the 


program of human relations becomes so 
much tweedledee and tweedledum. Im 
pulse must have legs and walk. It must 
have hands and work. It must ‘become 
second nature. 

‘The world has great rewards waiting 
for the persons who can unravel the 
tangled web of human animosities and 
misunderstandings that impede our 
march to peace and security.” 

Frank Rowland’ 
i) 
rank Rowland’s Career 
(Continued from Page 3) 
companies, selling the idea of the pro- 
posed association and determining sub- 
jects of interest and selecting speakers 


for a meeting which was held in Septem- 
ber, 1924. At that meeting the by-laws 
of the new organization were approved, 
companies represented became charter 
members. Mead was elected president; 
and Rowland secretary. During the next 
10 years the staff activities of the As- 
sociation were conducted in Lincoln Na- 


tional’s head office under Rowland’s di- 
rection while he was’ functioning as 
secretary of the company. L. R. Wood- 
ard was engaged by the Association in 


Greater Government 
Penetration Likely 


INTO INSURANCE SAYS JOSEPHS 
New York Life Clones Sees Adapta- 


bility as Necessary to 
Progress 
Devereux C. 


In a ten-year look-ahead, 


Josephs, board chairman of New York 
Life, said that the business managers 
and government leaders of tomorrow 


adaptability as “a 
economic progress.” 
“Change in an 
before the con- 


will have to accept 
basic condition of 
Mr. Josephs spoke on 
Expanding Economy,” 
ference of Life Office Management As- 
sociation in Chicago, this week. 

“We can be sure that this is going to 
be a changing world, and we had better 
get to like it that way. We had better 
be as adaptable as we can,” he said. 
Mr. Josephs discussed the economic and 
social roles business and government will 
play in a worldwide expanding economy, 
whose “momentum is) such that this 
growth cannot be seriously slowed down 
by anything short of a catastrophe.” He 
ruled out the possibility major 
economic collapse and said his forecasts 
were based cn the assumption there 
would be no thermonuclear war. 


or a 


Government-Business Teamwork 


“Through improved teamwork between 
government and business,” he said, “at- 
tained not without some bickering but 
nevertheless attained, we have, in less 
than a half century, survived a decade of 
choking depression, digested a pervasive 
social revolution, emerged as an over- 
whelming power in two world wars, and 
achieved a position of unquestioned lead 


ership among the nations of the free 
world, Let us not underestimate the 
vigor, ingenuity, and adaptability of our 


people.” 

Mr. Josephs cautioned that the con- 
tinued trend toward specialization of la- 
bor, while furthering economic progress, 
will bring greater interdependence as 
“the inevitable social consequence.” 

“One of the price tags of our economic 

(Continued on Page 9) 
1927 assistant. 


to serve as a full time 


Opens Headquarters in New York 


In 1934 LOMA board prevailed upon 
Rowland to become a_full time director 


of the Association with offices and. staff 
located in New York. 

During the past 22 years Rowland thas 
directed the staff work and has engaged 
in many extra curricular activities inci- 
dental to the field of interest. Tle has 
been given credit for originating two 


techniques since rather widely adapted 
to office operations in life companies, and 


office management in general. They 
were first presented in the papers at 
LOMA meetings in 1925: “Production 
Control of Clerical Work via Group 


; and in 1931, “Home Office 
Department Operating Audits.” During 
the years he has written many articles 
on various phases of office management 
and has been on programs of American 
Management Association, Society for the 
Advancement of Management, National 
Office Management Association, Taylor 
Society and International Management 
Congress. 

In 1949 Mr. Rowland was appointed by 
President Truman as an employer repre- 


Measurement” 











rations in the country. 


held in strictest confidence. 


New York 38. 





PENSION and GROUP MAN 


Leading New York consulting firm in employee benefit 
planning field has opening for experienced man in group 
insurance and/or pensions. To the right man this position 
would offer an opportunity to widen his horizons and grow 
as a professional consultant to some of the leading corpo- 


Write fully outlining your qualifications. All replies will be 


Box 2447, The Eastern Underwriter, 93 Nassau Street, 











LOMA Conference 


from Page 3) 


New York Life Insur- 
“Changes in an 


(Continued 


board, 
spoke on 
ISconomy.” 

The annual business 
LOMA, at which new 
elected took place in the 
the morning. 

A ceremony honoring 
came LOMA Institute 
took place at luncheon 
vice 


man of the 
ance Co., 
Expanding 
meeting of 
officers were 
latter part of 


those who be- 
Fellows in 1956 
Tuesday. W. J. 


and secretary, 


\dams, president 
Canada Life, and a past president of 
LOMA gave the salutation; the re- 


sponse was given by Daniel L. Hurson, 
assistant to the president, Acacia Mu- 
tual Life. The afternoon was devoted to 


meetings on automation, costs, planning 





and personnel, 

The three-day conference closed on 
Wednesday, following meetings in the 
morning and afternoon. 
sentative to an International Labor Or- 


ganization Congress in Geneva. 

During early days of World War TIT] 
Mr. Rowland was drafted as a civilian 
management consultant to the Quarter- 
master General and tor almost four years 
directed LOMA staff for three days a 
week, spending balance of the days, in- 
cluding Sundays, in Washington aiding 
various phases of the war effort. Also, 
for a time he was on Army War Man- 
power Board and a consultant to Civil 
Service Committee of House of Repre- 
sentatives. 

Mr. Rowland’s vacations for years Ihave 
included visiting life insurance companies 
in various parts of the world observing 
their operations. He has been in Mexico, 
Central America, Europe and Asia. 

In the membership of 322 companies in 
LOMA, more than 20 are from abroad. 
Mr. Rowland has directed the education 
of many foreign students who have come 
here for training. 


To Make World Tour 


Mr. and Mrs. Rowland will leave No- 
vember 1 for a six months trip around 
the world. Despite his retirement as 


managing director of LOMA he says he 
will find time to honor commitments of 
visits to life companies in Asia, North 
Africa and Europe. 


New Managing Director of 
LOMA Was Its First Employe 





L. RAY WOODARD 


Woodard, who _ be- 
director of Life Office 
the retirement of 
was the 

hence 


Lawrence Ray 
comes managing 
Management Assn. on 
rank L. Rowland in November, 
first employe of the organization, 
has 32 years service with it. 

Over those years Ray Woodard _ has 
become known to life insurance execu- 
tives throughout the country. He has 
been responsible for the financial aspects 
of LOMA and LOMA Institute as well 
as coordination of committee research 
activities and for publication of the asso- 


ciation’s literature. He thas been secre- 
tary-treasurer since 195]. 
\ native of Van Wert, Ohio, he is a 


eraduate of the College of Business Ad- 
ministration of Ohio State canons 
He also studied business administré iti’ 
at Columbia University. Before joini a 
LOMA the was associated with Union 
Trust ‘Co., Cleveland. Mr. and Mrs. 
Woodard and their two daughters make 
their home at Rye, N. 
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Automatic Premium 
Payment Increasing 


ARTHUR TUFTS EXPLAINS PLAN 


Cooperation of Banks Growing; Com- 
panies Report Large Gains 
in This Business 


painless plans for paying 





Automatic, 
life insurance premiums are catching on 
throughout the United States and Can- 
ada, Arthur J. Tufts, assistant secretary 
of Life Office Management Association, 
reported to the conference at Chicago. 

Technically, the method of paying pre- 
miums is known as the “Pre-authorized 
Check Plan.” A life insurance policy- 
holder authorizes his life insurance com- 
pany to draw checks against his account, 
usually monthly, for the payment of pre- 
miums. He authorizes his bank to honor 
these checks. The checks are charged 
against the policyholder’s bank account, 
like any other check. 

In Canada the 
Pian as it 415 


related “Postdated 
called, operates a 
little differently. The policyholder sends 
the life insurance company a_ set of 
postdated signed checks, which the com- 
pany deposits as the premiums fall due. 

Mr. Tufts told the conference that the 
plan has advantages for both policyhold- 
ers and life insurance companies. “Tt is 
designed for bank depositors who like 
to pay bills monthly. It is also designed 
for companies that want a bigger average 
policy, better persistency and a 
opportunity to improve of their 
products,” he explained. 


Check 


good 
some 


Advantages of Plan 
Although it is not always easy to ob- 
tain the cooperation of banks in setting 


up a pre-authorized check plan, Mr. 
Tufts pointed out that several life in- 
surance companies are writing 15% and 
20% of their new business on the plan. 
One company is writing 18,000 pre- 
authorized checks a month, he added, 
and this company includes up to 10 
policies on one check, so the number of 
policies on this plan is considerably 
greater. 

Life insurance companies report these 
advantages to the plan: mailing of pre- 


mium notices, either monthly or annu- 
ally, is eliminated. Also, companies can 
control their receipt of premium pay- 


ments—the checks are made up and de- 
posited according to the company sched- 
ule, not when the policyholder happens 
to mail his check. 

In operating the plan some compa- 
mes charge the regular monthly pre- 
mium. Many charge one-twelfth of the 
annual premium. Others charge all kinds 
of variations in between, Mr. Tufts said. 

“The most recent information we have 


3. Top commission contracts. 


MORGAN O. DOOLITTLE, 
President 





4. Modern up-to-the-minute sales aids. 
». Financing for those who qualify. 


Opportunities open in New York, Pennsylvania, Ohio and Virginia 
Write or Wire 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 
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Raise Employe Efficiency 


How a company was able to raise em- 


ploye efficiency from 50% to a rating 
that sometimes exceeds 150% without 
applying “sweatshop conditions,” was de- 


scribed by William F. Bardo, assistant 
secretary of Aetna Life speaking before 
a round table session at the LOMA con- 
ference. Mr. Bardo said that the success 
of his company’s program lay in a wage 
incentive, or bonus plan. The plan ap- 
plies to about half the employes, who 
have a relatively continuous supply of 
work; whose work procedure is gov- 
erned by definite rules; who control the 
rate of production of their jobs ; and 
whose work is interchangeable with that 
of a least four other employes. 

“We would not put on incentive, for 
example, work requiring employe deci- 
sions, such as in underwriting,” Mr. 
Bardo explained. Careful records are 
kept of the production output of each 
covered employe, and these are trans- 
lated by the company personnel depart 
ment into bonus earnings. Company- 
wide bonus earnings average @bout $9.50 
a week per employe, Mr. Bardo. said. 

“We do not operate on a factory piece 
work plan. We believed from the very 
beginning that the employes would pre- 
fer a guaranteed salary with a bonus 
paid for extra effort, and that still is our 
plan. We define ‘extra effort’ as any 
production above 70% efficient.” 


Franklin Life Appoints 
J. I. Matusoff in Dayton 


Jerry I. Matusoff has been appointed 
general agent in Dayton for Franklin 
Life of Springfield, Il. 

A native of Dayton, Mr. Matusoff 
attended Ohio State University and for 
the past six and one-half years has been 
associated with the Northwestern Mu- 
tual Life. He is a director of the Day- 
ton Association of Life Underwriters. 

In his new association with the 
Franklin, Mr. Matusoff will combine 
personal production with the develop- 
ment of an agency organization for the 
company in the Dayton area, 





acceptance comes from two 
companies—one in the 
Midwest and one in the East,” Mr. Tufts 
said. “The first one has a_ total of 
approximately 3,000 cooperating banks. 
During the last eight months it wrote 
525 new banks asking them to accept 
the plan for depositors. It received ac- 
ceptances from 83% of them. The other 
company solicited 337 new banks during 
July and August and received 93% co 
operation. 

“Tf this were one month ago, IT would 
have stated that new names are being 
added to our list of users with surprising 
regularity. This is too mild now. All 
indications are that the number of com- 
panies offering this service to their 
policyholders will easily double in the 
near future. The list of users today in- 
cludes companies of all sizes and from 
all sections of the country.” 


on bank 
life insurance 
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Check into Empire's vigorous program of 
Agency Building: 


|. A complete line of Life, Accident and Health and Hospitali- 
zation policies ideally suited to all needs. 


2. Completely new competitive Life Rate Book. 


DOUGLAS S. FELT, 
Agency Vice Pres. 





D. C. Josephs Talk 


(Continued from Page &) 


abundance,” he explained, “is collective 


responsibility for the welfare of individ- 


uals who are from time to time dis- 
placed through no fault of their own. 
In our voluntary support of many social 


agencies we attempt to compensate for 


these dislocations. However, this has not 


been sufficient and the electorate has 


called upon government to perform many 
alleviation 


functions of adtustment and 


that are not clearly the responsibility 
of any one of us. This has been one 
of the causes of penetr ition of govern- 
ment into our private and business af- 


fairs. It will undoubtedly increase. It 
will complicate the operation of all busi- 
ness, including most emphatically our 
own business.” 

Mr. Josephs advised management to 
create an atmosphere of receptivity to 
change, adding that “the art of motivat- 
ing people will receive more and more 
of your attention as the decade ad 
vances.” 


Turning to the life insurance field, 
Mr. Josephs expressed confidence that 
the total amount of life insurance in 
force would double in ten years, reach 
ing close to 750 billion dollars. He based 
this estimate on an increasing popula 
tion, increasing per-capita income, and 


“an increasing acceptance and apprecia: 
tion of our own product by the public.’ 
Mr. Josephs also foresaw an increase 
in the number of women owning insur 
ance policies ; an increase in the sale of 
Term insurance contracts; and more 
Wholesaling of insurance, including pay 
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MUTUAL TRUST LIFE 
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Thomas H. Knott’s New Post 
Thomas H. 


Burlington as director of the 


\ppointment of Knott of 
Group de- 
partment at Life, 
lington, N..C., was announced by Walter 
B. Clark, 
position, Mr. 


Carolina Home Bur- 


first vice president. In his 
will devote his 
and thealth, 


divisions of 


new Knott 


attention to the life, accident 
and to the hospitalization 
the company. 

In the 


as agent and statewide broker, Mr. 


1939 


Knott 


insurance business since 


has been licensed for every type of insur 


North 


written in 


ance Carolina. He was 
with Pilot Life in Greensboro, in its 
Group department sales and service in 


1946-47, 
as Group sales manager of State Capital 
Life for the states of North Carolina, 
South Carolina, Georgia and Florida. He 
resigned from this position in order to 


resigning to accept appointment 








roll deduction plans and automatic meth- accept the appointment with Carolina 
ods of remitting monthly premiums. Home Life 
ioe 
— mee 
nl 








TENNESSEE 





ssh 


Wore Competitive 


selling features. For instance 


which premiums are paid. 


x More Merchandising 


from “mail to sale”. 


“Mone Advertising 








*eetel? 


L.L.C.A. Policies are replete with unusual 


DIAMOND — an endowment that has a 
$1,200 cash value per $1,000 face 
amount guaranteed at 65... 
premiums paid in addition to face amount 
death benefit during period (20 years) in 


A hard-hitting, sales producing program 
The modern, up-to- 
the-minute aids we furnish are tested and 
¢” proved for powerful selling force. Every- 
.. thing furnished to you without charge. 


We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. This is not a spo- 
radic, hit or miss effort but a consistent, 
result-getting plan paid for by L.I.C.A. 


| WRITE, WIRE OR PHONE COLLECT 


é WA Life Insurance Company 


PENNs 
oss *LVANT, 


ATTENTION! 


GENERAL AGENTS and BROKERS 





WE’RE BUILDING IN THESE STATES... 
‘IT WILL PAY YOU TO INVESTIGATE OUR UNUSUAL 


MONEY-MAKING PROPOSAL 


Wore Contracts 


10 pay Life * 20 pay Life * 30 pay Life 
* Life paid at 65 * modified Life * whole 
Life * preferred Life * double protection 
* 5 types of endowment * 2 types of re- 
tirement * 9 juvenile plans * mortgage 
policy * convertible term * accident and 
health * Hospitalization. 


Wore Assistance 


We have an outstanding Assistance plan 
— affords you unlimited earning possibili- 
ties. We give you the backing and whole- 
hearted support for positive success. 


Wore Money For You 

This is truly a “ground floor” opportunity. 
L.I.C.A.’s vigorous program of agency 
building offers outstanding opportunities 
for both types of general agents — pro- 
ducing and organizing. Wonderful brok- 
erage and surplus agreements! You can 
make money with L.I.C.A. 


the L.LC.A. 


returns all 


Paul Reichart, Vice President in Charge of Sales 


Telephone: Olympia 4-2474 


of America 


Wilmington 99, Delaware 
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Heads White Plains Agency 
For Mutual of New York 





PETER A. PEYSER 
Mutual of New York will 
agency in White Plains, 
and Peter A. 

Mr. 

member of the sales depart- 
MONY’s thome 


undergoing special train- 


open a new 
i Dae 


Peyser 


managing 
October 1, 
manager, 


effective 


been named Peyser 


has 
been a 
staff at 


last February 


has 


ment office since 


ing for the managerial position. 


White Plains is the eighth new agency 
to be opened by MONY this year and 
the 3lst new unit to be established by 
the company since 1948. 

Mr. Peyser, 35-year-old New York na 
tive, has been in the personal insur- 
ance field for the past ten years. He 
started in 1946 as an agent with Man- 
hattan Life and in 1953 became associate 
general agent for the company in New 
York City. He was a member of top 


production groups for eight years and in 


1955 led the entire company in premium 
income. His agency was one of the 
company’s leading units. 

Member - of a veteran insurance family, 
Mr —— is the son of Percy A. 
Pevser, general agent for M:z inhattz in 
Like: who has been in the personal insur- 
ance field for 30 vears 

Young Mr. Pevser, who joined MONY 
last February, is a graduate of Colgate 
University and a veteran of four years 
service with the U.S. Infantry during 
World War Il. Active in community 


affairs in Westchester County, 
where he lives, he is also commanding 
officer of Company G of the 71st Regi- 
ment, New York National Guard. He is 


married and has three children. 


and civic 


Huntington General Agent 


For Connecticut Mutual 
Appointment of John R. Ballengee, 
CLU, as general agent in Huntington, 
West Virginia, has been announced by 
Connecticut Mutual Life. He succeeds 
R. Homa Houchin, general agent since 
1934. 

\ native of Huntington, Mr. Ballengee 
attended local schools. He nanaped the 
insurance business in 1945, following 
service in the Air Force during World 
War II, and joined Connecticut Mutual 


in 1955 as supervisor of the Huntington 
agency. He received the CLU designa- 


tion in 1949, 
Mr. Houchin has been in the insurance 
business for 38 years, 22 of them as 
head of the Connecticut Mutual’s Hunt- 
ington agency. Although he is retiring 
from active agency management work, 
he will continue his association with the 
company as associate general agent 

He is past president of the Hunting- 
- and West Virginia Association of 
life Underwriters and currently is a 
director of the State Association. 


Indianapolis Life Names 
Two New General Agents 


Advancement of two Indianapolis Life 
sales- 
for 


Insurance Company’s outstanding 
to the of General 
company, is announced by 
president. 

Redmond, An- 
and Curtis L. McClelland, 
Indianapolis, Indiana. Both of these men 
promoted on the basis of their 
sales records with Indian- 


Agents 
Arnold 


men role 

the 

Berg, agency 
They are: 


derson, Ind.; 


vice 
Thomas H. 


were 
outstanding 
apolis Life. 

Mr. Redmond, who joined Indianapolis 
Life in June of 1954, qualified for the 
Million Dollar Round Table in his first 
full year in the business. At 27, he was 
the youngest Indianapolis Life represen- 
for the Round 


tative ever to qualify 

Table, and he is one of the voungest 
members of the Round Table. He ranked 
second in volume among the company’s 


entire field force during 1955. 

Formerly an outstanding athlete at An- 
derson College and a champion Golden 
Gloves boxer, Mr. Redmond coached 
high school football at Atlanta, Georgia, 
for two years before returning to An- 
derson to enter the life insurance busi- 
ness for Indianapolis Life. 

He is a member of Counselors’ Club, 
the company’s top production club; a 
member of the App-a-Week Club; and 
a member of Indiana Leaders Club. 

Mr. McClelland, a veteran of 12 years 
sales experience with Indianapolis Life 
is a seven-time recipient of the National 
Quality Award. He also is a member of 
Counselors’ Club, a member of the Com- 
pany Honor Roll, and a life and qualify- 
ing member of the Indiana Leaders Club. 

Mr. McClelland, who is a_ specialist 
in business insurance for partnerships 
and small corporations, was the top 
producer in the Home Office Agency of 
Indianapolis Life during 1955. 


Haskins District Manager 
Of BMA Marietta Office 


A. G. Haskins has been appointed dis- 


trict manager in charge of the newly- 
created Marietta, Georgia district office 
of the Business Men’s Assurance Co., 
J. W. Sayler, vice president in charge 
of sales, has announced. 

Mr. Haskins, who joined the BMA 


organization in December, 1955, has been 
a personal producer for the company in 


addition to devoting much of his time 
to the hiring and training of new men 
He was named district supervisor April 
1, 1956. 


Prudential Names Glymour 
Manager in Butte, Mont. 


Creation of a new Butte, Mont. 
trict agency to give additional service to 
Montana state policyholders of The Pru- 
dential has been announced by G. Carl 
White, executive director of district 
agencies in the company’s western home 


dis- 


office, Los 

Joseph Glymour, CLU, 
sultant in the western home office, 
been named manager of the new agency. 
He will be in charge of pioneer district 
operations in Butte, Anaconda, Billings, 
Great Falls, Helena, Kalispell, Livingston 


Angeles. 
a training con- 
has 


and Missoula. 

Staff managers for the new district 
agency are Harold R. Clark, Glenn J. 
Johnson and Wayne L. Wade. 

Mr. Glymour joined the Prudential in 
1948 as agent in the East Los Angeles 
district agency. Two years later he was 
named staff manager there. In June of 


this year he was made a company train- 
ing consultant. Since his association with 
Prudential, he has completed studies for 
his CLU degree. 

Mr. Glymour is a native of Chicago, 
and attended public schools in Butte, 
Los Angeies, and Hawaii. He attended 
Los Angeles City College and the Uni- 
versity of Southern California. 


TO START 105TH CLASS OCT. 3 
Harmelin Agency, New York, to Give 
Five Lectures to Prepare Brokers for 
Life Agents’ Examination in N. Y. 
The 105th class of the Harmelin 
Agency, New York, now general agents 
of Continental Assurance Co., to prepare 
brokers for the October 18 New York 
State life agent’s examination, will be- 

gin on Wednesday, October 3. 

The course, consisting of five lectures, 
is conducted at 50 Church Street, New 
York 7, Room 1870. Instruction will ‘be 
given by David R. Harmelin and William 
Harmelin, both of whom served as 


LUTC moderators this year. They for- 
merly gave identical courses at Walter 
Hervey Junior College and Delehanty 


Institute, using their own material. 

A limited number of applicants will be 
accepted by this class. Part time agents 
are eligible. There is no charge for the 
instruction. 

Since inception, 98% of the students 
taking the Harmelin course ‘h ave passed 
the New York State life agent’s exami- 
nation. According to the Harmelins this 
percentage by far exceeds the over-all 
percentage in the state. 








eyser Agency | 

OF | 

ie Wl anhiltton Life | 
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ostonals Patel Greetings 


AND 


Best Wishes to | 


Pte A. Preyser 


newly appointed Manager | 


OF THE 


White Plains Office 
Mutual Life of Now York 














Franklin Life Appoints 


Bennett in Trenton, N. J. 
Donald G. H. Bennett has been ap. 
pointed district manager in Trenton, 
N. J., for the Franklin Life, Springfield, 
Il. 
Mr. Bennett entered the life insuranc 
field six and one-half years ago with 
the Provident Mutual, and has served 


that company in both personal produc. 
tion and supervisory work. He is presi- 
dent of the Delaware Valley Association 
Underwriters. 


of Life 



































says Elnora Robin- 
son, wife of Al Rob- 
inson (Malcolm C. 
White Agency, Okla- 
homa City) 















“And that gives me a 
lift too! The truth is, Al 
was a successful sales- 
man long before he 
thought of a life insur- 
ance career. But it’s the 
recognition he receives 
now that makes us both 
feel we really began to 
live on the day he 
started with Pacific Mu- 
tual four years ago.” 

























Elnora Robinson has 
accompanied herhus- 
band to three Big 
Tree Top Star Con- 
ferences and two Pa- 
cific Mutual National 
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Rodgers Heads Largest 


N. J. { Amer. Bar Ass’n Section 








4 COMPOSED OF 7,500 LAWYERS 
ingfield, Deals With Corporate Laws, Business 
Financing, Banks, Regulation of 
surance Securities, Small Businesses 
‘ Churchill Rodgers, general counsel, 
produc. Metropolitan Life, has been elected 
iS. presi- chairman of the section of corporation, 


banking, and business law of the Ameri- 
can Bar Association. The section is com- 
posed of more than 7,500 of America’s 
leading business lawyers, and is largest 


ociation 





CHURCHILL RODGERS 


of any section. Included in 30 or more 





active committees of the section are 
Al such as corporate laws, developments 
in business financing, Federal and State 
aS- regulation of securities, State and na- 
he tional banks, bankruptcy and reorgani- 
zation, commercial arbitration, uniform 
41r- commercial code, partnerships, small 
he business and commercial laws generally. 
The committee on corporate laws has 
Tes prepared a model business corporation 
act already in use as the basis for new 
th Se ee oe Se ee 
acts in the jurisdictions of Virginia, 
to Wisconsin, Texas, Oregon and District 
he of Columbia. Recently, the New York 
legislature created a joint legislative 
[u- group to consider revision of the cor- 
poration laws of New York, and _ the 
Model Business Corporation Act will be 
available as a basis for such revision. 
~ The committee on corporate laws has 
embarked on a project to prepare an- 
us- notations to the Model Act tracing in 
3ig detail the development of corporation 
on- law in this country. The section pub- 
— shes “The Business Lawyer.” Also, it 
actively participates in the regional, mid- 
nal ' winter and annual meetings of the 








American Bar Association. 
' For four years Mr. Rodgers was a 
- member of the governing council of the 
| Section; for one year he was vice-chair- 










man, For seven years he was on the 
 Association’s standing committee on 
pcommerce. In June Mr. Rodgers ad- 





| dressed the insurance section of the Bar 
Association of Tennessee in Nashville. 
»and in July attended as a delegate of 
ithe American Bar Association the meet- 
ing of the International Union des Avo- 
cats in Paris and in the same capacity 
attended the International Bar Associ- 
ation meeting in Oslo where he pre- 
ented a paper on “Ship Construction 
Financing.” He is a Fellow of the Amer- 
s'can Bar Foundation. 

















Fruehauf Life Insurance 
The Fruehauf Trailer Finance Co. of 
Detroit announces that purchasers of 
Fruehauf Truck Trailers on time con- 
pacts may obtain life insurance for the 
alance owing on a Fruehauf purchase 
pNtract up to a maximum of $30,000. 













New England Life 
A Series Of Fiv 


First in a series of five fall regional 
conferences of New England Life field- 


men was held last week at the Home- 
stead, Hot Springs, Va. Qualifying 
members from 17 of the company’s 


88 general agencies, many of them ac- 
companied by their wives, attended the 
special September 9-12 meeting devoted 
to latest developments in life insurance 
selling. Officers and representatives of 
the home office were also present, swell- 
ing attendance to 245 persons. 

New England Life agencies present at 
the convention included: Baltimore, Cin- 


cinnati, Grand Rapids, Harrisburg, 
Louisville, Richmond, St. Louis, and 
Washington, 

Other agencies were: Charleston, 
S. C, Charleston, W. Va., Charlotte, 


Columbus, Dayton, Detroit-Buda, Detroit- 
Pomeroy, Indianapolis, and Roanoke. 
An informal company reception and a 
preview of the new company color 
movie, “New England Portrait,” opened 
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" State Mutual’s 
Attitude toward 
| Brokers? 


We like them—all of them, coast to coast and border to 
border. Last year Brokers seemed to like us, too, because they 
accounted for 21% of our new paid-for ordinary business and 


Our general agents, managers and their assistants are all 
pledged to give brokers the fastest, most efficient service pos- 
sible. So is our home office staff. 


Commissions for brokers, which are fully vested even on 
sub-standard business, are competitive. 
material, including a newspaper advertising mat service, is 
available without cost. Thousands of general insurance men 


ings of current information on all phases of ordinary, group 
and non-can sickness and accident insurance. If you'd like to 
be included, just drop us a line. 


STyTE MUTUAL LIFE 


AAULaArICe 


OF WORCESTER, woeliiettngy poses 


Holds First Of 
e Regional Meetings 


the program Sunday evening. James B. 
McIntosh, second vice president and as- 
sistant to the president, described how 
this 28-minute, interpretative movie can 
be used by a New England Life agent. 


Business Sessions 


The business sessions were opened the 
following morning by Lambert M. Hup- 
peler CLU, vice president, who intro- 
duced home office members to the group 
and paid tribute to some of the leading 
agents in attendance. Business sessions 
Monday and Tuesday were divided into 
three general sections: program and es- 
tate planning, pension planning and 
business insurance. 

Other timely topics covered included a 
special ladies’ program presented by 
Mr. Huppeler and C. Earle Armstrong, 
CLU, director of agencies. Designed to 
increase understanding of insurance and 
its selling among the distaff: members 


of the group, the two men also described 
ways in which a wife can be helpful to 
her husband’s insurance career. 
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Mutual Benefit Life Insurance Co. 








Here is an opportunity in Sales 
Management, A quality mid-town 
life insurance agency needs an 
Assistant General Agent. Compen- 
sation open. Box 2448, The East- 
ern Underwriter, 93 Nassau Street, 
New York 38. 











advanced underwriting, emphasizing the 
greater personal satisfaction and larger 
opportunities for personal service that 
await an agent in this field. 

Comments on cooperation between the 
field and the home office underwriting 
department were made by Frank W. 
French, Jr., assistant underwriting sec- 
retary. Philip Brady, assistant manager 
of sales promotion, also described new 
sales aids to the group. 

In the field of programming, Robert 
Bb. Armstrong, director of agencies, dis- 
cussed the market and Bernard M. Can- 
non, assistant director of field training, 
the sales process. Using a film entitled 
“Coordinated Estates,” Mr. Cannon 
demonstrated a first and second inter- 
view. 

Results of each interview were evalu- 
ated by a five-man panel led by Merton 
K. Sayles, CLU, director of agencies. 
Panel members were: Frank E. Bren- 
nan, CLU, and Alois J. Lorenz, CLU, 
both of St. Louis; James Krometis, Bal- 
timore and Charles J. Lamb, Washing- 
ton, D. C 

A night session on pension planning 
was conducted by John T. Callihan, 
agency pension consultant. Two demon- 
stration interviews were staged and then 
discussed by another panel of four 
agents with Robert J. Lawthers, director 


of benefits and pension business, the 
moderator. 
Panel participants were Charles A. 


Daugherty, Charleston, W. Va.; Edward 
A. Fish, JTr., CLU, Louisville; Sigmund 
Hyman, Baltimore; Robert W. Stivers, 
Cincinnati district Group manager and 
Reid S. Towler, Charlotte. 

Business insurance, the sales oppor- 
tunities that exist in a business organi- 
zation and in Group life and accident 
and health, was the final topic on the 
agenda. The group outlined a_ typical 
business insurance case and then dis- 
cussed its various problems as well as 
the means for their solution. 

Demonstration of a partnership inter- 
est sale was staged and then evaluated 
by a panel composed of Stephen H. Bar- 
nard, CLU, Grand Rapids; Clarence A. 
Corwin, Dayton; George D. Davis, CLU, 
Charlotte; Maurice Goldstein, Charles- 
ton, S. C., and Guy D. Randolph, Jr., 
general agent, Cincinnati. 

Climax of the meeting was the ban- 
auet Tuesday evening at which Mr. 
Sayles was master of ceremonies. Danc- 
ing followed the formal part of the pro- 
gram. 


T. C. Peek Opens Oakland 
Agency for Prudential 


Thomas C. Peek, division manager at 
Oakland for Prudential since 1953, has 
been named manager of the Prudential’s 
new agency at Oakland, Calif. He is 


secretary-treasurer of East Bay Life 
Underwriters Assn, 
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Award to New York Life 
For Public Relations 


BASED ON ITS HOUSING PROJECT 


Performance Called by “Public Relations 
News” Imaginative, Skillfully Directed 
and Management-Supported 


The first of the ten awards in 1955 
public relations achievement, given by 
the Public Relations News, published 


and edited by Mrs. Denny Griswold, New 
York City, was presented by her to the 
New York Life at a luncheon in Over- 
seas Press Club, Monday. The nine other 
winners whose awards will later be pre- 
sented Ford Motor Co., Standard 
Oil Co. of Indiana, General Mills, 
Lane Bryant, Inc., American Heart As 
sociation, Bridgeport Brass Co., National 


are 
Inc., 


Association of Food Chains, American 
Institute of Architects and Texas Beef 
Council. 

The award to New York Life was 
made for its “establishing, through the 


enlightened public relations, 
landlord-tenant 


practice of 
unusually harmonious 


community relationships at its huge 
Fresh Meadows Housing development.” 


This development on many acres, which 


has attracted wide favorable national 
attention, is on Long Island. 

Mrs. Griswold said: “The Public Re 
lations News annual acievement awards 


were established to serve three specific 
objectives: to stimulate better PR per- 
formance, win greater recognition for 
PR as a major function in all fields of 
organized activity, and direct nation 
wide attention to PR contributions in 
American Way of Life.” She called New 
York Life’s PR program “imaginative, 
skillfully directed and management-sup- 
ported.” 

In accepting the award on behalf of 
his company President Clarence L. Myers 
of New York Life paid a tribute to 
public relations personnel and activities 
and said there were three criteria of 
good public relations: they are good 
business; they pay off; they must be 
carefully planned; and they are the 
business of everybody in a company. “It 
is good sefise for management to make 
the best use of all the tools available 
for the difficult job it has to do these 
days.” He continued, “Public relations 
is one such tool. In my opinion it can 
be an extremely valuable one.” Head of 
housing division of New York Life is 
General Otto L. Nelson, vice president. 

Selection of the award winners was 
by a board of judges composed of three 
editors of Public Relations News and 
these public relations leaders: Thomas 
J. Deegan, Jr., N. Y. Central R. R.; John 
L. Dupress, Hawaiian Pineapple Co., 
Ltd.; Robert Harron, Columbia Univer- 
sity; Ed Lipscomb, National Cotton 
Council of America; Dr. Claude E. Rob- 
inson, Opinion Research Corporation; 
and Henry Weber, United Community 
Funds and Councils of America, Inc. 





Many Visitors See Hancock 
Home Office Building View 


Boston—More than 36 thousand _ vis- 
itors have gone to the observation areas 
of John Hancock Mutual Life’s home 
office building during the past eight 
months to get a panoramic view of Bos- 
ton and surrounding areas. 

Attendance records hit a new high 
during the summer, with 5,902 persons 
visiting the areas in July, and 6,820 in 
August. If the present pace continues 
the company expects the record f 
1956 will far exceed the average yearly 
attendance of nearly 50,000. The large 
majority of visitors, however, are inter- 
ested in the exceptional panorama of 
Boston, its suburbs and surrounding ter- 
rain. The view, weather permitting, ex- 
tends 65 miles inland and 25 miles out to 
sea, and even includes a glimpse of Mt. 
Monadnock in lower New Hampshire. 


tor 


New York CLU Chapter 
Names McCann President 





JAMES J. McCANN 


The New York CLU Chapter has 
elected as president for the year 1956-57, 
James J. McCann, Home Life of New 
York. Mr. McCann is a qualified mem- 
ber of the Million Dollar Round Table. 
Bernard M. Ejiber, general agent, Mu- 
tual Trust Life, is executive vice presi- 
dent; Ralph Fensterwald, general agent, 
public relations 


Continental American, 


vice president; Margaret F. Carlsen, di- 


rector of CLU activities for Equitable 
Society, educational vice president; Mar- 
ica Horvat, New England Mutual Life, 


secretary; and Gerald D. Good, manager 
for Equitable Society, treasurer. 

first the 
will be the 
the CLU designation on 
those new candidates who have success- 


The Chapter’s meeting of 


current season devoted to 


conferment. of 


fully completed their qualifications. It 
will be held at the Brass Rail, 100 Park 


Avenue, on October 17. 


F. A. G. Merrill Dies 


\.G. Merrill, general agent 
emeritus, 55 with State Mutual 
Life and dean of the life insurance busi- 


Frederick 
years 


ness in Buffalo, died recently. He was 
84 vears old, 

Born in Chelsea, Mass., on March 6, 
1872, Fred Merrill’s life insurance career 
began 18 vears later with Penn Mutual. 
In 1901, he joined State Mutual as 
agency supervisor of its Cleveland of- 


fice. Two vears later, he became the 
second highest producer in that office 
and was appointed general agent in 
Buffalo. 

He was the first active president of 


the New York State Association of Life 
Underwriters and he devoted many 
hours to club activities in the Buffalo 
area. He was secretary of the old FIli- 
cott Club, was a member of the first 
board of the Buffalo Athletic Club, His 
memberships included the Park Club, the 
Buffalo Automobile Club, the Chamber 
of Commerce, Buffalo Consistory and 
Ismailia Temple of the Shrine. 

Mr. Merrill became general agent 
emeritus in 1938 with State Mutual, 
the second man in the company’s history 
honored. He was one of the first 
insurance men in Buffalo to sell $1,000,- 
000 in one year. 

He was the founder of State Mutual’s 
General Agents Association and wrote 
its by-laws. He served as its first secre- 
tary-treasurer and held that post for 
eight years, later was elected president. 

Mr. Merrill is survived by a nephew, 
Chester R. Scribner, with whom he made 
his home. 


SO 
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RENEWAL PURCHASE COMPANY 





300 Park Avenue, New York 22, N.Y. 
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Travelers Make Changes 
In Two Canadian Offices 
The Travelers have announced changes 
result of 


in two Canadian offices as a 

rapidly expanding business  develop- 
ments. 

In Calgary new offices are being 
opened in the Michael Building, 810 


A full branch office 
health has 
facilities 


Third Street, West. 
life, 
been established 
dling all lines have been enlarged. Casu- 
under 


for accident and lines 


and for han- 


alty, fire and marine lines are 
the general supervision of the Winnipeg 
branch office with staff representatives 
headquartered in Calgary. 

The Winnipeg branch office has been 
enlarged and moved to new quarters in 
the Dayton Building, 323 Portage Ave. 

\nnouncement of the changes was 
made by M. T. Wilson, vice president, 
in charge of the agency departments of 
the companies. Vice President Wilson 
said that the changes have been made 
in the interest of better service facilities 
to representatives and policyholders of 
the Travelers. 

Both Calgary and Winnipeg offices are 
fitted with modern bank-type partitions, 
Nuorescent lighting, acoustical ceiling, 
asnhalt tile flooring and air-conditioning. 

The executive staff of the Calgary 
office comprises: Donald McDiarmid, 
CLU, manager, life, accident and health 
department; Henry H. Mumaw, mana- 
ger, casualty, fire and marine depart- 
ment, with headquarters at Winnipeg; 
Alan G. Beattie, field supervisor, casu- 
alty, fire and marine department, head- 
quartered in Calgary; T. Donald Philp, 
supervisor, Group department; Helen E. 
Gardiner, assistant office manager, 
branch office administration department, 
and Hector J. MacDonald, resident ad- 
juster, claim department. 

Executive personne] of the Winnipeg 
office are Robert G. Hamilton, manager, 
life, accident and health department; 
Henry H. Mumaw, manager, casualty, 
fire and marine department; Leslie 
Woods, office manager, branch office ad- 
ministration department, and F, W. T. 
Stimson, resident representative engi- 
neering and loss control division. 





“ 
Named by National Bankers 
Two specialists in training of sales 
personnel have been added to National 
Bankers Life’s agency staff in Dallas as 
part of a greatly expanded program of 
service to the company’s field forces in 
24 states and the Territory of Alaska. 

The two new men are John Loy, for- 
merly with National Bankers Life in 
Richmond, Va., and C. Nigel Turner, 
who has thad extensive experience as a 
personnel training counselor. They will 
work in close association with Assistant 
Agency Director A. L. Flora, who is in 
active charge of the training program 
under the general supervision of Vice 
President and Agency Director Ed A. 
Lange, Jr. : 

Mr. Loy is a Navy veteran of combat 
service in both World War II and the 
Korean hostilities, and has been with 
National Bankers Life in Richmond 
since 1952. He is a thirty-second degree 
Mason. 

Mr. Turner’s career includes experi- 
ence both in the United States and 
abroad—he is from Manchester, England. 
and has been in the United States six 
vears. 


Your Mutual 


Benefit Life 
Man says: 
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sood life 
insurance 
job works 


both ways: 


When you give your client lif 
insurance that meets his exacl 
needs down to the last tiny detail 
you’ve done a good job. And 
because you’ve done a good job for 
him—you’ve got a good job for your 
self. It’s a simple philosophy, but it! 
a prime reason why Mutual Benefi 
Life men like Paul L. Bloch ¢ 
New York City, have so mani 
pleased clients 
and enjoy so much 
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success right from 
the start. The 
Mutual Benefit 
Life Insurance 
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NEVONEN ELECTED PRES. 





Washington National General Agents 
Select Him To Head Assn.; Henry 


Levine Receives Testimonial Plaque 

Washington National’s General Agents 
Association at the recent company con- 
vention at Banff, Canada, elected new 
officers and directors as follows: 

President—Howard E. Nevonen, gen- 


HOWARD E. NEVONEN 


eral agent at Los Angeles, who thas led 
the company in both Ordinary paid-for 
and individual A. & H. production. 

Vice President—William J. Edelman, 
general agent at Philadelphia, 

Secretary-treasurer — Brooks Claridge, 
general agent at Portland, Ore. 

Henry Levine, general agent at New- 
ark, the immediate past president, was 
presented at the convention with a testi- 
monial plaque in appreciation of his two 
years’ service as head of the association. 
Mr. Levine was elected to the board of 
directors. 

Other new directors are H. F. Fitz- 
gerald, general agent, Rochester, Minn.; 
J. V. Fitzgerald, general agent, Storm 
Lake, Iowa; Marion F. Houston, general 
agent, Kansas City, Mo.; Hoyt W. 
Shore, general agent, Charlotte, N. C,, 
and Carl Songer, general agent, Veeders- 
burg, Ind, 





Fidelity Mutual Holds 
Open House, Hobby Show 


A combined open house and hobby 
show, sponsored by Fidelity Mutual Life 
and the employes’ Fidelity Mutual Club, 
attracted more than 500 guests to the 
home office building of the company on 
the Parkway. 

A collection of more than 70 exhibits 
of handicraft and hobbies of employes 
and retired employes and their families 


Were on display in the building’s audi- 
torlum. These exhibits, running the 
gamut from antiques to wood block 


Printing, were judged in the categories 
ot art, collections, flowers, handicrafts 
and photography by a special committee 


| of the Fidelity Mutual organization. 


In addition, guided tours left at ten 
Minute intervals to take visitors through 
all departments of the home _ office 


building, Company officers were on hand 


to explain the functions and questions 
Oo their various departments. 

Of particular interest to many of the 
guests were the modern electronic busi- 
hess and computing machines recently 
Installed by the company. Among other 
highlights of the tour were visits to the 
company’s securities vault, with its 35- 


} ton door, the medical department and 


the investments department. 





Mutual of N. Y. Reports 
Record August Volume 


Mutual of New York issued $48,408,182 
of Ordinary life insurance during Au- 
gust, the best month this year and the 
largest August volume in the company’s 
113-year history. It was the fourth 
month this year that MONY registered 
a record high. 

For the first eight 1956, 
sales of Ordinary business totaled $350,- 
530,002, compared with $320,093,446 in the 
same period last year. 

The leading agency in August and the 
year-to-date was the Richard FE. Myer 
agency, New York City. 

Sales of Group insurance and acci- 
dent, sickness and hospitalization covy- 
erage also showed substantial gains over 
last year, 


months of 





DETROIT CASHIERS ELECT 
At the annual meeting of the Life 
Agenev Cashiers Association of Detroit 

the following officers were elected: 
President, Joseph G. Stutzke, Lincoln 
National; vice president, Charles D. 
Smith, Northwestern Mutual; secretary, 
Dorothy L. Blood, Conn. General; treas- 

urer, Marion Siau, Fidelity Mutual. 





For Manager—Salary and incentive. 





93 Nassau Street, New York 38. 


WANTED SUPERVISORY OR GENERAL AGENCY APPOINTMENT 


ASSETS: Age—late 30's. 10 years in Life Insurance field as Agent and Manager. 
Experienced in recruiting and training of Agents and Brokers. 


REQUIREMENTS: For General Agency—Company Financing, Manhattan locale. 


WHAT DO YOU HAVE TO OFFER: Reply to Box 2449, The Eastern Underwriter, 








Travelers Promotions 
Five promotions in the ‘home office of 
have been announced by 
Milton J. Wood, vice president and ac- 
tuary. 

Mark W. Hill has been named actuarial 


the Travelers 


assistant in the life actuarial department 
while promoted to actuarial assistants in 
the accident and Group actuarial depart- 
ment were John W. Huntley, Robert H. 
McMillen and Harvey J. Saffeir. James 
\. Roberts has been named Group stat- 
istician in the accident and Group actu- 
arial department. 

Mr. Hill joined the Travelers in 1929 
after receiving his B.S. degree from the 
University of Vermont. He was named 
senior actuarial analvst in 1955 and is an 
associate of the Society of Actuaries 

Mr. Huntley joined the Travelers in 
1951 after service as a college math 


instructor. He received this B.S. degree 
from St. Lawrence University, Canton, 
N. Y., and is an associate of the Soci- 
etv of Actuaries. 

Mr. McMillen joined the Travelers in 
1946. He received his B.A. degree from 
Michigan State University, East Lansing, 
Michigan. During World War II he 
served from 1942-46 as a captain with the 
3rd Armored Division. He is an associate 
of the Society of Actuaries. 

Mr. Saffeir joined the Travelers in 
1951 after this graduation from Cornell 
University, Ithaca, N. Y., where he 
received his A.B. degree. He is a Fellow 
in the Society of Actuaries. 

Mr. Roberts joined the Travelers in 
1927 after serving as a_ high 
methematics teacher in Danvers, Mass 
He received his B.S. degree from the 
University of New Hampshire. He is an 
associate of both the Societv of Actu- 
aries and the Casualty Actuarial Society. 


school 















FLEXIBLE-AGE RETIREMENT 


With LNL's flexible-age retirement plan, the policyholder does not 
set the maturity date when buying the policy; he can wait until the date 
arrives before making his choice. Naturally, clients like this feature and 


LNL agents like to present it. 


its field men. 


The 


Lincoln National's flexible-age re- 
tirement plan is another reason for our 


proud claim that LNL is geared to help 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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Large Airlines Loan 


American Airlines, Inc. has negotiated 
the private placement with Metropolitan 
Life and the Prudential of a 414% note 
for $60,000,000 due in 1996. Until 1959 


the money is available in different 
amounts and at different times. 
: raga 
Mass Coverage 
(Continued from Page 1) 


segment of our population, the pressures 
for governmental control, administration, 
and regulation are going to increase. We 
have already seen a Federal reinsurance 
plan for major expenses proposed by this 
administration. We can anticipate that 
future legislation of this sort will be 
introduced again. Social Security bene- 
fihts have been broadened to the point 
where many feel it ds encroaching upon 
private responsibility. This is especially 
true of the new disability provisions of 
Social Security legislation. 

“In other areas of insurance which 
are not the immediate concern of this 
vroup, we see numerous indications of 
the extent to which insurance is consid- 
ered to be a function of government. 
And this is only a natural reflection of 
the new economic philosophy that re- 
fuses to accept the possibility of loss 
as an essential component of a free 
life. 

“Proposals have been made for Fed- 
eral control of welfare under plans that 
have now reached the magnitude of $25 
billion. The National Association of 
Insurance Commissioners has said that 
the states can do a sufficient job of 
regulation, but the pressures for control 
are clearly present. And on the state 
level itself, we ‘have seen an increased 
amount of activity in the areas of pen- 
sion funds, Workmen’s Compensation, 
Accident and Health, and Automobile 
insurance, Clearly then, if private insur- 
ance is to measure up to the tremendous 
challenges presented by our expanding 


economy, it must meet every. test of 
responsibility and service. 
Must Broaden Coverages 
“We must continually seek ways to 


broaden our coverages within the limits 
of sound underwriting. We must make 
our methods and our techniques more 
effective and more economical. Above 
all, we must make certain that the bene- 
fits we render under insurance contracts 
are completely beyond reproach. 


“Perhaps the most telling advantage 
of private insurance in the administra- 
tion of huge welfare programs is its 
ability to render prompt, fair and equi- 
table claim service. We have always 
known this, and we have always equated 
our claim service with the integrity of 


our contractual obligations to our policy- 
holders. 

“But in today’s economy the claim 
function ‘has an even greater mission to 
perform. For it offers compelling proof 
of the ability of the insurance industry 
to meet the demands of our changing 
‘economy. It is convincing evidence that 
only private insurance can thandle the 
complexities of benefit payments to mil- 
lions of people under various forms of 
protection without political entangle 
ments and urged continually to better 
service by the keen promptings of com- 
petition. Our industry can be a sound 
stabilizing element ‘between the two 

great forces of management and labor. 
It can assist our economy in remaining 
free to grow and change. It can keep 
individual security as a fenciion of pri- 
vate responsibility rather than of a 
political bureaucracy. 

“Twelve years ago, we faced a future 
of egy 28 peril and magnific ent 
promise. We have overcame the enemies 
we faced then. We have fulfilled most of 
that promise. Today we seem to be on 
the threshold of an age of greatness 
such as the world has never before 
known. Our industry will be called upon 
increasingly to underwrite this greatness 
and to provide a secure hase for growth 
and expansion. 


“By appraising our tasks with vision 
and imagination, each one of us can 
contribute not only to the success of 


private insurance but to this great move- 
ment towards a better life for all people.” 


Will Vote on Capital 
Stock Changes Oct. 29 


REPUBLIC NATIONAL OF DALLAS 


Directors Propose ess Value Reduction 
and Capital Increase Through 200% 
Stock Dividend; Beasley’s Comments 


At the regular September meeting of 
Republic National Life’s board of di- 
rectors in Dallas, Tex., an important 


action was started in regard to the com- 
pany’s capital stock. According to Theo. 
P. Beasley, president and chairman of 
the board, the directors voted to call 
a special meeting of stockholders for 
Monday, October 29. At this meeting 
stockholders will vote on a_ proposed 
amendment to the corporate charter 
whereby its shares would be changed 
from a par value of $10 per share to a 


par value of $2 per share. This would 
give each stockholder five shares for 
each share currently owned of record. 


Stockholders will also vote on a pro- 
posal to increase the company’s capital 
from the present $467,270 to $1,401,810, 
through the declaration of a 200% stock 
dividend, This would be accomplished by 
transferring $934,540 from = surplus to 
capital. 

The effect of these amendments would 
be to increase the total number of shares 
outstanding from the present 46,727 of 
$10 par value to 700,905 of $2 each, and 
an exchange of 15 shares for one of the 
present shares 


Growth 


In explaining the thinking behind this 
action Mr. Beasley pointed to the com- 
pany’s phenomenal record of growth and 
the record attainment of a billion of life 
insurance in force in just 28 years. 

During the first six months of 1956 
Republic’s new paid life amounted to 
$189,735,616 and resulted in an increase 
of life insurance in force of $114,926,940. 
The billion mark was reached the latter 
part of June, and the company now has 
in excess of $1,080,000,000 of life insur- 
ance in force, 

In addition to its life insurance the 
company has approximately $6,000,000. of 
annual premium income on A. & H. 
insurance. 

Mr. Beasley said that capital and sur- 
plus as of June 30, 1956 amounted to 
$4,387,183, and that operations during 


Points to Phenomenal 





modest personal production job. 








Are You an Apprentice General Agent? 


Growth-minded life agency in midtown New York needs you 
if you can: (1) Recruit, train and supervise men; (2) participate 
in all phases of agency administration and development; (3) doa 


We believe such a man is a temporary supervisor on his way to his 
own agency. Our company concurs in this idea. Salary plus incentive 
compensation. Write Box 2450, The Eastern Underwriter, 93 Nassau 
Street, New York 38, for interview. 
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Canada Life’’ 
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Mass. Mutual Director Dies 


P. D. Houston, honorary chairman of 
the board of the First American Na- 
tional Bank of Nashville and a director 


of the Massachusetts Mutual Life, died 
at his home in Nashville September 15. 

Mr. Houston was elected a director of 
the Massachusetts Mutual in 1932. He 
had served on the boards of a number 
of banks and leading national corpora- 
tions and in 1940-41 was president of 
the American Bankers Association, 


the balance of 1956 should materially 
increase this total. 

In recommending the change in the 
structure of the company’s capital stock 
Mr. Beasley pointed out that the market 
value of Republic National stock has 
reached such a high level in recent years 
that the stock dividend and. split will 
provide far greater flexibility and enable 
more people to become shareholders in 
a company that is experiencing such a 
phenomenal record of growth. 





Are you seling your own 
chents life insurance... 
OR IS SOMEONE ELSE? 







...you can do it easily. All the specialized 
service, advice, sales and promotion assist- 
ance youll need to sell life insurance 
profitably is as near as your telephone. For 
your own life insurance department, call the 
Connecticut General office nearest you. Or 
write Connecticut General Life Insurance 
Company, Hartford. 


AS NEAR AS YOUR TELEPHONE...A 
COMPLETE LIFE INSURANCE DEPARTMENT 


Connecticut 


General 








JACK’S DOING GREAT 


“I don’t know what’s come over Jack 
since he started with Combined. Yo, 
never saw such enthusiasm. And the 
business he writes in accident and sick. 
ness plans is just amazing. It all started 
when he wrote in and got the Combined 
story. Now he’s doing great and reall 
going places.” 


Find out today why agents and agencies 
do better with the Combined Group of 
Companies: Combined Insurance Co. of 
America, Chicago; Hearthstone Insurance 
Co. of Mass., Boston; Combined American 
Insurance Co., Dallas; First National 
Casualty Co., Wisconsin. Write direct 
to W. Clement Stone, President, 5316 
Sheridan Road, Chicago 40, Illinois. 





BUILDING FUND CAMPAIGN 


District of Columbia Registers Highest 
Per Capita Participation in 
Continental U. S. 

District of Columbia underwriters havi 


registered the highest per capita par- 
ticipation in the continental Unite 
States in the new building fund can- 
paign for the National Association 

Life Underwriters, with a total of $850 
paid or pledged by 150 local NALU 
members. Although the D. C. Associa- 
tion’s tally of 545 members is only 
fraction of most states’ total member- 
ships, the District ranks 10th in the er- 


tire nation in total contributions, an 
is second only to Hawaii in per capit 
donations; D. C.’s average is $13.10 per 
donor, Hawaii's is $14.20. The Distric 


further shows a_ total of 78 Charter 
Builder donations . $100 or more, wit 
only Texas and California exceeding 


this figure. 

The Northern 
Life Underwriters, with Melvin \ 
Davis, Life of Virginia, Arlington, 
president, has achieved a per capit 
average of $12.93, with one out of ever 
four members paid or pledged, incl luding 
13 Chi irter Builde ‘rs. This is in line wit 
this association’s rapid growth to an al: 
time high membership of 105, a cat 
paign headed by Guy G. Scott, Metr 
politan, Arlington, as membership chair 


Virginia Association 0! 


man, 

_ Virginians will have a special intere® 
in the NALU convention program, "' 
that the featured speaker of the Li! 


Underwriters Training Course lunchet 
on Thursday, September 27, will 


Senator Harrv F. 3vrd. He will be it 
troduced by Herbert A. Hill, CLU; 
Life of Virginia, Richmond. 


A large representation of District af 
Virginia underwriters is expected to a 
tend the new building ceremony on Fr 
day morning, September 28, at C Stree’ 
between 22nd and 23rd NW. climaxit! 
the week-long 67th annual NALU 
vention. 

Tohn Marsh, CLU, 
Life, Washington, is 


NALU 





of Lincoln Nation 
a member of t! 
building fund committee. 
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w. W. Canner Goes With 

Columbus Mutual Life 
NORTHERN N.J. AGENCY BUILDER 
Widely Known in New York Area, 


Former President of Hoey & 
Ellison 





Columbus Mutual Life has appointed 
Walter W. Canner as agency 
builder in the northern New Jersey area, 
itis announced by Ben F. Hadley, CLU, 
president and superintendent of 
Mr. Canner will assist in the 

training and supervision of 

Mutual Life agents in the 
northern New Jersey 


special 


vice 


agencies. 

recruiting, 
Columbus 
Ridgewood 


and 


WALTER W. CANNER 


area, and be responsible for helping each 
such field associate build and strengthen 


his own individual agency. He will also 
direct Columbus Mutual Life’s broker- 
age-service expansion in the northern 


New Jersey area, In addition, he will 
continue to personally render service to 
all his chents and policyowners of insur- 
purchased 


ance programs previously 


through him. 
Widely 
Mr. Canner is 
and has 


leading 


known in insurance. circles, 


demand as a speaker 
for 
insurance papers. He is a di- 
both the New York City Life 
Underwriters Association and New York 
City General Managers and Agents As- 
vice president 


written numerous articles 


rector of 


sociation and is a former 
f the New York City A. & H. Club. 
He is also a director of the Dale Car- 
negie School and belongs to the Drug 
and Chemical Club and the New York 
State Chamber of Commerce. 


Has 


Mr. Canner entered the life insurance 
Wtawss in 1923 with the Travelers at 
ie home office in Hartford and served 
it Cleveland; Rochester, N. Y.; Colum- 
bus, Ohio, and Yonkers before going to 

New York City in 1939 as assistant su- 
Pervisory underwriter of A. & S. and 
ater as assistant manager of the John 
Street branch. The following year, he 
Was promoted to assistant manager of 
the life, accident and Group departments 
and was in charge of A. & H. produc- 
tion, 

In 1946 he resigned from Travelers to 
become vice president and agency di- 
rector of the Sterling Life of Chicago. 
He then returned to New York City to 
recome brokerage supervisor for the 
Connecticut General. 

In 1949, he became president of the 
Hoey & Ellison agency—general agents 
lor Equitable Life of Ilowa—founded by 
Bennett Ellison and James J. Hoey, 
lormer Deputy Insurance Superintendent 


Broad Background 





Walter J. Snediker Dead 
Walter J. Snediker, 73, who for 30 
years was chief of the license division, 
New Jersey State Department of Bank- 
ing and Insurance, died in Hamilton 
Nursing Home near New Brunswick, 
September 16. Ill for several years, he 
retired from the Department April 1. 
3efore entering service of the State he 
had been in the insurance business in 
this city. He is survived by a widow, 
three sons and a daughter. 





resigned this 
the Hoey & 


in Mane York. Mr. 
presidency May 1 


Canner 
when 


Ellison agency retired from the life 
insurance business as one of the best 
known agencies in New York City for 


the past 31 years. 

A graduate of Trinity College, which 
has many outstanding insurance execu- 
tives among its alumni, Mr. Canner 
actively participated as captain of the 
varsity basketball team and a member 
of the varsity baseball team while still 
an undergraduate. He is now national 
secretary of the Trinity College Alumni 
Association and is a past president of 
the New York City association. Follow- 
ing World War II, he had charge of the 
insurance section in vocational guidance 
counselling activities sponsored by the 
Young Men’s Board of Trade and the 
Sales Executives Club of New York. 

Columbus Mutual Life now has over 
$450 million of life insurance in force 
and assets of the 48-vear-old company 
exceed $125 million. The company has 
consistently maintained one of the high- 
est ratios of assets to liabilities in the 
life insurance industry: for each $100 
of liabilities, they have more than $112 
in assets. 

Frederick FE. Jones, president of the 
Ohio State Life and of Buckeye Union 
Casualty and Buckeye Union Fire Insur- 
ce Companies, was elected Columbus 
Mutual Life’s president in January, 1956. 
The company’s home office is located in 
Ohio’s canital city, Columbus. 





‘Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 











HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


{Founded 1850) 
50 Court St. MAin 4-7981-2-3 

















Group Life Ins. for Members 
Of General Brokers’ Assn. 


An official announcement was made 
this week by Russell Wittpenn, president 
ASSO 


unprecedented 


of the General Insurance Brokers’ 
that, 


response from the membership, the asso- 


ciation, due to an 


ciation has purchased a group life plan, 

to cover members and office 

effective September 15, 1956. 
The plan affords a maximum of $5,000 


personnel, 


life insurance with broad form double 


indemnity plus waiver of premium and 
conversion privileges. 
President Wittpenn also stated, that 


enrollment” 
15, and urged all who have not 


the “open period will close 
October 
as yet enrolled, 
the a physical 
examination is waived up to that date. 


to do so before the dead- 


line, as requirements of 


Further details of the plan can be 
obtained through the association office 
at 120 Liberty Street, New York, N. Y. 





to New Heights: 


NOW—WE ARE 


COMPLETELY MUTUALIZED 


Our Constant Aim: _ 
O@Te-tehi- an Mhicmiitiaelileacmel-la alas) 


io in(- Mall elite 


Lilxeltle Mme MESS (colle MelileMm.<e]olloi bi 
Expanding Agency Operation. 


A fast growing, 


progressive company. 
A definite plan for advancement. 
A new and modern contract. 


Write: 









G. Frank Clement, Vice President in Charge of Agencies 


Shenandoah Life 


Snsurance Company 


Home Office + Roanoke, Virginia 





A MUTUAL LIFE INSURANCE COMPANY OWNED BY AND OPERATED FOR ITS POLICYHOLDERS 








See rere one 


 . write 


Be 





ities 














At age 35.. 
$10,000 mortgage protection 
(2 


0 years) 


cost only $49.40 a year 
(for 16 years) 
PLUS $85 monthly disability income 
for balance of mortgage term: Only 
$34.30 annually for 16 years. 
(optional) 


HOW MANY HOME OWNERS 


do you know? 











WHITE 
WINSTO 


INC. 


271 Madison Ave. (at 40th), 
Phone: LExington % 


General Agents 
The UNITED STATES LIFE 
INSURANCE CO. 





GAMC Members Up 14.7% 


With 14.7% 


within a and 


jumping 
General 


membership 
the 


Conference is 


year, Agents 


Managers expected to 
attract a new record number of its mem- 
bers to the annual convention of NALU 
in Washington, D. C., September 23-28 


Carr R. Purser, Penn Mutual, New 
York, GAMC membership chairman has 
disclosed that GAMC membership ross 


from 4,278 to 4,907 since September last 
year. Coincident with this rise, 
local associations of General 
Managers were established in Wichita 
Falls, Texas; Jackson, Tenn.; Yakima, 
Wash.; Fort Wayne, Ind.; Fort Lauder 
dale, Fla.; Tampa, Fla.; Tacoma, Wash. ; 
Bridgeport, Conn.; Waterloo, lowa 

A questionnaire poll conducted at the 
1955 NALU convention in St. Louis 
showed that a heavy percentage of those 


nine new 
Agents and 


attending came because of _ GAMC 
yrogram. This year GAMC wil] offer O 
Kelley Anderson, president, New Eng 
land Life, as the feature speaker at its 
September 25 luncheon at which Judd 
C. Benson, Union Central, Cincinnati, 
GAMC chairman, will preside. The 
luncheon will be followed by an after 
noon symposium and an evening panel 
presentation on recruiting. 

Thirty-two local associations — of 
GAMC have “gone automatic” as to 
collection of dues within the last 12 


months, Mr. Purser announces. 

“The list of ‘automatics’ includes every 
big city except one, and it has a resolu 
tion up for action this fall auto 
matic,” said Mr. Purser. Associations 
that are “automatic” collect both local 
and national dues at the same time. Mr 
Purser pointed out that this is not only 
more efficient operationally, but is ‘more 
convenient for the members themselves 

Of GAMC’s 127 104 are 
now automatic. As of September last 
year with 114 associations, only 72 
automatic, 


to go 


associations, 


were 
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Group Sales Manager 
For Security Mutual 





JOSEPH M. BENNETT 


Security Mutual Life of Binghamton, 
N. Y., has appointed Joseph M 


Group sales manager, it is announced by 


Bennett 


Norman T. Carson, agency vice president. 


Prior to joining the Security Mutual, 
Mr. Bennett was assistant director of 
training of Liberty Mutual, Boston, was 


an instructor in casualty insurance at the 
New York Insurance Society, and during 
the past ten years was connected with 

Mutuals of Wausau as 


eastern Group manager. 


the Employers 


Before entering the insurance business 
23 years ago, he 


Bennett-Hartford ‘Co., a Ford dealership. 


was a partner in the 
He attended Harvard Universiy, Boston 
Bryants & Stratton 


Accounting. 


University and 


School of 


Baker Executive Director 


Of Managers Conference 
Washington—Donald A. 
napolis, has been appointed executive di- 
\gents and Mana 


Baker, India- 


rector of the General 
gers Conference of National Associa 
Underwriters, if is an 
ludd © Cincin- 
nati, chairman of the Mr. 
Baker was elected unanimously to the 
directors of 


tion of Life 


nounced by Benson, 


conference. 


position by the board of 
GAMC. 

Presently he is managing director of 
the magazine The Insurance Salesman 
and is also serving as executive secre- 
tary to Indianapolis General Agents and 
Managers Association and as secretary 
for Indiana and Indianapolis Lite Un 
derwriters Associations. The new execu- 
tive director will be introduced to the 
members of GAMC at the forthcoming 
convention in Washington, and will offi- 
cially duties on or about 
October 1. 

Mr. Benson said of the appointment: 
“We are delighted to secure the services 
of Mr. Baker since he has had a wealth 
of experience both in dealing with man 
agement problems and as association ex- 
ecutive. It is anticipated that the 
growth and progress of GAMC will con- 
tinue progressively under his experi- 
enced leadership.” 


assume his 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 














Provident Mutual Sets 
August Production Record 


Lewis C. Sprague, vice president and 
manager of agencies, has announced that 
Provident Mutual’s new paid business 
surpassed that of any previous August 
in the company’s history. This is the 
seventh consecutive month in which the 
company’s amount of new paid business 
has exceeded that of any corresponding 
month in its history. 

With the record new business figure 
for August, Provident Mutual marked 
its 16th consecutive plus month in which 
new business surpassed that of the cor- 
responding month of the preceding year. 


Committee Name Changed 

The name of the committee which 
maps the fraternal program of the 
Woodmen of the World Life Insurance 
Committee ‘has been changed. Formerly 
the National Service Committee, the 
group is now known as the National 
Fraternal Committee. 

Howard M. Lundgren, Woodmen pres 
ident, said the new tithe more correctly 
describes the work of the committee, 
composed of lay members who sugges! 
fraternal activities for the Society's 
thousands of local camps in 44 states. 








BERNARD A. 


HAAS 


AGENCY 





“Let*s 


MANHATTAN LIFE 


———, 


talk about tough cases” 


60 East 42nd Street 
New York 17, N. Y. 


Murray Hill 2-3964 











Prudential Names Nagler 
To Head Kearny District 


Appointment of Frank E. Nagler as 
head of The Prudential’s Kearny district 
agency has been announced. Mr. Nagler 
Stanley G. Pultz 
placed in 
Kearny district when its former mana- 
ger, Harold C. Oles, was appointed head 


succeeds who was 


temporarily charge of the 


company’s Ridgewood office last 
Mr. Pultz is returning to his pre- 


of the 
July. 

vious 

dential’s Hoboken district. 

Mr. Prudential as an 
agent at 1934. He 
advanced to a staff managership in 1951 
and since that time has been supervising 
agents in the 


assignment as manager of Pru- 


Nagler joined 


Hackensack in was 


activities of Hackensack 


area, 























| THE ETERNAL SPIRIT 
has wrought change over the centuries 
because it is the foundation of human need. 
Today, the force of human need 
is felt through the spirit of | 
freedom from dependence. And upon 
this spirit the strength of the life 
insurance industry has been constructed. | 
This strength is the strength 
of our times. 
Doorway 
Protection 
Philadelphia Lif 
INSURANCE COMPANY 
111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 
William Elliott, President Joseph E. Boettner, C.L.U., Executive Vice-President 
| 
OVER A QUARTER OF A BILLION OF INSURANCE IN FORCE | 
























——— 


Continental Names Dara 


Group Account Executive 


DARA 


JOSEPH F. 


Augmenting its Group facilities in the 
eastern department territory, Continen- 
tal Assurance has appointed Joseph F 
Dara to the newly created post of ac- 
count executive with headquarters in 
New York City. 

Mr. Dara is a graduate of Hobart Col- 
lege and prior to coming to the Con- 
tinental he = spent 
Group agency department of the Hom 
Life of New York, 

In his new capacity Mr. Dara wil 
devote his entire time to the assistance 
of general agents and other producer: 
of Continental in the promotion and de- 
velopment of new Group business in th 
company’s eastern department. territor 


four years in the 


United States Life Names 
Adelson Agency in Toledo 


United States Life announces the re 
cent appointment of the M. L. Adelso: 
\gency, Toledo, as a general agenc) 
for the company. The agency is heade 
by Marvin L. Adelson. 

Formerly with the World Insurance 
Company of Omaha, Mr. Adelson Ie 
that company in life production durin 
1955. Mr. Adelson was born in Chicag 
and graduated from the College of Aere- 
nautics in that city. He also attend 
Northwestern University in Evanston, I 
During World War TI, he served as 2! 
acting sergeant in the Paratroops. 


APPOINT LESLIE L. GRUBIN 

Leslie L. Grubin has been named mat: 
ager of the Oakland Agency of Pacifi 
Mutual Life. Mr. Grubin began wit 
Pacific Mutual in 1948 as a field repre 
sentative in Los Angeles, and was aé 
vanced to the post of supervisor, the 
to that of an assistant general agent. 


a, 





Woodward, Ryan, 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 


| 
Sharp & Davis 
| 
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Commissioner Gillooly 
Joins ALC Legal Staff 

TO BECOME ASSOCIATE COUNSEL 

West Virginia Official Since 1953, Had 


Been Assistant State Attorney 
General 








Chicago—Claris Adams, executive vice 
president of American Life Convention, 
announced Monday that Thomas J. 
Gillooly, Insurance Commissioner — of 
West Virginia, will join the legal staff 
of the ALC on October 1. He will be 
assigned to the Chicago office in the 
capacity of associate counsel. 

A native of West Virginia, Mr. Gil- 
looly was born in Clarksburg in 1918. 
He was educated at Greenbrier Military 
School and at Georgetown University. 
He graduated and received his Bachelor 
of Laws degree from West Virginia 
Universitv. He is a member of West 
Virginia Bar Association and American 
Bar Association. A veteran of World 
War II, Mr. Gillooly served in the 
European Theater as a captain in the 
Transportation Corps. He is at present 
a major in the West Virginia National 


Guard. 

After his war service, Mr. Gillooly 
returned to his home state, graduated 
from law school and set up a private 
practice in Buchanan, W. Va. He served 
four vears as assistant attorney general 
of West Virginia from 1949 to 1953. He 
was appointed Insurance Commissioner 
on July 1, 1953 to succeed Robert A. 
Crichton. 

Mr. Gillooly has been active in Na- 
tional Association of Insurance Com- 
missioners. He is at present a member 
of the executive committee and is chair- 
man of the Life Committee of NAITC. 
He is also chairman of Zone TI. 





PHOENIX MUTUAL’S NEW RATES 





Reduces Single Premium Annuity Rates; 
Increase Commission Scale 
From 2 to 24% 

Phoenix Mutual Life has announced 
greatly reduced single premium annuity 
rates, effective September 15, at ages 
60 and over. At the same time the new 
rates were announced, the commission 
scale on all single premium annuities 

Was increased from 2% to 2Y%%. 

An average reduction of 5% has been 
made on immediate single premium non- 
refund annuity rates and 15% on install- 
ment refund rates. Rates for installment 
refund annuities deferred from two to 
ten years show an approximate reduc- 
tion of 12%. Offered only to male-female 
combinations on a_non-refund basis, 
single premium joint survivorship an- 
nuity rates have similarly been reduced. 


WQMDRT Program 


Highlighting the rising influence of 
women in life insurance, two of the 
top programs at the September 23 - 28 
annual convention of NALU will be pre- 
sented by the Women’s Quarter Million 

ollar Round Table. 

B. B. Macfarlane of New Orleans is 
WOMDRT chairman and with her pro- 
gram committee thas organized the two 
programs. 

The WQMDRT Sellarama will be the 
first public event on the entire conven- 
tion schedule. Starting at 2:30 p.m. Sun- 
day, September 23, it will present four 
WOMDRT members telling of success- 
ful sales techniques they have used. 

Miss Macfarlane will preside over the 
WOMDRT dinner Tuesday evening 
when two more WOMDRT members will 
explain their techniques. The final din- 
ner speaker will be the senior vice 
President of Miss Macfarlane’s own 
company, John Ruddock of Pan-Ameri- 
can Life. 


PROMOTE A. B. BROWN 
_A. B, Brown, formerly investment as- 
‘stant, has been appointed assistant 
‘treasurer of Great-West Life, Winnipeg. 





Lincoln National Pays 
35c Extra Cash Dividend 


Fort Wayne—An extra cash dividend 
of 35 cents per share on stock of Lincoln 
National Life was announced following 
a directors’ meeting Tuesday, payable to 
stockholders of record October 10, to be 
paid concurrently with the next quar- 
terly dividend November 1. The extra 
dividend does not indicate any change in 
the company’s regular dividend policy, 


said President Walter O. Menge. 


Baltimore Life Appoints 


Lombardo as Supervisor 
Paul Norristown, Pa., 
has been appointed home office super- 


Lombardo of 
visor for the Baltimore Life in that area, 
according to an announcement by Mar- 
lin Morgan, superintendent of agencies. 

Mr. Lombardo started as a Baltimore 
Life agent in 1939. After service in the 
Navy from 1943 through 1945, he re- 
turned to the insurance field and was 
promoted to staff superintendent at Nor- 
ristown in 1946, 





HIGH 
LIMIT? 


Why sure, there’s practically no 
limit to the versatility of Union 
Mutual sickness and accident poli- 


cies. As proof we offer the newest 
addition to a long list — Our 


MAJOR MEDICAL 
EXPENSE POLICY 
It’s designed to ease your clients 
down smoothly when serious acci- 
dent or illness strikes. 


Here’s what it offers them: 


80% payment of medical ex- 
penses above $500. 


so =_ 


Payment of medical bills for any 
one condition for as long as two 
years or until within the two-year 
period a total of $7,500 has been 
paid. 

Protection of ownership — The 
company cannot cancel, refuse to 
renew, or add a restrictive rider 
to the contract prior to its ter- 
mination at age 65. 


w 


Fae 


Protection of premium rate — 
The company cannot increase the 
premium rate unless it becomes 
necessary to make a general rate 
increase for all insureds in the 
classification concerned. 


5. Coverage available several ways 
— Man alone, woman alone, 
family (including husband, wife 
and children, if any, or one par- 
ent and children). 


Underwritten by 


UNION 7) MUTUAL 








ae a 
a 
yf 

N. 





— 





Here’s what it covers 


1. Medical treatment 


Lid 


Surgical treatment 


w 


Prescribed medicines 
or medical supplies 


> 


Hospital room and 
board 


5. Hospital services and 
supplies 


6. Full-time private duty 
nurse or nurses 











LIFE INSURANCE COMPANY 
OF PORTLAND, MAINE 


Canadian Head Office — Montreal, P.Q. 


America’s Eighth Oldest Life Insurance Company. 
Rolland E. Irish, President « John R. Carnochan, Vice President in Charge of Agencies 


LIFE UNDERWRITERS SINCE 1848 


Phillips Senior, V.P.; 
Johnson, V.P. Agency 

NEW YORK LIFE PROMOTIONS 

Straub Heads Seuieeenied Relations; 


Made V.P.’s Were Gammill, McLeod, 
MacRae, Ryan, Swinford, Williams 








promotions, including 
Phillips to senior vice presi- 


A series” of 
James T. 
dent and chief actuary, and Raymond 
C, Johnson to vice president in charge 
of agency affairs, was announced by 
New York Life, Wednesday. 

Promoted to vice presidencies were 
free M. Gammill, Ross McLeod, Earl M. 
MacRae, John F. Ryan, Ronald B. Swin- 
ford, and Edward B. Williams. Charles 
EK. Judson was made a secretary of the 
company. Mr. Gammill and Mr. McLeod 
will continue as general counsel. Pro- 
moted to second vice presidencies were 
John M. K. Abbott, Manuel R. Cueto, 
Edward W. McPherson, Charles M. 
Sternhell and Edward H. Sweetser, 

New assistant vice presidents will be 
Rollin F. Bennett in insurance relations: 
Guy L. Fairbanks, Ir, in Group insur- 
ance; Glen B. Gross in personnel; Tier- 
ney A. O’Rourke in Group; John F., 
Regan, real estate and mortgage loans; 
Fred M. Rom, comptroller’s; Joseph C 
Sibigtroth in insurance research; and 
Adelbert G. Straub, Jr., former counsel, 
who is being transferred to the insur- 
ance relations department, 

Dr. Howard L. Hauge was promoted 
to medical director and Dr. Edward M. 
Ireeland to associate medical director. 

Henry J. Bischoff, Jr., was made an 
executive assistant in personnel and 
Paul Krenicky an administrative as- 
sistant in the Group department. 

Other promotions saw Stewart War- 
ing, Michael M. McKenny, John Poin- 
ier, Fred G. Kimball and G. Warren De- 
Gelleke become directors in the agency 
department of multiple sales, advanced 
underwriting, brokerage sales, sales 
training, and accident and sickness sales, 
respectively. They all had been mana- 
gers. Also in the agency department, 
Leonard K. Pfiffner was made director 
of agency administration. He had been 
an executive assistant. John C. Williams 
was promoted to director of office ad- 
ministration in the agency department. 
He was branch office supervisor for the 
Mid-Western <ivision with headquar- 
ters in St. Lou's. In the Group depart- 
ment, Anthonv F, Noll, Jr., was pro- 
moted to manager of Group insurance 
sales. 


Schwartz Executive V.P. 
Of Educators of America 


Joseph former vice presi- 
dent of Beneficial Standard Life and 
president of Union Casualty & Life, 
Mount Vernon, N. Y., has been elected 
executive vice president of newly 
formed Educators Insurance Co. of 
America, Los Angeles. 


Schwartz, 


Savings Bank Insurance 

The Savings Bank Life Insurance 
Council announces that the amount of 
insurance in force of this type in New 
York State was $300,000,000 on August 
31, 1956. Protected by policies are 198,- 
500 persons. It is sold by mutual savings 
banks in three states—New York, Con- 
necticut and Massachusetts. The presi- 
dent of the Savings Bank Life Insurance 
Council is Fred G. Kracke. 


Bankers National Outing 

Home office employes of Bankers Na 
tional Life, Montclair, N. J., held their 
annual outing September 13, at Mazda 
brook Farms, Parsippany, N. J. There 
was a luncheon followed by athletic 
tournaments, swimming and group con- 
tests sponsored by the Home Office Em- 
ployes Association. A dinner closed out 
the day’s activities. 
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DAMAGE REPORT 

Association 
issued the 300 
Hloods and 


FLOOD 
The American 
in New York 
volume on “Studies of 


1952-55,” 


Insurance 
has just 
page 
Flood Damage which was pre 
pared under the direction of the leading 
engineering firm of Parsons, Brinker- 
hoff, Hall & Macdonald. That 


completed in 1952 a study of floods that 


firm had 


had devastated the Mid-western area, 
presenting figures which led insurance 
companies to conclude they cannot 
profitably write flood risks on fixed 


property. 
Following the 1955 floods in New Eneg- 
the Atlantic 


land and other states along 


Coast and on the Pacific Coast, this 
firm was asked to make another exami- 
nation of flood conditions. Conclusions 
of the initial report were reaffirmed, 


the American Insurance Association has 


stated, and this led, in part, to action 
by the Congress of the United States 
this year in passing legislation setting 


up a Federal flood indemnification pro 
gram. 

of detailed sta- 
this 


parts of 


\ tremendous amount 
data report 
floods in the 
Flood and wind damage is re- 
indus- 


tistical is contained in 


covering many 
country, 
counties and 


corded by towns, 


tries. The text gives full stories of the 


floods and their consequences. 


With this comprehensive and expert 
material as a guide, collected by the 
insurance industry at considerable ex- 


pense, the insurance companies have for 
given close study to this 
problem of underwriting flood 
the 1951 floods the insurance 
loss have exceeded $1,000,000,000 
had flood 
been generally available and underwrit 
ten. And floods 
might well have exceeded that sum. 


several years 
whole 
risks. In 
would 
such, 


specific insurance, as 


losses on succeeding 


with obvious reluctance that 
the insurance industry has not gone into 
the flood coverage field on fixed prop 


erty, but the complete engineering data 


It was 


put at the disposal of the private com 
panies points to one thing, namely the 
tremendous risks involved in any such 
extensive insurance undertaking. The 


insurance industry has expressed its 





complete willingness to cooperate fu'ly 


with the Federal government in its new 


program now being prepared, insofar as 
ulilization of insurance selling and ad- 
justine facilities are concerned, but not 
to become a partner with the Govern- 


ment in accepting the risks. 
VICTORY OVER COMMUNISM 
The 


most widely quoted economist in 


Greater New York—Dr. Marcus Nadler 
of New York University and also The 
Hanover Bank’s consulting economist, 


sees no victory in sight for Communism 
battle of 
nomic and social systems for possession 


in the present the rival eco- 


of men’s minds. His views are circulated 
in 2 32-page, illustrated booklet just pub- 
lished by called 

Capitalism.” In it is registered his be- 
lief that 
ard of living will suffer no serious set- 
the 
achievements of 


the bank, “People’s 


America’s steadily rising stand- 
back in future. 

The the 
system is creating this higher standard 
the 
economic and social 


American 


without making inroads on rights 


of man. Our great 
progress will continue because people’s 
capitalism places wealth and ownership 
of the means of production in the hands 
of the people who will plough back into 
ever-increasing part of 


that 


these fruits in the form of investments. 


svstem an 


The consequences of widespread owner- 
the 
marily in manufacturing industries, will 
be considerable, says Dr. Nadler. “More 
and more corporate dividends will accrue 


ship of means of production, pri- 


to the people at large either directly— 
as stockholders, or indirectly as 
ficiaries, beneficiary owners of corporate 


bene- 


equities through annuities, life insurance 
and _ profit 
Significant also is his 


policies, pension sharing 
funds,” he says. 
that the farmer will keep on 
prospering, and that while farm income 
may be down from its all-time peaks the 
standard of farm living is high. “Tomor- 
row’s farm—a highly mechanized, skilled 
operation, will assume even more than 
today the character of factory produc- 
tion, life becoming more pleasant 


opinion 


with 
more comfortable,” he says. 


and even 


Labor also is winning a better place in 
the economy, he believes. 

































Marion Kennedy standing at extreme left of Pope Pius XII. 

Marion Kennedy, for some years secretary to Grant L. Hill, vice president and 
director of agencies, Northwestern Mutual Life, attended an ensemble audition of 
Pope Pius XII, during her visit to Europe on a vacation. While at the Vatican 
the accompanying picture was taken showing Miss Kennedy in a group after it 
had received the Papal blessing from His Holiness. 





Magnus E. Peterson, resident vice 
president of the Springfield Companies 
in Chicago, celebrated his 50th anniver- 
sary with the companies on September 
11. He was ‘honored by ‘his fellow offi- 
cers at a luncheon held at the Union 
League Club. §S. Dwight Parker, presi- 
dent of the Springfield, and Herbert P. 
Almgren, vice president, were in attend- 
ance. Mr. Peterson joined the Spring- 
field Companies in 1906 as a member 
of the improved risk department in ‘Chi- 
cago. Later he became a special agent 
in Minnesota, was recalled to Western 
department headquarters in Chicago as 
an examiner, named underwriting super- 
visor and later appointed office sulperin- 
tendent. He became resident vice presi- 
dent in 1946, and on March 11, 1952, 
became top executive in the companies’ 
Western department. 


* * * 


Frederic W. Ecker, president of 
Metropolitan Life, New York, was the 
principal speaker at the presentation of 
the Charles C. Thompson Memorial 
Life Insurance Library, recently at the 
University of Washington in Seattle. 


* se * 


Hal L. Nutt, director of the Life In- 
surance Marketing Institute of Purdue 
University, Lafayette, Ind., headed a 
week-long seminar at Sir George Wil- 
liams College in Montreal. About 100 
life insurance men attended the course, 
which was sponsored by the Montreal 
Association of Life Underwriters. 


x * * 


Benjamin N. Woodson, CLU, presi- 
dent of American General Life, Hous- 
ton, has been elected to the board of 
directors of Houston Lighting & Power 
Co. In addition to serving on the boards 
of American General Life and American 
General Insurance Co., Mr. Woodson is 
also president and a director of Ha- 
waiian Life Insurance Co., chairman of 
the executive committee and director of 
American Reserve Life and Union Na- 
tional Life, and a director of National 
Standard Insurance Co. He is also treas 
urer and a board member of the Life 
Underwriter Training Council of Wash- 


ington, D. C. 








Edward Trowbridge, a marine under- 
writer in the Philadelphia offices of the 
Atlantic Mutual and the Centennial, has 
been promoted to marine manager of 
the offices. Mr. Trowbridge, a native of 
Philadelphia, has been with the Atlantic 
Companies since 1952. He entered the 
fire and marine phases of the insurance 
business in 1945. 


GRIFFIN M. LOVELACE 


Griffin M. Lovelace, a pioneer in advo- 
cating the concept of scientific program- 
ming on the basis of the client’s social 
and economic needs, will attend Nationa 
Association of Life Underwriters annual 
Washington, D. C., next 
week. Born in Kentucky and a gradt 
ate of Vanderbilt University, he joined 
New York Life in Nashville as an agent 
later became an agency officer of Cot: 
necticut Mutual and then was made vice 
president of New York Life. Dr. Love 
lace helped organize the nation’s firs! 


convention in 


formal life insurance school at Carnegie 
Institute of Technology, since trans 
ferred to New York University. Sinc 
retiring to private life some years ag 
he has lived in West Hartford, Conn. 
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Collector of Bible Stamps 


Philip H. Platzker of The Pioneer 
Agency, 116 John Street, New York, 
which agency is 35 years old, has one of 
the finest collections of religious and 
Biblical stamps—about 400 of them. 
When he learned that the Laymen’s Na- 
tional Committee, Inc., was organizing 
plans for its annual Nz ational Bible Week 
observance he realized that his collection 
would help ‘highlight the cause. It will 
be on exhibition during National Bible 
Week, October 15 to 21. 

Many of Mr. Platzker’s stamps are 
rare. Usually starting with one of the 
Chapters or Verses from the Old Testa- 
ment Mr. Platzker then sets about de- 
picting it in stamps. Among the many 
features is his rendition of the 23rd 
Psalm which covers three pages, using 
14 stamps. To depict The Lord’s Prayer 
he uses eight stamps on two pages. To 
show the Ten Commandments took a 
lot of research before he was satisfied. 
To illustrate the First Commandment: 
“Thou Shall Not Have Strange Gods 
Before Me,” Platzker has shown an East 
Indian stamp, a Buddhist Idol. For the 
Sixth Commandment: “Thou Shall Not 
Commit Adultery,” a Spanish stamp, a 
reproduction of the famous Goya paint- 
ing, “The Nude Contessa” was used. 
Two big books of stamps ‘have al- 
ready been filled. They have taken Mr. 
Platzker the greater part of 15 years to 
assemble. Nevertheless, he is already 
collecting more stamps and hopes even- 
tually it will ‘be the best in the field. 
As a collector of this type of stamps he 
isin friendly rivalry with His Eminence 
Cardinal Spellman. 

National Bible Week, which yearly is 
held the third week in each October, is 
dedicated to peoples of all walks in life. 
t is an observance planned on high 
spirituz il levels with an aim to encourage 
a daily reading and study of The Bible. 
Heading this year’s campaign is Melvin 
H, Baker, who as the national chairman 
1S asking. that all recognize the theme 
expressed: “The Bible— Timeless and 
Eternal.” Mr. Baker is the chairman of 
the Board of National Gypsum Co. and 
a vice president of the U. S. Chamber 
of Commerce. 

The Pioneer Agency, Inc., president of 
— is Edward B. Piz itzker, brother of 
Phil, represents these insurance com- 
panies: Pearl, Monarch Fire, Eureka, 
Twin City, Milwaukee Mech: nics, Met- 
Topolitan Casualty, Public Service Mu- 
tual and Guardian Life. 


* * * 


_ Ratcliffe and O’Keefe on New York 


Society School’s Faculty 


David T. Ratcliffe and Dominic 

eefe, two experienced teachers in 
insurance have been retained on a full- 
lime basis as instructors of the Insurance 


B ociety of New York’s School of Insur- 
; ance. 





The 1956-57 school year marks 
the first time that the School of Insur- 














program of 


offered a_ full 
di iytime courses. The Society has been 
giving evening courses for insurance 
people since shortly after its founding 
in 1951. The evening curriculum has 
been constantly expanded as 100 courses 
in all fields of insurance have ‘been 
available. The enrollment thas averaged 
3,000 annually. 

During the past several years numer- 
ous insurance organizations have ex- 
pressed a need for an intensive insurance 
program for both trainees and more 
experienced personnel. To meet this need 
the School is offering the full program 
of practical, comprehensive daytime 
courses, This is 30 weeks of study 
divided into three ten-week sessions. 

Mr. Ratcliffe, holding B.S. and LL.B. 
degrees from University of Richmond, 
is a member of the Virginia bar. His 
early insurance experience was in cas- 
ualty claims with Fidelity and Casualty, 
later joining New Amsterdam Casualty. 
In 1946 the became assistant secretary 
and educational director of New Amster- 
dam and while there also taught general 
insurance courses 2 University of Balti- 
more. He edits “Education Exchange,” 
bi-monthly publication of Insurance 
Company Education Directors Society. 
He is author of “Workmen’s Compensa- 
tion Insurance Handbook” and “General 
Liability Insurance Handbook.” 

Mr. O’Keefe thas a bachelor’s degree 
from New York University and a mas- 
ter’s degree from its graduate school. 
His thesis subject was “Oper ational Com- 
ponents of Workmen’s Compensation 
Insurance and Reasons Underlying the 
Increasing Cost in New York State.” 
Since 1953 he has assisted in admin- 
istration work of New York University 
School of Commerce and has taught 
courses in corporation finance, insurance 
principles, insurance law and life insur- 
ance. Under an AAUTI summer fellow- 
ship ‘the was assigned to Great American 
Insurance Group where he received prac- 
tical training in the company’s opera- 
tions. 


ance has 


* * * 


George L. Swan Retires 


One of the most highly respected men 
in the fire engineering world, George 
L. Swan. has retired from National 
Board of Fire Underwriters which he 
joined in 1919 as a field engineer serv- 
ing in that capacity until 1931 when he 
became office engineer editing reports. 
In August, 1943, he was appointed assist- 
ant chief engineer which position he was 
holding at time of his retirement. 

Mr. Swan will make his winter home 
in Jackson, Georgia, where he has a 
farm on which there is considerable 
timber. On the eve of his retirement he 
was guest of honor at a National Board 
luncheon attended by top echelon at &5 
Iohn Street headquarters and at which 
eulogies of Mr. Swan were delivered 
by Lewis A. Vincent, general manager, 
and John A. Neale, chief engineer. 

Also attending the luncheon were mem 
bers of the engineering department in 
New York City at the time. The engi- 
neering department presented Mr. Swan 





with a chain saw for use in cutting 
timber on his farm. Presentation was 
made by Boyd A. Hartley, engineer. 
During World War II Mr. Swan oper- 
ated in an advisory capacity under Na- 
tional Board Government contract on 
fire prevention matters, including w riting 
specifications for alarm systems for 
Armed Services and embracing canton- 
ments, hospitals and ordnance plants. 
In cooperation with American Telephone 
& Telegraph engineers he helped develop 
telephone fire alarm systems which came 
in general use in Army establishments 


and now form basis for municipal fire 
alarm telephone systems. 

In September, 1943, Mr. Swan was 
loaned by National Board of Fire Un- 


derwriters to Office of Strategic Services 
on special assignment in Europe. Work- 
ing with United States Embassy and 
British Admiralty at Oxford, England, 
he helped develop fire intelligence plans 


used by United States Air Force in 
bombing attacks. He received a letter 
of commendation from General Ejisen- 


hower’s Chief of Staff, G-2, for his work. 

A second trip to Germany was made 
as Civilian Supervisor of German Fire 
Service, U. S. Zone, at request of Office 
of Military Government, U. S. On these 
assignments he was absent more than 
two years. 

Other special government assignments 
include conference committee on_protec- 
tion of bomber hangars, SAC Base of 
Rapid City, South Dakota, and survey 
of fire protection of Panama Canal, 

Mr. Swan has represented National 
Board on electric committee of the Na- 
tional Electric Code since 1928 being 
active on numerous committees. Since 
1945 he has been chairman of National 
Fire Protection Association’s signaling 
system committee 

With International Association of Fire 
Chiefs he was on such committees as 
fire department equipment and standard- 
ization of suction hose threads and pro- 
tection of homes and small businesses. 
Committees on which he served with 
International Municipal Signal Associ- 
ation included fire alarm box and _ fire 
alarm cable specifications. He is a mem- 
ber of New Jersey State Building Code 
Committee and in 1947 was a member 
of the President’s Conference on Fire 
Protection, serving on committee on fire 
fighting services. He has_ represented 
National Board of Fire Underwriters 
on numerous organizations including In- 
ternational Municipal Signal Association 
and International Association of Elec- 
trical Inspectors. Also, he was on elec- 
trical council of Underwriters Labora- 
tories, Inc. He was appointed assistant 
chief engineer of National Board in 
August, 1943. 


* * * 


Stockton, Whatley, Davin May Start 
Insurance Company 


Whatley, Davin & Co., of 
Jacksonville, Florida, which operates a 
large business in mortgage loans, real 
estate and insurance (it thas been in 
insurance half a century) has during the 
past year expanded its operations, in- 
cluding insurance, throughout the state. 
In its annual report it says: 

“Study and consideration are still being 
given to the possibility of establishing 
an insurance company as a logical exten- 
sion of our present agency activities 
There are many factors to be weighed 
and action will be forthcoming only when 
your management is fully convinced of 
the long-term merits of such an expan- 
sion.” 

The 1956 


Stockton, 


fiscal year of Stockton, 
Whatley, Davin & Co., which ended May 
31, 1956 was the best in its history. 
Total income showed an improvement 
over the previous year amounting to 
$2.866,871 or 14% thigher than the $2,515,- 
655 reported in the 1955 fiscal year. The 
company owns substantial real estate 
holdings at Ponte Vedra Beach. The 
operations of The Inn, the Surf Club 
and the Golf Club at Ponte Vedra Beach 
also showed higher profits in the 1956 
fiscal year, amounting to $123,145 as 
compared with $87,694 the vear before. 

Discussing the mortgage business the 
company says: “Indicative of the sharp 








Bible Stamp Collector 








PEHILIP: EH. 


PLATZKER 





rise in the company’s activities during 
the fiscal year was the increase in the 
volume of mortgage loans serviced. On 
May 31, 1956, mortgages serviced 
amounted to $261,289,872 representing 
33,628 loans. The comparable 1955 fiscal 
year-end figure was $219,438,242 in prin- 
cipal amount covering 29,913 mortgages. 
“In the course of fiscal 1956, the com- 
pany originated 4,421 new mortgage 
loans totaling $54,634,500. The year be- 
fore, 3,966 new loans were originated 
having a dollar volume of $37,483,800.” 


At the end of 1956 fiscal year, the 
company had $36,571,050 of new loan 
business in process as compared with 
$37,375,450 twelve months ‘before. 

Discussing its mortgage loans Stock- 
ton, Whatley, Davin & Co. says: 


“We make mortgage loans on all types 
of property. The general classifications 
of the mortgages handled by the com- 
pany are commercial, industrial and resi- 
dential, including FHA, conventional and 
VA tvpes. 

“When a loan is closed 
advanced to the borrower, the company 
in most instances borrows from a bank 
against the mortgage loan. This is for 
interim period while the processing of 
the mortgage is being completed, prior 
to its delivery to the investor for 
whom it was originated and for whom 
the company serves as mortgage loan 
correspondent, servicing the loan through 
its existence. During the initial process- 
ing period, the mortgage papers are 
recorded, the title insurance policy is is- 
sued in the investor’s name and (final 
endorsements and guarantees, if required, 
are obtained from Federal agencies 
When this work is completed, the bank 


and the money 


delivers the mortgage to the investor 
who repays the bank. _ 
“Without the use of bank credit to 


+ 


supplement the company’s own funds, it 
obviously would not be possible for the 
company to finance its present volume 
of new loan business. 

“Once the mortgage is completed and 
delivered, the company services the mort- 
gage for the investor, assuming the 
responsibility for local ‘handling of all 
details such as collection of monthly 
payments, the remittance of interest 
and principal installments, and the pvav- 
ment of taxes and insurance premiums 
as they become due from reserve funds 
included in the monthly payments.” 


K * * 
Sir John Reynolds Dies 
Ef: "Col. 


a partner in the 


~ 


Bart., 57, 
underwriting 
& Son, 
Sea Insurance Co., died in 
recently. Sir John elected 
a director at Lloyd’s in 1937 and under- 
wrote marine and non-marine risks. 


Sir John Reynolds, 
agency 
of Janson, Green and also a 
director of 


London was 
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Peerless Ins. Co. to 
Buy Caledonian-Amer. 


SELLING PRICE NOT STATED 


Agreement Covers Direct Fire and 
Casualty Underwriting Except 
Ocean Marine 

The Peerless Insurance Co. of 

N.. #H., outstanding 


capital stock of the 


Keene, 
purchase all 
Caledonian-American 


will 


Insurance Co., wholly-owned American 


Caledonian Insurance 
Scotland, and will 
and liabilities of 


subsidiary of the 
Co, of Edinburgh, 
tale the business 
the Caledonian’s U. S. branch. 

The transaction, announced jointly by 
W. S. Robertson, general manager. of 
Caledonian, and Dudley W. Orr, presi- 
dent of Peerl also provides that the 
Peerless will assume the business and 
liabilities of the U. S. branch of Nether 
lands Insurance Co, of The Hague, The 
Netherlands, previously managed by the 
Caledonian, 


No Exchange of Peerless Stock 


ess, 


stock is in- 
which are 
Decembei 
revealed 


No exchange of Peerless 
cluded in these transactions 
to be completed on or about 
31, 1956. No selling price was 
in the announcement. 

Caledonian-American Insurance Co.'s 
capitalization consists of 8,000 shares of 
$100 par value capital stock, al] held by 
the Caledonian Insurance Co. 


The agreement covers all direct fire 


and casualty underwriting carried on 
by the Caledonian and the Netherlands 
except for ocean marine insurance. 

Net premiums written in 1955, other 
than ocean marine, by the Caledonian 
American Insurance Co. and by the 
U. S. branches of the Caledonian and 
the Netherlands were approximately 


$6,000,000. Peerless Insurance Co. net 
premiums in the same period were about 
$12,000,000. 


To Continue Operations From Hartford 


Peerless 
= representation of 

aledonian Group” and operations of 
he Caledonian-American Insurance Co. 
from its Hartford, Conn., home office 
under the present management of George 
L. Armstrong and his staff. 

Peerless, founded in 1901, also holds a 
controlling interest (73% on December 

1955) in United Life & Accident In- 
surance Co. of Concord, N. H., a life and 
oe and health insurance company. 

Caledonian Insurance Co. was founded 
in Edinburgh, Scotland, in 1805 and 
started doing business in the United 
States in 1885. The company formed the 
Caledonian-American Insurance Co. in 


Insurance Co. will continue 
agents of the 


1808. 
The Netherlands Insurance Co., found- 
ed at The Hague, The Netherlands, in 


1845 started doing business in the United 


States in 1913 


Stockholders Approve 

\t a special stockholders’ meeting 
September 19 of American Insurance 
Co. of Newark and American Automo 
bile of St. Louis the proposal to inte- 
grate the management and operations of 
the two companies was approved bv 
78% of the outstanding shares. 


Homeowners Ad Campaign 
North America 


The Insurance Co. of 


will launch an extensive advertising 
campaign ‘during October to help its 
20,000 agents sell homeowners and ten- 


ants package policies. 


Oppose Restrictions 
On Assigned Risk Plan 


RESOLUTIONS OF | N. Y. AGENTS 


Agents Fear State Fund Drive If All 
Drivers Cannot Get Coverage Under 
Compulsory Law 


The executive committee and_ the 
board of directors of the New York 
State Association of Insurance Agents 
met last weekend at the Waldorf-Astoria 
in New York City just prior to the con- 
vention of the National Association. 

The directors, concerned about legis- 
lative pressure for a State Insurance 
Fund for automobile lability insurance 
which is already in evidence, passed a 


resolution calling on the governing board 
of the New York Assigned Risk Plan 
to remove all restrictions on writing of 
automobile liability insurance through 
the plan. The president, C. Fred Ritter 
f Middletown, was instructed to call for 
a conference with the governors of the 
\ssigned Risk Plan. 


Call For Statement from Plan 


The agents point out that the com- 
pulsory law makes it imperative that 
anyone to whom the State of New York 
has granted driving privileges must be 
afforded an opportunity to purchase in- 
surance, The directors further requested 
that the Assigned Risk Plan make 
known its intention to provide insurance 
to all licensed motorists in the State of 


New York, to both the legislative and 
executive branches of the state govern- 
ment. 

The directors and executive commit- 


teemen tackled a crowded agenda which 
included a discussion of the legislative 
program of the state association plans 
for regional meetings and a fall member- 
ship drive as well as a thorough cover- 


age of the 75th anniversary program. 


This included a decision to publish a 
booklet commemorating the occasion. 
The officers were instructed to look fur- 


ther into the matter of retaining legal 
counsel for the association and a 
vice president Craig Thorn, Jr., Hud- 
son was appointed to represent the New 
York Association at the Governor’s Con- 
ference on Worker Safety. 


C. L. ZOOK ELECTED V.P. 


National Fire’s Western Dept. General 
Manager Started With Co. in 1926; 
to Continue in Chicago 
Chester L. Zook, general manager of 
National Fire’s western department, was 
elected vice president of the company at 
a board of directors’ meeting on Septem- 
ber 17. He was promoted to his present 
post on March 1, 1956, with over-all 
management responsibility at the west- 
ern department in Chicago where he 

will continue in charge. 

Prominent in industry matters, Mr. 
Zook is presently a trustee of the Cook 
County Loss Adjustment Bureau, mem- 
ber of the western advisory committee 
of the Factory Insurance Association, 
the executive committee of the Oil In- 
surance Association, the conference, 
finance and public relation committees of 
the Western Underwriters Association. 
and the western regional committee of 
the National Automobile Theft Bureau. 

Graduate of Baker University at Bald- 
win, Kan., Mr. Zook’s insurance career 
started in 1925 with a local agency at 
Ottawa. He joined the National of Hart- 
ford Group in 1926 as special agent in 
Kansas. His progress since he was as- 
signed to the western department in 1941 
has been rapid. 





AFIA Expands in Ecuador 


The American Foreign Insurance As- 
sociation has expanded its operations in 
Ecuador by opening an office in Guaya- 
quil, capital of the Republic of Ecuador. 
A prosperous modern seaport, Guayaquil 
houses four general agencies represent- 


ing the Continental, Fidelity-Phenix, 
Hartford Fire and Springfield F. & M. 

The new office, with Jaime Guzman 
Iturralde as inspector, will assist these 


in the rapid growth of AFIA’s 
operations in Ecuador. The Guayaquil 
office is not only the first American but 
also the first foreign direct branch rep- 
resentation to be opened in Ecuador. 


agencies 





Exhibits at NAIA 


Those having exhibits at National As- 
sociation of Insurance Agents conven- 
tion this week at Waldorf-Astoria were 
Aetna Casualty & Surety Co., American 


Foreign Insurance Association, Ameri- 
can International Underwriters, Ameri- 
can Insurance Group of Newark, 
American Agency Management Bureau 


of Washington, D. C., Continental As- 
surance, Marshall & Stevens, Anprai- 
sers; National Board of Fire Under- 


writers, National Association for 
Car Auto Racing, New York Life, 
dential Insurance Co. of America 
Sanborn Map Co. 
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Revised Mercantile 
Block Plan Approved 


SIMPLIFIED RATING APPROACH 


Inter-Regional Conference Announc; 
New Plan—Commer. Prop. Coverage: 
Recommended for Filing Nationwide 


Inter-Regional Insurance Conferene, 
announces that a _ revised mercantil; 
block plan, entitled commercial Property 
coverage, has been recommended nation. 
wide to the regional advisory organiza. 
tions and autonomous fire rating by 
reaus for prompt consideration. 

This revised program is the result «; 
many months of cooperative effort | 
committees of Inter-regional, the Nz. 
tional Bureau of Casualty Underwriter 
and Inland Marine Insurance Bureay 
Approved by these three national 
ganizations, it has been recommende 
for filing by the individual fire rati 
bureaus and concurrently by the N; 
tional Bureau and IMIB, just as vy; 
the case with the original mercantil: 
block plan. 

Of major importance, the revised pla: 
involves a_ simplified rating approacl 
which produces a single reduced loading 
to be added to the fire and extende 
coverage premiums in development 
the “account rate.” Also, the basic rule 
and forms have been appropriately r 
vised and clarified. 

Two Endorsements Provided 

The recommended basic commerci 
property form is to be attached to t 
standard fire policy to extend coverag 
“against all risks of direct physic 
loss of or to the property covered” sul 
ject to appropriate exclusions and lim: 
tations. Two endorsements are provide 
for attachment thereto specifying co 
erage as to stock, furniture and _ fixtur 
and improvements and betterments, al 
the applicable limits of liability, i.e.: 
non-reporting endorsement subject 
minimum 80% coinsurance; and 
monthly reporting endorsement. Th 
will provide for monthly reports of valu 
and adjustment of premium at se 
tion on the basis of an average of t 
values reported. 

An Application for Commercial Cov: 
erage is also provided for the develo: 
ment of necessary information to 
fire bureau for required account ratin: 

Just as with the original mercant 
block plan, the revised program conter 
plates that the fire rating bureaus 
promulgate or verify the “account rat 
and that all contracts issued shall ! 
subject to audit by the fire bureaus. 
keeping with this pattern, it is explain 
that the fire bureaus will provide : 
necessary supplies in accordance wi! 
their usual field mailing list distributi 
as this revised program is filed in e¢& 
State. 

Essentially, commercial property ¢ 
erage is intended for the morcant 
class, whether retail or wholesale. | 
nortant categories of property not eliz 
ble are: manufacturing risks, risks pr 
dominantly of a bailee (including watt 
housing), installation, repair or serv! 
nature, and any dealers risks clarif 
bv the state insurance supervisory 
thority as “inland marine.” 


CROWDED NEW YORK HOTEL! 





Couple 
Room After 30 Tries by 
NAIA Staff 
National Association of  Insurat 
Agents’ New York staff did remarka’ 
work in finding rooms for eae fr 
ut of town attending its conven! 
Waldorf. Mostly, it found pet 
its members in seven hotels. 
Only contretemps was when one) 


tel clerk could find no record ot 
reservation although the associati0 
staff had officially made it for an A 
hbama couple some davs_ before 


example of the tense hotel situatio 
New York Citv then followed whe’ 
number of the NATA headquarters $“ 
telephoned 30 hotels before it could‘ 
this couple a room. It finally lande‘ 
room at the Hotel Paramount in | 
Broadway theatre section. 
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in New York 


Agents-Companies Partners In Progress 


President Kenneth E. Black of Home Insurance Co. Declares Agents and Agency-Companies Must Stand Firm as Partners to 


Meet Problems and Challenges of Today; Opposes Rate and Commission Cuts to Meet Competition; 


Calling on local independent agents 
and agency-companies to stand firm as 
“partners in progress with a sincerity of 
purpose and an intense desire to pre- 
serve what we have,” President Kenneth 
E. Black of the Home Insurance Co., 
told the NAIA convention, Wednesday 
afternoon, that agents must be “alert 
and watchful for the first sign, the first 
move on the part of anyone, no matter 
who it is, to undermine and upset this 
sound way of doing business.” 

Opposing what he considers unsound 


rate and commission reductions in or- 
der to meet the competition of non- 
agency and independent insurers, Presi- 


dent Black declared: 
Would Not Cut Agents’ Compensation 


“The easier thing to do, as some com- 
panies have done, is simply to take the 
reduction out of your pocket and turn 
it over to the assured. This would be 
a very simple step and it could be 
taken rather promptly. 

“But to me this is a scheme, a trick, 
a device that will entail great dangers 


if pursued to the ultimate. At what 
point can our business reduce the 
agents’ income and _ still maintain the 


calibre of men and women that today 
make up the American Agency System ? 
It seems to me that ultimately a point 
would be reached where the high- prin- 
cipled, morally decent and honest citi- 
zen of the community would no longer 
be attracted to our system of merchan- 
dising insurance. 

“It would be too bad if we should 
wind up attracting as agents people 
who do not possess the high degree of 
integrity and honesty necessary to ad- 
minister this business as we know it 
today. 

“No, I do not believe that reduction of 
rate levels to a point that would bring 
the agent’s compensation to an unrea- 
sonably low level offers the solution to 
our problem. On the contrary, I am 
convt inced that such a move would spell 
the doom of the agency system as we 
know it,” Mr. Black stressed. 


Praises Agency System 
“Today many formidable challenges 
‘ontront this partnership of ours, and 
they demand the most imaginative 
thinking and resourcefulness we can 
muster. Of one thing, however, I feel 
certain: that our approach to insurance 
listribution—the way we close the gap 
between buyer and seller and keep it 
ogg on the basis of honest service, 
fair dealing, stability, confidence, and 
good-will that is created by a long rec- 
ord based on these fundamentals—has a 
distinct advantage over all other insur- 
ance marketing systems. Any system 
that has produced such outstanding re- 
sults over a period of so many years, 
aside in favor 
schemes or devices 
all prob'ems for all 


it untried, untested, 


that purport to solve 
"ne tor all people.” 


Reviewing the production record 
achieved by the agency-company rela- 
tionship, Mr. Black noted that in the 


|. 


‘ast ten years “the total writings of all 


Would Regulate Non-Admitted Insurers More Closely 


capital stock companies (excluding di- 
rect writing companies) amounted to 
approximately 52 billion dollars, two- 
thirds of the total business written, or, 
roughly, 29 billion dollars more than the 
writings of all other companies com- 


bined. 

“In 1955 alone,” Mr. Black said, “the 
total amount of business written by 
capital stock companies (again exclud- 
ing direct writing companies) amounted 
to approximately seven billion dollars, 
two-thirds of the total business written, 
or three and a half billion dollars more 
than all other companies combined. 


Harmful Rate Deviations 


“What 
meeting 


other measures are there for 
this competition?” Mr. Black 
asked. “One thing that might be done 
is to enact new state rating laws that 
in effect will establish a single rating 
bureau in each state and require that 
all companies doing business in the state 
must belong to that bureau. The law 
might also stipulate that rates are to be 
established by the bureau on the experi- 
ence of all companies writing in the 
state. 

“Legislation of this character will, no 
doubt, have to contain a deviation sec- 
tion. However, the deviation provisions 
should be spelled out with much more 
care and clarity than are those in the 
present All-Industry type legislation 
which have brought on much confusion 
in this area harmful to the public as 
well as to agents and companies. 

“You agents have it within your power 
to make sure that your state laws pro- 


vide that people desiring to enter the 
agency field meet proper standards— 
standards of education and knowledge 
of the business—that will protect the 
public against misfits who attempt to 
gain a foothold in this system. You can 
also do much that is fair and proper 
to prevent employes of other industries 
from merchandising insurance. I hap- 
pen to believe that it is not in the best 
interest of the public for automobile 
salesmen to sell tennis rackets or banks 
to sell dry goods; nor does it seem to 
me that in the long run, such ventures 
can be successfully established. 
How to Meet Competition 
alone is 


“T do not believe that price 


the sole answer to all problems, al- 
though, of course, we must be competi- 
tive. It is within your power to analyze 


your own merchandising methods and, 
with the assistance of people versed in 
modern selling techniques, to make sure 
that the methods you currently practice 
are the best way to sell your service. Do 
vou need more advertising? A different 
kind of advertising? Do you devote 
enough of your time to hard selling? Is 
too much effort given to non-productive 
paper work? Is your office in the right 
location? Can people park near your 
office? Can people get to you easily? 

“Are you cooped up in a private sanc- 
tum sanctorum, or do you sit out in 
front ready to see and meet all comers? 
Do people have to go to some trouble 
to get an appointment with you? Do 
you yourself know the insurance busi- 
ness? Or do you have to rely on Mary 


Robert Maxwell Receives The 
Woodworth Memorial; Other Awards 


Presentation of the annual awards for 
outstanding contributions during the fis- 


cal year featured the closing general 


session, Wednesday afternoon, of 
NAIA’s 60th annual convention at the 
Waldorf-Astoria, New York. 


Robert Maxwell of F. W. Offenhauser 
& Co., Texarkana, Ark., former member 
of NATA’s executive committee, was 
awarded the Woodworth Memorial, an- 
nually presented to the member who 
has performed the most outstanding 
work for insurance. 

The Connecticut Association member- 
ship trophy goes to the Nevada Associa- 
tion for having achieved in the past 
fiscal year the highest total of points 
on the basis of numerical membership 
increase, 

The Colorado Association wins the 
3owen Award for having contributed 
the most to improving the public under- 
standing of the American Agency Sys- 
tem and the insurance industry gener- 
ally in the past year. 

The Sparlin Cup, annually awarded to 


the state association which contributed 
the most during the fiscal year to the 
American Agency System, was won by 
the Oklahoma Association. 

Double honors were accorded the 
ie Association which won both the 
California Association Mileage Cup for 
having the greatest combined mileage of 
members attending this convention, and 
the Des Moines Attendance Cup for 
having the largest number of members 
registered at this convention. 


Herndon and North Lead 
In Singing of “America” 
David A. North of New Haven, past 
president of NATA, as. pianist, and 
Maurice G. Herndon, NAIA, Washing 
ton representative, as vocalist, led in 
singing “America” at the opening gen- 
eral session, Monday morning. They 
have succeeded such musical stars of 
past years as William Calhoun of Mil- 
waukee, also a NAIA past president, and 
Francis Ludolph of San Antonio, Tex. 








KENNETH E, BL 


ACK 


or Jane or Joe to give all the answers? 
Individually, some of these things may 
seem trivial, but added up they can 
spell a powerful difference between one 
agent and another, So must the compa- 
nies continue their self-examination. We 
must redouble our efforts toward im- 
proved merchandising methods. 

“We must aid you in every way we 
can to increase the public confidence in 
our institution. We must carry for- 
ward much further the many improve- 
ments in coverage made during recent 
years. We must seek out better, more 
economical ways of conducting our op- 
erations so as to afford to the public 
maximum insurance protection at mini- 
mum cost. All this cuts two ways; the 
business of self-examination and _ self- 
improvement is one for both partners 
companies and agents,” stated President 
Black. 

Strong Points of Present System 


“All is not well in this great business 


of ours today. However, I cannot help 
but feel that ours is the best basic 
system of merchandising, and that we 
shall never be defeated in our efforts 
to maintain it. So much has been said 
about what is wrong with the system 
by those who would like to tear it down, 
that it is about time we talked about 
some of its strongest points, and how 


they contribute to the public welfare. 

“This system which we as agents and 
companies represent here today supports 
at considerable cost a number of insti 
tutions which operate decidedly to the 
public interest, whether or not the pub 
lic always recognizes this truth. 

“Our rating bureaus are a prime ex 
ample. Through them we have over the 
years collected at great expense and 
effort a vast amount of information of 

(Continued on Page 35) 
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IT TAKES A LOT OF KNOW-HOW > 
to make good insurance really work 






















Many things enter into the value of modern 
insurance. A factor of ever-increasing impor- 
tance is the professional knowledge and skill, the 
integrity and personal service offered by inde- 
pendent agents operating under the American 
Agency System. 


ARE, 










(This is the story we are telling month after month 
through our national magazine advertising.) 










To select just the right policies for each client’s 
requirements... to keep alert to changing condi- 
tions and counsel wisely on how to meet them... 
and to provide competent, ever-ready personal 
service in time of need — requires much study 
and dedication to the highest standards of the 
insurance industry. 











We salute the men and women of the N.A.I.A. 
whose devotion and skill provide these extra 
values — the values that make good insurance 
really work. 
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Ross Presents Administration Report 


President Cites Value Of Collective Strength In Meeting Problems; 


Backs TV As Excellent Public Relations Medium; Commission 


Reductions, Per Se, Not Answer To Selling 


President Kenneth Ross of the NAIA told the convention in New York City, 
Monday morning, at the first general session in the grand ballroom of the Waldorf- 
Astoria that, as respects commissions, reductions in commissions, per se, are not 
going to solve the problems of competition with direct writers and independent 


companies. 


He called on the NAIA to recognize the problem for what it is and 


take every step necessary consistent with good business practices to protect the 


interests of its members. 


Mr. Ross also reviewed accomplishments during the last 


year and cited several instances of successful action based on the collective strength 


of insurance agents. 
ance and public relations. 


Following are extracts 


activities : 


Membership 


Our membership, September 1, 1955, 
32,226. As of September 1, 1956, our 


was 32,22 
membership was 32,220, which, although 
representing a small gain, does not re- 
flect the activity of our membership 
committee during the year. Thirty-four 
of our state associations registered from 
moderate to substantial gains in mem- 
bership and in January we reached an 
all time high of 32,308. We were greatly 
distressed by the withdrawal of the St. 
Louis board from membership. They 
have long been valuable members of 
our association and we are much in 
hopes that in the very near future they 
will be back with us. 


Finances 


We have lived within our budget. Our 
financial report will show that our ex- 


penses have been well controlled, all 
allocations have been paid and we have 
been able to set aside a_ reasonable 


figure for future emergencies. The bud- 
get approved by the executive commit- 
tee at our midyear meeting for the com- 
ing year was approximately the same as 
this year, 

However, it is my firm belief that the 
future well being of local agents is tied 


very closely to the successes of our 
National Association. If this is the case, 
it is going to be necessary for us to 
expand the activities and facilities of 
our organization. This will inevitably 
cost more money and I believe all of 


us should be prepared to increase our 
dues allocations during the coming 
years. 

One of the many good things I have 
Particularly noticed in our association 
is the growing awareness on the part 
of our members of their collective 
Strength, During this past year that 
collective strength and firmness of pur- 
pose has been spectacularly evident in 
several matters of vital importance to 
the American Agency System. Four dis- 
tinct areas can be spotlighted in this 
connection: 

The case of free accident insurance; 
the misclassification of auto insureds; 
two group insurance plans that were 
dropped ; and the defeat of the FHA 
self-insurance proposal, 


FHA Proposal 


Take the last one named. Before this 


from President Ross’s 





He considered such matters as compulsory automobile insur- 


report dealing with major 


self-insurance proposal was beaten down, 


over 29 state associations had been 
“drafted” into an “Educate-Your-Con- 
gressman” campaign intended to ac- 


quaint them with the story of private in- 
surance as against government subsidy. 
Nine influential independent 
joined together in the nation’s capital 
with Executive Committeeman Mort 
White and NAIA Washington Repre- 
sentative Maurice Herndon to carry 
their story to Congress until the last 
possible minute. 

The defeat of the proposal is adequate 
testimony to the and 
nated campaign carried on by your Na- 
Association and in which so many 


agents 


vigorous coordi- 


tional 
important segments played a dramatic 


part. All of us should be grateful to 
the men who took the time and made 
the effort necessary to put over this 


project. 

Then there was the happy outcome to 
the efforts of NAIA and component 
state associations to discourage two re- 
cent group insurance proposals, Butler 
3rothers and the Associated Equipment 
Distributors. Primarily through the 
prompt and vigorous efforts of several 
state associations these programs have 
been abandoned. Your national and state 
associations are continuing their efforts 
in the case of several other group plans 
and hope eventually to be succesful in 
discouraging them as not being in the 
public interest. 


Misclassification 


To cite another instance of the 
strength of producers through their lo- 
cal, state and National Associations, we 
have only to recall the success of our 


efforts to focus attention on the mis- 
classification of auto insureds by a few 
companies. Had it not been for the 


vigorous and concerted campaign waged 


by producer organizations, the Insur- 
ance Commissioners might not have 
taken the necessary steps to correct 


these inequities perpetrated on the in- 
surance buying public. You are all well 
aware how speedily matters were made 
right by these companies once the state 
supervisory officials put on the pressure 
to correct this shocking state of affairs. 

When the specter of the give-away 
gimmick reared its head in the case of 
free accident insurance provided by cer- 
tain automobile manufacturers, your as- 





sociation was again quick to take action. 
Through the efforts of your NAIA and 
state association representatives, insur- 
ance remains as a vital bulwark of pro- 
tection rather than as a promotional 
come-on to sell automobiles. These free 
offers have either been abandoned com- 
pletely or are in the process of fading 
from the picture. Some states have 
passed laws outlawing such promotional 
schemes in connection with insurance 
and all other states should give con- 
sideration to initiating such legislation 
at the earliest possible moment. 


Public Relations 


Many of our committees have per- 
formed outstanding work for the agents 
during this past year and perhaps none 
more outstanding than your public rela- 
tions committee under the sure and 
capable guidance of Past President John 
Stott. 

The increase of company expenditures 
for national advertising—and our com- 
panies deserve a vote of thanks for the 
growing awareness of their responsi- 
bility in this field—and their greatly im- 
proved promotion of the independent 
agent in these various campaigns can be 
directly attributed to the efforts of our 
public relations committee. 

As an indication of this increased 
stature of the agent and his national 
association I need only remind you of 
my own appearance on national televi- 
sion as your representative. It was a 
wonderful opportunity for us to carry 
our story to millions of our fellow citi- 
zens and I hope it was effective. 

We are all in hopes that our compa- 
nies will carefully examine this new and 
powerful medium of communication with 
a view to exploiting its possibilities as 
an advertising weapon. Let us not, as 
so often is the case, be dragged into 
this field of promotion strictly as a de- 
fensive measure. Let us rather start out 
even with many of our leading competi- 
tors and utilize this wonder to the full- 
est extent possible. 

Also, let us be sure to keep out of 
the rut of expediency. Make sure all 
avenues open to the promotion of the 
local independent agent are explored 
and that agents are enabled to partici- 
pate fully on the local level. 


Work of Committees 


Our committees are performing vali- 


antly in most cases. Yet to anyone who 
has worked with the problem for any 
length of ‘time, it is obvious that we 


haven’t even scratched the surface when 
we consider the tremendous potentiali- 
ties of these dedicated, experienced pro- 
ducer groups. 

Are we limiting the effectiveness of 
these groups by making it almost, impos- 
sible for them to meet as units and 
carry on definite, well planned and ex- 
ecuted projects and programs? Should 
other form of fi- 


we consider some 
nancing properly? Should a_ separate 
budget be set up for their needs, fi- 


nanced by an additional assessment on 
the states? 
In my judgment these questions should 
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receive the careful consideration and 
judgment of all the members of the as- 
sociation. What purpose is served ia 
assigning committee activities to capable 
and earnest producers when there is 
little possibility they -will ever have oc- 
casion to put their talents to use? 


Compulsory Auto 


Enactment of a compulsory law in 
New York State early this year has 
given new emphasis to the subject and 
it is estimated that the matter of com 
pulsory insurance will be considered by 
some 44 state legislatures during the 
coming year. Our industry has long had 
a stand against compulsory insurance 


but recently I have wondered how solid 
that stand really may be. I know where 
our association stands but, quite frankly, 


I do wonder about our companies. 

There is only one answer to compul- 
sory automobile insurance and that is 
making available to the public a cover- 
age that will insure them against losses 
caused by irresponsible and uninsured 
motorists. We have advised the compa 
nies of our position but as of this mo 
ment we have heard nothing definite 
from them, 

However, in two legislative appear- 
ances they have indicated that their 
stand is going to be somewhat as fol 
lows: “That when it appears legisla- 
tively necessary because of extreme 
pressure for the enactment of a com- 
pulsory law, they would be prepared to 
accept the principles of an unsatisfied 
judgment fund generally following the 
New Jersey pattern.” 

This is, of course, no answer and does 
not meet our demands. Considering their 
actions to date, I cannot escape the 
feeling that the companies cannot agree 
on a_ practical coverage and_ possibly 
even some companies may feel they have 
something to gain from the enactment 
of compulsory automobile insurance in 
the various states. 

In our own state and, I 
many others, some of the direct writers 
and non-bureau companies have made 
filings, which have been approved, for 
various types of uninsured motorists 
coverage. I cannot help but feel that 
those companies are on the right track 
in accepting leadership, and I believe 
we should insist that the organized com- 
panies accept their responsibility and 
provide such coverages so that we can 
adequately meet competition. 


believe in 


Auto Marketing Survey 


During the year it has been necessary 
for this administration to make some 
very difficult decisions and none was 
more difficult than that having to do 
with our withdrawal from the National 


(Continued on Page 42) 
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Battles and Woodbury, New Leaders, 
Long Active in NAIA, State Assns. 





BATTLES 


ROBERT FE 


Robert E. Battles of Los Angeles and 
Louie E. Woodbury, Jr., of Wilmington, 
N.C. newly elected president and vice 
president, respectively, of the National 
Association, have for years been leading 
figures in the organization. Each has 
served on the executive committee and 
national board of state directors several 


Fabian Bachrach 
LOUIE E. WOODBURY, JR. 


years, following service as president of 
his state association. 

Mr. Battles is a native of Oakland, 
Calif., where he was born in 1912. After 
eraduation from U.C.L.A. he served with 
a subsidiary of the United Fruit Co. as 
planting overseer in the banana divisions 
in Central America. He entered insur- 
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ance in June, 1936, with R. A. Rowan & 
Co., prominent Los Angeles firm, after 
several months as an “apprentice” with 
the Great American and Hartford Groups 
in San Francisco. At the start of 1947, 
Mr. Battles was named manager of the 
insurance department of the Rowan 
office. 

Mr. Battles saw five years’ service dur- 
ing World War II, being discharged with 
the grade of lieutenant colonel. 

His agents’ organization activities in- 
clude: secretary-treasurer of the Insur- 
ance Association of Los Angeles in 1941 
and 1946; vice president in 1947, and 
president a year later. Mr. Battles be- 
came a member of the California Associ- 
ation board of directors in 1948, vice 
president in 1951, and president in 1952. 
He has served on the NATA executive 
committee since 1952. 

Aviation is his hobby. Frequently, 
when not in the Rowan office he is in the 
Rowan plane “Navion’—now number 
three of the firm’s aircraft. 

Mr. Battles is the son of a distin- 
guished father, a CAIA past president, 
Eugene Battles 

Woodbury Career 

Zorn in 1914 in Wilmington, where he 
has resided all his life, Mr. Woodbury 
started in the life end of the insurance 
business in 1933. He has been engaged 
in the general insurance business since 
1939 and now owns and operates one of 
the largest insurance agencies in North 
Carolina. 

Mr. Woodbury became a member of 
the Wilmington Insurance Exchange 
when he entered the insurance business 
in 1939 and has served as its secretary 
since 1940. In 1946 he was elected to 
the board of directors of the North 
Carolina Association and has served as 
a member of the board in various ca- 
pacities since that time. He served as 
president of the North Carolina Associ- 
ation in 1950 and in 1951 was awarded 


Jones of Tucson Elected to 
NAIA Executive Committee 


Paul H. Jones of Tucson, Ariz., state 
national director, was elected to the 
NAIA executive committee from the 
board directors at the closing session, 
Wednesday, of this convention. Mr. 
Jones will serve for a three-year term. 
He succeeds Arthur M. O’Conne!ll of 
Cincinnati, on the executive committee. 





Florida Assn. Winner in 
Fire Safety Contest 


The Florida Association of Insurance 
Agents was again the winner in the 
Fire Safety Contest award. presented 
by the National Board of Fire Under- 
writers to the state association which has 
performed the most outstanding work in 
fire safety during the preceding year, 
Theodore W. Budlong of the National 
Board public relations staff presented 
the award. 





Trophy for distinguished 
service to that association. He was 
elected state national director in 1952 
and still occupies that position. 

Among his other association activities, 
Mr. Woodbury also was chairman of the 
Southern Agents Conference in 1951, and 
also served, during the same year, as a 
member of the NATA finance committee. 
He was awarded a Presidential Citation 
at the NAIA annual convention in 1952. 
In that year he was appointed to the 
executive committee for a one year 
term and in 1953 at the annual conven- 
tion in Washington, D.C. he was elected 
for a three year term. 

His wife and he have five children, 
four boys and one girl. 
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WE'RE PROUD TO ENDORSE 


As boosters of the National Association of Insurance Agents throughout our 61 years in business, 
the United States Casualty Co. is proud of its many agents in all parts of the country who, as 
independent producers, sell the plus values and extra services that are offered by the Ameri- 
can Agency System. On this 60th anniversary of NAIA we extend heartiest congratulations and 
hope that your organization under continued strong leadership will enhance its prestige and influ- 
ence in the coming year. 
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Problems of Agents Presented to 


Inter Regional Insurance Conference 


Chairman Munz of Property Insurance Committee Says Com- 


pariies Are Studying Proposals on Time Element Covers, 
Commercial Block Policies, Deductibles, 
Personal Property Floaters 


Inier Regional Insurance Conference, an organisation of leading stock insurance 


carriers, is giving close study to numerous suggestions made by the property insurance 


committee of the National Association, Chairman H. Earl Muns, CPCU, Paterson, 


V. J., told the convention in New York this week. Mr. Muns, former pres-dent of the 


Vew Jersey Association and a leader in the Eastern Agents Conference for years, 


stated that the agents presented to the company committee the producers’ views on such 
vital subjects as revision of time element coverages, rating of commercial block policies, 
mortgage treatment of Homeowners’ policies, revision of replacement cost provisions, 
orsonal property floater revisions, use of mandatory deductibles, and other problems. 


i : 


The comm 


ttee is encouraged by the cooperative action of Inter Regional. Following 


are lengthy extracts from the property insurance comnuttee report: 


Your committee informed the Inter 
Regional executive committee of a direc- 
tive from the NAIA executive commit- 
tee (on rating dwellings to meet com- 
petition) and requested immediate ac- 
tion by the companies in providing the 
agents with the tools to maintain a 
competitive position in the dwelling field. 

The property insurance committee has 
heen advised that the industry was well 
aware of competition in this field and 
is vigorously searching for a solution to 
the problem. Inter Regional has ap- 
pointed a special committee to study 
this subject. 

Your committee will continue to study 
the important problem and has offered 
its assistance to Inter Regional in any 
capacity whatsoever to overcome this 
serious competitive situation. 

In making this report, we shall adhere 
to those subjects which, in the opinion 
of the committee, are of prime impor- 
tance, 


Business Interruption Insurance 


During discussion of this subject with 
Inter Regional, your committee sug- 
gested that the companies review the 
entire subject of time element cover- 
ages. Many average agents have found 
it difficult to sell business interruption 
insurance because of the complex forms 
and in many instances the unrealistic 
settlement of losses. 

Your committee recommended that a 
new approach to the coverage should be 
made, measuring the losses by the in- 
ability to deliver merchandise or to make 
a sale on account of the loss sustained. 
Several independent companies write 
time element coverage on this basis. 

The property insurance committee was 
assured that this subject is now under 
consideration by Inter Regional’s time 
element committee and the suggestions 
o§ the property insurance committee 
would be carefully considered. 


Commercial Block Policies 


You know that the commercial block 
policy recommended by Inter Regional 
has not been at all satisfactory. During 
the year your committee has received 
Numerous complaints concerning the 
marketability of the coverage. The pres- 
ent block policy recommended by Inter 
Regional is not in a competitive posi- 
ton with other independent filings. 
During the meetings with Inter Re- 
gional, your committee emphasized the 
Problems faced by the agents in com- 
pleting the application necessary, figur- 
ing the account rate and processing the 
application through the various bureaus 
tor approval, 

he property insurance committee re- 


' quested that the present form be printed 


‘in simple language and _ incorporate 
changes in coverages and rating formula. 
The format should be printed with the 
idea of using the policy as a visual aid in 
the sale of the coverage. 

Inter Regional advised your commit- 





H. EARL MUNZ 


tee that they have prepared a new rat- 
ing formula that will place the Inter 
Regional form in a competitive position 
with other independent policies. We 
have been assured that such changes 
would be made in the very near future. 


Mortgagee Treatment of Homeowners’ 


Policies 
Your committee has received many 
letters indicating that some mortgage 
and lending institutions were either 


charging a fee for processing home- 
owners’ policies or refusing to accept 
them at all; particularly, when the pre- 
mium is to be held in an escrow account. 


In some areas of the country, agree- 
ments signed by the insured holding 


harmless the lending institution are in 
use. 

Your committee recommended _ that 
Inter Regional amend the present errors 
and omissions policy to include all the 
coverages provided under the homeown- 
ers’ policies. In the opinion of your 
committee, this action is the most satis- 
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OLD AS THE HILLS... 
BUT FRESH AS A DAISY! 


236 years of vigorous insurance activity has kept Royal 
Exchange service as modern as todays date! 


Rich with experience agents can use, and alert 
with coperation agents need and appreciate, the Royal 
Exchange has proved to be a profitable connection for 
progressive producers. 


ROYAL EXCHANGE ASSURANCE 


PROVIDENT FIRE INSURANCE COMPANY 
LTD. 
CAR AND GENERAL INSURANCE CORP., LTD. * 


¢ Representation in Principal Cities and Towns of the United 
States and € 


@ The Royal Exchange, established 
236 years ago, is well known 
for its outstanding service. 


Fire, 
Marine, Casualty 
Fidelity & Surety 


Group 


111 JOHN STREET, NEW YORK 


in Most Countries Throughout the World 








factory solution to the problem. 

The property committee recommended, 
as an alternative, that this committee and 
Inter Regional meet with appropriate 
committees of the mortgagee associa- 
tions to prepare an endorsement that 
would be satisfactory to all concerned. 

Inter Regional advised your commit- 
tee that it will promptly investigate the 
feasibility of incorporating coverage for 
homeowners’ policies under the present 
errors and omission policy. 


Multipl: Peril Dwelling Policies 


Your committee recommended to the 
interested bureaus that present package 
policies replacing individual contracts be 
at least as broad in coverage as the 
contracts they replace. Although the 
property committee has not received a 
great deal of correspondence on the sub- 
ject, there were several items that your 
committee considered important enough 
to bring before the bureaus having ju- 
risdiction over multiple peril dwelling 
policies. Among those items discussed 
was the recommendation of a clarifica- 
tion of the apportionment and pro rata 
clauses contained in these contracts and 
a further study of the methods of can- 
cellation where a dwelling policy re- 
places individual contracts. 


Commercial Block Policy for 
Manufacturers 


Your committee, during its meeting 
with Inter Regional, recommended that 
an “all risk” industrial policy be pre- 
pared to provide coverage for manufac- 
turers similar to the present Commercial 
Block policy now available. Inter Re- 
gional informed the NAIA property in- 
surance committee that this subject was 
presently under consideration and an 
announcement would be made in the 
very near future. 

The property insurance committee has 
recommended to the companies that de- 


bris removal coverage be included in all 
reporting forms. 


Factory Insurance Association 

Your committee has received many 
letters from agents regarding the appar- 
ent lack of harmony between FIA and 
the various rating organizations. We 
are well aware of the aggressive solici- 
tation of all types of risks by the Fac- 
tory Mutuals. This subject was dis- 
cussed with Inter Regional and individ- 
ually with members of FIA governing 
committee, suggesting that the industry 
take such action as is necessary in order 
that the agents can maintain a competi- 
tive position. 


Recommended Revision of Replacement 
Cost Forms 
Your committee has strongly recom- 
mended that present rules compelling in- 
sureds to rebuild on the same premises 
be eliminated. This subject was first dis- 
cussed with Inter Regional several years 
ago and, as a result, these restrictions 
do not apply to public and _ religious 
property. The property insurance com- 
mittee will continue to press for the 
adoption of its recommendations. 
Adding Vandalism and Malicious Mis- 
chief Coverage to Extended 
Coverage Endorsement 
In most instances, vandalism and ma- 
licious mischief is automatically added 
to a policy by agents. The additional 
endorsement required, in the opinion of 
the property committee, is unnecessary. 
Your committee has strongly recom- 
mended to Inter Regional that the cov- 
erage be automatically added to the ex- 
tended coverage endorsement without 
any additional premium. 
Application of Deductibles on an 
Occurrence Basis 
Your committee, after receiving letters 
from agent members regarding inequi- 
ties that develop when deductibles are 
applied on an item basis, discussed the 
(Continued on Page 28) 
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JAFFE Agency, Inc. 
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Motley Urges Better Merchandising 
'To Stimulate Interest Of Public 


Learn a lesson from Marilyn Monroe, 
New York publisher and sales expert 
Arthur H. “Red” Motley told the Na- 
tional Association of Insurance Agents 
here Monday. 

“Monroe has curves, but so ‘thas every 
other girl,” Mr. Motley said. “The differ- 
ence is that Monroe merchandises her 
curves—and you know the result. In 
the same way, American’s insurance 
companies should) merchandise what 
they're selling.” 

Mr. Motley told how to merchandise 
by drawing an analogy with the daily 
newspaper. “News is the most salable 
commodity in the world,” he said. “More 
people read newspapers than anything 
else in print. That’s because news- 
papers take pains to discover what the 
reader is interested in. 

“This interest may not be anything 
cosmic or world-shaking,” he said, “but 
if it commands a majority interest it 
gets top billing. The insurance business 
is full of news, but a lot of it hasn’t 
been told. Too often insurance men 
just assume that because a certain type 
of coverage has been offered for years, 
everyone knows about it.” 


Possible New Coverages 


Mr. Motley gave five examples of 
areas in which new types of insurance 
could tbe tailored to take advantage 
of popular interest: 

1. Wedding insurance. “Every father 
of a daughter knows that the day will 
probably come when he'll ‘have to fork 
over for a veil, champagne and_ the 
fixings. Why not set it up in advance 
through insurance ?” 

2. Party insurance. “Every hostess 
knows what it’s like to be rained out of 
a garden party, or ‘have a big club 
or community event ruined by accident 
Why can’t insurance companies, which 
will give you $5,000 travel insurance on 
an airplane ride for 25 cents, do some- 
thing for a thostess ?” 

3. Job insurance. “There’s a difference 


between unemployment insurance, which 
is now mostly public, and job insurance, 
in which a man would receive a payment 
if he was fired for no fault of his own. 
If we ‘have accident insurance why not 
job insurance ?” 

4. Kid insurance. “Every father of a 

son knows what it is to pay up for 
broken windows or a neighbor's fences. 
Why not put the risk on insurance com- 
panies ?” 
5. Clothes insurance. “Everyone knows 
how maddening it is to ruin a new suit 
or dress by spilling coffee or dropping 
a cigarette end on it. What about a 
special 25-cent policy, probably deduc- 
tile, to cover replacement ?” 

These are examples only, Mr. Motley 
stressed, of the type of mass coverage 
insurance which might be offered bv 
U.S. companies in broadening their mar- 
ket and could be merchandised and sold 
through individual agents. 


1957 Meeting in Chicago 

The 1957 annual convention of the 
National Association will be held Sep- 
tember 9-11 at the Conrad Hilton Hotel 
in Chicago. In the last 11 vears, six 
NATA annual gatherings have been held 
in Chicago, one at the Edgewater Beach 
Hotel and five at Conrad Hilton. for- 
merly known as the Stevens Hotel. 


Hl. . Munz Report 


(Continued from Page 25) 


subject during the Inter Regional meet- 
ing. We have recommended that such 
deductibles apply on an occurrence basis 
rather than on the present item basis. 
Your committee will continue to pursue 
this subject 
Uniform Expiration Hour on Fire and 
Casualty Policies 

The trend to “package” both fire and 

casualty coverages has brought about a 


33 Lewis Street. - 





situation that requires immediate action 
by the interested rating organization. 
We have recommended that the fire 
contracts be amended to conform with 
the 12:01 a.m. expiration hour of the 
casualty policies. We have been in- 
formed by Inter Regional that the fire 
insurance companies concur in our opin- 
ion and were assumed that, at the first 
opportunity, such revision in the statu- 
tory policy would be acted upon. 
Flood Insurance 

Your chairman has attended meetings 
with the American Insurance Associa- 
tion on this subject and the NATA had 
issued a statement concerning the re- 
port on flood and flood damage prepared 
by the ATA. We have stated our posi- 
tion as respects the government enter- 
ing the insurance business; however, we 
stated that, if in the wisdom of Congress 
such a program of indemnity were ap- 
proved, the NATA would cooperate in 
its distribution. 

Congress did pass such legislation. The 
NAIA reaffirms its offer to assist in the 
distribution of the flood indemnity pro- 
gram, 
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Association has been established to as- 
sist agents having problems connected 
with property damage insurance of com- 
mercial nuclear reactor plants and re- 
lated facilities. This association will be 
under the direction of the management 
of the Factory Insurance Association, 
although NEPIA is a completely sepa- 
rate organization. 

Al] capital stock insurance companies 
Were invited to participate and commit- 
ments to date indicate a capacity of 
approximately 50 million dollars for each 
risk. NEPIA will not write third party 
liability coverage which, as_ to. stock 
casualty companies, will be underwritten 
by the Nuclear Energy Liability Insur- 
ance Association. 

Inland Marine 

Your committee met with the Inland 
Marine Underwriters Association in 
and discussed the following subjects: 

Personal property floater: During the 
meeting with IMUA, your committee 
recommended that an incentive plan be 
adopted that would be of assistance to 
the agent in securing insurance to value 
under the personal property floater. Your 
committee has recommended changing 
the personal property floater to provide 
for blanket coverage for unscheduled 
jewelry and furs as is now provided un- 
der multiple peril policies. During this 
meeting, your committee reviewed the 
coverages provided by individual policies 
and recommended that the personal line 
floaters be as broad as the contracts 
they normally replace. 

Jewelry and fur floater: Your com- 
mittee has recommended that the bureau 
develop a form that will allow specific 
insurance to be excess as respects spe- 
cified perils when similar coverage is 
provided under multiple peril and other 
policies. 

Use of Mandatory Deductibles 

The property committee discussed the 
recent changes in the personal property 
floater approved in New York. Your 
committee informed the Inland Marine 
Underwriters Association that the NAIA 
Was opposed to any plan that would 
require the countrywide use of a man- 
datory deductible. 

The committee also 
IMUA of the concern of NAIA mem- 
bers of the invasion of selective and 
deviating companies in the inland ma- 
rine field. We suggested that such de- 
velopments be immediately recognized 
and such action as is necessary be taken 
in order that the agents can maintain a 
competitive position in this field of in- 
surance, 

Serving with Chairman Munz on the 
property insurance committee are: 

John L. Ebaugh, Jr., vice chairman, 
Birmingham, Ala.; Frank R. Bell, Jr. 
Charleston, W. Va.; Louis D. Burkhal- 
ter, Jr, Cedar Rapids, Iowa; Donald L 
Davis, Sioux Falls, S. D.; Val S. Daw- 
son, Houston, Texas; J. Reynolds Pratt, 
Smyrna, Del.; Jack Schroeder, Chico, 
Calif.; Edwin P. Simon, Chicago, Ill; 
James Spellman, Jr., Kansas City, Mo.; 
George A. Timm, Kenosha, Wis. 


informed _ the 
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Scene from The American Insurance Co. Animated Slide Film 





HE Your prospecting friend, Harry Hazard, has a 
packful of sales tools to help you discover a whole 
mine of increased profits—on A Walk Down Main 
Street. 

These tools point the way to successful account 
selling, for business and personal lines, based on 
the tested and proved American Protection Plans. 
With these plans, American producers demon- 
strate effectively to their clients and prospects the 


economy of sound insurance protection. 


Return the coupon below for your copy of the new 






uCr 
‘Ss OUR pROO 


Nework, Mow Jersey 





THE AMERICAN INSURANCE CO. © BANKERS INDEMNITY INSURANCE CO. 


2 ti, 








“A Walk Down Main Street’ 


kit ““How To Profit By A Walk Down Main 


Street.” It will show you how to increase your 


premium volume, taking advantage of the latest 


6 . . 
packages” of insurance protection. 


“A WALK DOWN 
MAIN STREET” 


The American’s newest 
selling film is being 
shown throughout the 
United States and 
Canada. Ask your 
American fieldman about 
a showing in your area. 


THE AMERICAN INSURANCE CO. 
15 Washington St., Newark 1, N. J. 


Please send me my free copy of “How To Profit By A Walk 
Down Main Street.” 


Name 


Sales and Adv. Dept. 0-9 





Company. 





Address 





City. 


State. 
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liens know the advantages in 


offering policies of a well known 
insurance company. For more than 
246 years the SUN, oldest insurance 
has been 


And 


company in the world, 
favorably known to millions. 
behind this name is an unequalled 
record of distinguished service and 


proper protection to fit the ever 


changing needs of the times. 
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FIKE AND ALLIED LINES 


SUN 
INSURANCE 
OFFICE 


LIMITED 


SUN INDEMNITY CO. 
OF NEW YORK 


NEW YORK: 55 Fifth Avenue 
Chicago: 309 W. Jackson Boulevari 


San Francisco: Swett & Crawford, Gen’l Agte 








National 


Association 


——— 


of Insurance Agents 





aie KNOy, Herndon Gives Washington Report 


Major Test of Adequacy of State Regulation Is Foreseen; 


FHA Victory Shows Strength of Organized Agents; 
Flood Insurance Program, and Agents’ Part, Outlined 


Consensus in Washington is that af- 
fairs are building to a climax for the 
first major test of the adequacy of state 
insurance regulation Maurice G. Hern- 
don, Washington representative of the 
NAIA, told the national board of state 
directors at the Waldorf-Astoria this 
week. Whether the test will first be 
in the courts or in an investigation by 
Congress remains to be seen he stated. 
Mr. Herndon observed that there is a 
trend toward increasing Federal govern- 
ment activity interest in insurance mat- 
ters. 

Several attempts in the past by mem- 
bers of Congress to make such an inves- 
tigation have come to naught, but con- 
tinued interest in this matter can be 
expected, Mr. Herndon said. It could 
be that the FTC investigations in the 
accident and health insurance field, to- 
gether with Congressional investigations 
into alleged tie-in sales of credit insur- 
ance and welfare funds, might precipitate 
the first showdown of state vs. Federal 
regulation of insurance since the end of 
the moratorium, June, 1948, provided for 
by Public Law 15. 


Federal Moves to Eliminate Agents 


“The success of the fight in Congress 
to stop the Administration’s effort to es- 
tablish a self-insurance fund in the FHA 
on repossessed properties, although a 
major victory for a principle, with a 
powerful impact on the Congress, is by 
no means expected to end proposals to 
‘streamline’ Federal government policy 
on insurance through various kinds of 
group insurance plans, self-insurance 
funds, and creation of special Federal in- 
surance funds, most of which, with the 
exception of flood and crop insurance, 
eliminate the local insurance agent from 
his inherent position in the distribution, 
selling and servicing of insurance,” Mr. 
Herndon warned. 

“With defeat of the FHA self-insur- 
ance proposal as an indication of what 
the NATA can accomplish in the grass- 
roots (mobilization of large numbers of 
voters and people who can importantly 
influence public opinion), the NATA thas 
endorsed the ‘Register. Inform Yourself 
and Vote’ program of the Heritage Foun- 
dation as an excellent opportunity for 
local insurance agents and their associa- 
tions to become more active and promi- 
nent in local non-partisan political af- 
fairs. 

“The theory behind this is to increase 
to the proper level the local insurance 
agents’ prestige and influence with local, 
state and national politicos, an influence 
becoming increasingly important due to 
continuing Government inroads into the 
insurance business, much of which origi- 
nates in the wild promises by politicians 
seeking votes,” stated Mr. Herndon. 

“The fight over FHA self-insurance 
was only an opening skirmish in what 
promises to be a long drawn-out battle 
to protect from government interference 
the inherent position of the local insur- 
ance agent in the American economic 
picture. 

“Many other professions and trades 
have found it necessary, for self-preserva- 
tion, to increase their grassroots political 
activity—and they have found that it 
works. The question thas often been 
heard in Washington as to why local 
property insurance agents have not and 
are not doing the same thing. Just 
over the horizon are problems which, 
when they come actively into the open, 
will require maximum local political 


strength if the problems are to be re- 
solved so that the local agency system 
is properly protected. 

“For information on thow to help get 
out the vote, write at once to The Heri- 


tage Foundation, 11 West 42nd Street, 
New York 36, New York. 


Flood Insurance Outlook 


“In the matter of Federal flood in- 
surance, it will be recalled that the 
NAIA joined the companies in testimony 
before Congress that flood insurance as 
such ‘is not practical,’ but the NAIA as a 
public service, offered, with other seg- 
ments of the insurance industry, to do 
whatever was possible and reasonable 
to cooperate with the Federal govern- 
ment, if the government was going to try 
to write flood insurance anyway,” Mr. 
Herndon continued. 

“Members of Congress admit that the 
new Federal Flood Insurance law ‘is by 
no means perfect’ but ‘it was the best 
that could be done under the circum- 
stances,’ At this time the insurance in- 
dustry is awaiting the appointment by 
the Housing and Home Finance Agency 
Administrator of a Flood Insurance Ad- 
visory Committee of from three to 15 
members. Every effort is being made to 
insure that a local insurance agent is in- 
cluded on this Advisory Committee. 
Undoubtedly local agents will be promi- 
nently represented on the working sub- 
committees which will be appointed by 
the yet unappointed advisory committee. 

“However, although it seems highly 
illogical, no assurance ‘has been received 
from Government that a producer will 
ibe on the top advisory committee. Other 
groups wanting to be on this key com- 
mittee are the various types of insurance 
companies, various interested Federal 
agencies, of which there are about eight, 
labor, farmers, public interest groups, 
and Congress. 

“Since the White House is pressuring 
for activation of this flood insurance 
program prior to the elections, an early 
announcement of advisory committee 
members can be expected. It will ‘prob- 
ably be several months later,’ however, 
before organization can be completed and 
flood insurance policies made available to 
the public. 

“States desiring to participate in the 
program should bear in mind that they 
must ‘have flood zoning in effect by 
June 30, 1958, and by June 30, 1959 be 
ready to pay 20% of the flood insurance 
premium of the assured. Until those two 
dates the Federal government will ‘go it 
alone’ through the insurance industry. 

“Tt is already known that Federal flood 
insurance policies will be on a one-year- 
non -cancellable, premium - in - advance 
basis, with a specific delayed effective 
date. 

Flood Compensation for Agent 


“No rate of compensation for the local 
agent has been discussed by NAIA repre- 
entatives of HHFA, although it was 
suggested by HHFA that the War Dam- 
age Insurance compensation for agents 
‘might be the basis for future discus- 
sions.’ That rate was 5%, subject to a 
minimum fee of $1 per policy with a 
maximum of $1,000,” Mr. Herndon re- 
called. 

“Although the last Congress killed the 
atomic energy insurance bills providing 
for the establishment of a Federal third- 
party liability insurance coverage of up 
to $500 million, the atomic energy indus- 
try is proceeding confidently to expand 
in the belief that Congress early next 
year will reconsider and pass such a 
Government insurance program. This is 
expected inasmuch as the polling of 
private insurance companies will allow 
only a $65 million top cover for individual 
nuclear power plants, whereas the Gov- 
ernment and the atomic energy industry 
agree, at this time, that coverage up to 
$50 million is required for each atomic 
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PRESIDENTIAL can, COTATIONS 


Bell, Jr., Bedwell, Ena! England, Kraus, Lar. 
son, McNew, de. Maguire, Munz, 
North, Thee Honored by NAIA 

Ten local insurance agents were espe- 
cially honored by President Kenneth 
Ross of the National Association at the 
opening general session of its 60th an- 
nual convention Monday morning. 

Presidential Citations were awarded 
by Mr. Ross to the following individuals 
for bringing prestige and credit to the 
American Agency System during the 
past year through accomplishments jn 
their business, civic or personal lives: 

Frank R. Bell, Jr., Charleston, W. Va. 
chairman, Southern Agents Territorial 
Conference. 

Warren A. Bodwell, Manchester, 
N. H., past chairman, Eastern Agents 
Conference. 

Frederick J. England, Cambridge, 
Mass., state national director, Massachu. 
setts Association. 

James C. Kraus, New Orleans, La, 
past president, New Orleans Insurance 
Exchange. 

Harold B. Larson, Portland, Ore., state 
national director, Oregon Association, 

: 25; McNew, Jr, Pine Bluff, Ark, 
chairman, NAIA finance committee. 

John J. Maguire, Philadelphia, chair- 
man, Eastern Agents Conference. 

H. Earl Munz, Paterson, N. J., 
man, NAIA property committee. 

Everett North, Billings, Mont., state 
national director, Montana Association. 

George A. Timm, Kenosha, Wis., state 
national director, Wisconsin Association. 


chair- 





Mayor Wagner Welcomes 


Convention to New York 
Albert E. Mezey of New York, gen- 
eral chairman of the NAIA convention, 
Monday morning, briefly welcomed the 
annual gathering to the city and then 
introduced Mayor Robert F, Wagner as 
official spokesman for the city. The 
mayor is also at present candidate for 
United States Senator from New York 
on the Democratic ticket. 

Mavor Wagner spoke of the steady 
growth of the citv, as evidenced by ex- 
tensive new building. He also invited 
the delegates to visit the newly refur- 
bished City Hall, with its treasures of 
American historv. The mayor com- 
mended the NATA code of ethics and 
its objectives of highest standards in 
the insurance business. 





power plant. 

“Government officials state quite 
frankly that ‘it is doubtful that many 
local agents will be able to participate’ 
in this unique, new and _ still largely 
experimental program. When this mat- 
ter is reopened by the next Congress, 
complete details will be furnished. 


Tax Relief on Prepaid Income 


“There is considerable optimism that 
the NATA will be able to obtain some 
necesary tax relief for local agents on 
prepaid income during the next session 
of Congress. A bill to accomplish : 
least part of this relief was introduced 
in the last session of Congress but 
died without any action being taken. 
The bill’s author has promised to r in- 
troduce the bill early next session and 
has assured a ‘sympathetic hearing’ to 
NAIA representation dealing with Sec- 
tions 452 and 462 of the Internal Reve- 
nue Code. The Treasury Department 1s 
also ‘sympathetic’ to the need for tax 
relief on the subject of premiums paid 
in advance on term insurance policies. 

“Renewed Federal activity in develop- 
ing group accident and ‘health insurance 
for Federal employes and moves to ex- 
pand, with Federal assistance, private 
hospital and medical expense coverages 
can be expected in the next Congress. 
a — these moves died for this yeu 
when Congress adjourned.” 
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The city 


that 
WOULDN'T 
BURN 
DOWN! 
















In the Philippine port of Davao one night, a terrifying 
light flared and spread with the wind. Fire was loose! 


It burned beyond control, despite all efforts to quench 
it, devouring warehouses, offices and stock worth mil- 
lions of dollars. 


Fires burned for a month. 


But so swiftly did agents for American International 
Underwriters go to work, that within the same month, 
90 percent of their claims were processed—and closed! 
Rebuilding started before the fires were out. 


Such on-the-spot American service is typical of Amer- 
ican International Underwriters whose representatives 
are located just about everywhere in the world. 


Private American investments abroad, also located 
just about everywhere, now total over 18 billion dollars 
with an increase of 6 billions in the last three years 
alone. These investments imply tremendous insurance 
opportunity, some of it probably originating in your 
own locality. 

It’s easy to handle. You only need the same kind of 
information for risks abroad as for those at home. 
Policies are written in familiar American terms, losses 
paid in the same currency as premiums, or, where local 
law allows, in U. S. dollars. 

Remember, you don’t have to be an expert to handle 
foreign risks. Take them to AIU —and AIU is your 
expert. For full information and literature, write to 
Dept, F of the AIU office nearest you. Or call in person. 


AMERICAN INTERNATIONAL 
U UNDERWRITERS 


New York « Boston « Washington, D.C. « Detroit » Chicago « New Orleans 
Dallas » Houston + Denver » San Francisco » Los Angeles «+ Seattle 
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New York Agents’ Vice Presidents 
Active In Building Assn. Membership 


York State Association of 
appointed the 


The New 
Insurance Agents has 
regional vice presidents as members of 
the membership and local board com- 
mittees to Chairman Alma P. 
Sherman of Schenectady in the member- 


assist 


ship drive and in formation of new local 
boards. 

The regional vice president for District 
#1, which includes the suburban and 
metropolitan New York area, is William 
of Bronxville. For District 
+2 the vice Alex 
man of Catskill and ‘his territory includes 


A. Kleine 
president is Gross- 
the Hudson Valley counties on both sides 
of the river. Mrs. Sherman is the vice 
for District +3 which 
and extends 


president com- 


prises the capital district 
north as far as Glens Falls. 

Leo D. Mahoney is vice president for 
District +44 which includes the Adiron- 
dacks and far northern counties. Carl K. 
Seymour of Oswego is vice president of 
District +5 which includes the Syracuse 
area and extends south to Binghamton 
and north to Oswego County. Robert J. 
Grab of Rochester is vice president of 
District +6 and his territory includes 
the area around Rochester and south to 
the Pennsylvania border. District +7 is 
the far western section of the state and 
the vice president is Harry Lown of 
3atavia. 

Mr. Kleine is vice president of Ley 
Management Corporation in Bronxville 
and is a past president of the West- 
chester County Association of Insurance 
Agents and a past president of the 
Suburban New York Association. He is 
serving a second term as director of the 
New York State Association. 

Alex Grossman has his agency in 
Catskill and was instrumental in the 
formation of the Greene County As- 
sociation during the past year. 

Leo D. Mahoney is secretary-treasurer 
of Rogers and Ashe, Inc. with offices in 
Little Falls. He is a member of the 
New York Insurance Speakers Bureau. 

Carl K. Seymour, who recently moved 
his insurance office to ‘his own building 
in Oswego, is vice president of the Os- 
wego County Association. 

Robert J. Grab, assistant vice presi- 
dent of the James Johnston Agency in 
Rochester, is a past president of the 
Underwriters Board of Rochester which 
is now the Monroe County Association 
of Insurance Agents. He has been a 
member of the board of directors of the 
New York State Association for two 
years and served as a member of the 
executive committee last year. 

Harry Lown is associated with this 
father in Frank A. Lown Co. located in 





Fire Association Extends 
Territory of Williams 


The territorial supervision of Re- 
gional Manager W. D. Williams, Jr., of 
the Fire Association Companies, has 
been extended to include the state of 
New York (except New York City and 
its suburbs). Mr. Williams has been 
regional manager in charge of the six 
New England states, over which he will 
still maintain control. New York State 
includes three separate fields with three 
field offices located at Albany, Syracuse 
and Rochester. Mr. Williams will con- 
tinue to operate from *his office in 
Boston. 





NORTH AMERICA DIVIDEND 
The Insurance Company of North 
America thas declared a regular dividend 
of 62% cents a share on the $5 par 
capital stock, payable October 15 to 
stockholders of record September 28, 
1956. 


He is a member of the New 
York State Insurance Speakers Bureau 


Batavia. 


and was active in the formation of the 
Genessee County Board some years ago 
and brought about the formation last 
year of the present two county Genesee- 
Wyoming Association of Insurance 
Agents. 


Ansul Introduces New 
Water Fire Extinguisher 


A new stored-pressure water fire ex- 
tinguisher has been introduced by Ansul 
Chemical Marinette, Wis., 
manufacturer of dry chemical fire ex- 
tinguishing equipment. The extinguisher 
has a 2% gallon capacity. Underwriters’ 
Laboratories has classified the unit 2-A, 
the highest rating given to exstinguishers 
of this capacity for use on Class A 
(wood, paper, rags, etc.) fires. 

An important feature of the new unit 


Company, 


is its shut-off control. The operator j, 
able to turn off the water at will, there. 
by reducing water damage to a minimum 
and allowing most efficient use of the 
water contained in the unit. No boune. 
ing or inverting is needed to activate 
the extinguisher. The stream of water 
is released by merely operating the 
squeeze grip carrying handle. The wate; 
stream, supplied by full capacity i; 
pressure from start to finish, has 
range of 35 to 40 feet. 

List price for the stainless steel unit 
is $47; brass is $56.60 and chrome plate; 


J 


a 
4 


brass is $64.60—with discounts for quan. 


tity purchases. 
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Northern Assurance Names 


Kroemer Special in N. J. 
The Northern Assurance and Ameri- 
can Marine & General announce ap- 
pointment of Fred C. Kroemer as spe- 
cial agent for both companies for New 
Mr. Kroemer received his edu- 


Jersey. 
cation in the schools of New York. He 
served with the U. S. Army in the 


European Theatre until his discharge in 
1945. He then joined the Northern As- 
surance Group in the New Jersey de- 
partment, eventually becoming under- 


COOPER NAMED STATE AGENT 

James B. Cooper has been  ap- 
pointed as state agent for eastern Kansas 
for fire and inland marine by the North 
British Group, succeeding Willis A. Hart, 
resigned. Since the Topeka office has 
been closed, Mr. Cooper will make his 
headquarters at the Western department 
office, Kansas City, Mo. 





writer for that territory. 

Mr. Kroemer will have headquarters 
in the company’s Montclair office and 
will be associated with State Agent 
Arthur W. Dahl and Special Agent 
Fred Reuter. 


F. D. Cochran Dies at 86 


F. D. Cochran, 86, who retired in 
1947 as a partner in the Trezevant & 
Cochran general agency of Dallas, Tex., 
after 57 years with the firm, died at his 
home in Dallas, September 6, after sev- 
eral years of failing health. A native 
of Covington, Ky.., he moved to Dallas 
in 1890, joining the Trezevant & Cochran 
firm as a map clerk. He later went into 
the field, becoming an executive special 
agent, and was named a partner of the 
firm in 1907. Mr. Cochran played a key 
part in Texas insurance circles through- 
out his career. He was a 33rd Degree 
Mason. 





1 Rt . 


writing fire insurance 
‘across the board” 


American Surety is now writing all standard forms of fire protection 
on all classes of risks: residential, commercial and manufacturing 


Offers agents 4 advantages: 


1.A modern fire- -company — 
brought to you by experienced fire men. 

























and naturally... 






2.On-the-spot facilities of a nationwide 
network of branch and claim offices... 


3.‘‘One-stop” service within one company 
—with all that multiple-line 
means for both agents and their clients. 


4.Agents will have the full advantage of 
our more than 70 years’ experience in the 
bonding field and our complete facilities 
and long experience in casualty lines. 


AMERICAN SURETY cons 


FIDELITY * SURETY * CASUALTY * FIRE * INLAND MARINE * HOMEOWNERS +» ACCOUNTANTS LIABILITY 
Agency & Production Department 


100 Broadway, New York 5, N. Y. 


Please send me a copy of your special 


FIRE issue of “Mailroad to PROFITS.” 


approach. 
writing 


issue of 


our fire policy . 
means to you. 


and mail it today! 


\ame 


Just fill out the handy coupon below ae 


Take a look, for instance, at this 


Modern “snap-out” policy form—with 
memorandum of insurance built into each 
policy. Write once and the job is done! 
Planning to save the agent’s time is the 
key-note of American Surety’s fire 


Here’s how to get full information 


Write today for our special FIRE 
“Mailroad to PROF- 
ITs.” It tells you all you want 
to know about what’s behind 
.and what it / 








* AVIATION 





{gency 





Street 





City 


State 








FOUR ON N. Y. COMMITTEE 





Clauss, Gode, Sweeny and House to 
Serve With Chairman Mang on 
Agents’ Fire Safety Committee 

C. Fred Ritter of Middletown, presi- 
dent of the New York State Association 
of Insurance Agents, has appointed 
James T. Clauss of Buffalo, Austin C. 
Gode of Amsterdam, Philip J. Sweeney 
of Livonia and Carl F. House of Parish 
to the fire safety committee of the asso- 
ciation. These men will assist Chairman 
Sidney Mang in developing fire preven- 
tion and fire safety activities on the 
part of local boards and individual agents 
throughout New York State. 

Mr. Clauss is vice president of E. T. 
Clauss & Company and a director of the 
Greater Buffalo Association of Insurance 
Agents. He served as chairman of the 
fire prevention committee of the Buffalo 
Association and has also served on ‘the 
fire safety committee of the New York 
State Association. Mr. Clauss is a past 
director of the Casualty and Surety Club 
of Buffalo and is a member of the Buf- 
falo Chamber of Commerce. 

Mr. Gode, who operates his own 
agency in Amsterdam is president of the 
Amsterdam Insurance Underwriters. He 
is a past president of the New York 
State Society of Real Estate Appraisers. 
Mr. Gode served as Commissioner of 
Public Safety of the City of Amsterdam 
from 1954 to 1956. He has served as 
deputy clerk of the Montgomery ‘County 
Board of Supervisors and as a supervisor 
of the 6th Ward for three terms and 
chairman of the Board of Supervisors in 
1949, 

Mr. Sweeney, who operates his own in- 
surance agency in Livonia, is both a 
Chartered Life Underwriter and a Char- 
tered Property Casualty Underwriter. He 
entered insurance in 1928 and operates, in 
addition to the insurance agency, the 
Livingston Discount Company in Livonia. 

Mr. House, who has his agency in 
Parish, has just completed a three year 
term as director of the New York State 
Association of Insurance Agents and was 
the first secretary of the Oswego County 
Association and instrumental in its for- 
mation several years ago. He has been 
for 14 years town clerk and registrar of 
vital statistics of the Town of Parish and 
despite paralysis as the result of a polio 
attack at the age of 18, he has found 
time to be active in business and com- 
munity affairs 


McDevitt & Sons Citi 
Fitchburg, Mass., Office 


James J. McDevitt and Sons, Inc., 
ton independent adjusters with offices in 
Portland, Me.; Providence, R. I., and 


30s- 


Dover, N.H., announce opening of an 
additional branch office at 470 Main 
Street, Fitchburg, Mass. 

President James J. McDevitt says, 


“Expansion into western Massachusetts 


represents further progress in our at- 
tempt to provide ‘on the spot’ adjust- 
ment service for companies writing in 


New England. This new branch will en- 
able us to provide speedier service to an 
area previously covered by our Boston 
office and it is with extreme pride and 
satisfaction that we offer these wide- 
spread facilities.” 

Appointed as adjuster- in-charge of the 
Fitchburg office is Robert L. McGrath, 
who has spent several years with the 
organization in its Boston operation. Mr. 
McGrath was born in Boston and has 
spent his entire lifetime in this area. He 
was formerly associated with the Vet- 
erans Administration. 


FIREMAN’S FUND CHANGES 

Two field changes in the Rocky Moun- 
tain states are announced by the Fire- 
man’s Fund Insurance Group. Robert R. 
Rollings has been transferred from Cas- 
per, Wyo., where he was a multiple line 
fieldman, to the Denver headquarters of 
Fireman’s Fund where he will: take on 
the responsibilities of fire production 
engineer. Donald R. Hurst, until re- 
cently in the Denver office, has taken 
over special agent duties in Wyoming, 
replacing Mr. Rollings. 
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Considers Subjects for Discussion at 1957 Annual Gathering in 
Washington; Doremus Calls for Intensive Public Relations 
Efforts; Maguire Poses Questions for Study 


The Eastern Agents Conference, meet- 
ing Monday morning during the 60th 
annual convention of the NAIA, devoted 
itself largely to consideration of prob- 
lems to be discussed at the 1957 annual 
gathering of the EAC, scheduled for 
March 17-19 at the Hotel Statler in 
Washington, D. C. Chairman John J. 
Maguire, Philadelphia, presided. There 
were several hundred agents present 
from the 12 states and District of Co- 
lumbia in the Eastern Underwriters As- 
seciation territory. 

Other EAC officers who participated 
in the meeting were First Vice Chairman 
Arthur B. Fair, Natick, Mass.; Second 
Vice Chairman Charles H. Frankenbach, 
Westfield, N. Treasurer Valmore O. 
Forcier, Mer ad Conn., and Secretary 
Arthur L. Schwab, Staten Island, N. Y. 

Looking to the future the EAC has 
already arranged its annual meetings 
for several years ahead. For 1958 Atlan- 
tic City has been selected; after that, 
Soston in 1959, New York City in 1960 
and Philadelphia in 1961, in conjunction 
with that year’s midyear meeting of the 
National Association board of directors. 


No Conference With Companies 


E. Stuart Windsor, Baltimore, chair- 
man of EAC conference committee, had 
no report on any conference with com- 
pany representatives because of the early 
date of this NAIA convention following 
the Summer vacations precluded any 
get-together with the company execu- 
tives. Frederick W. Doremus, manager 
Eastern Underwriters Association, spoke 
highly of the company-producer con- 
ferences. There are many common prob- 
lems, he said, and the companies need 
the advice of the intelligent men who 


sell the products of the insurers. 


On public relations Mr. Doremus out- 
lined plans of the field clubs in EUA 
territory to cooperate with the many 
local boards of agents. A folder has 
gone to fieldmen and agents’ leaders 
citing what can be done and urging 
action through cooperative effort. He 
stressed as a few leading subjects for 
successful public relations treatment 
those of fire safety, Clean-Up Week, 
auto driver safety and safety in public 
schools. Public relations at the local 
level, he emphasized, is a most effective 
means for making favorable public im- 
pression. 

In states in the EUA field Pennsyl- 
vania and Connecticut have for some 
time been carrying out extensive public 
relations programs and similar plans are 
being projected in New York and New 
Jersey, with other states giving initial 
consideration to programs. 

Chairman Maguire, who spoke at 
length on questions the agents should 
consider at EAC meetings, said that a 
recent suggested improvements and bet- 
terments clause recommended by the 
EVA met with some objections from 
agents. One was with respect to owner- 
ship of improvements, whether such are 


the property of the insured tenant or 
landlord, under certain conditions. An- 
other centers around the coinsurance 


clause, the question being whether the 
policy insures actual cash value or orig- 
inal cost. 


Fire and EC Fields Not Saturated 


Mr. Maguire told the agents there is 
ample room for additional selling of 
dwelling lines in the Eastern field. He 
said a survey shows that while nation- 


Insurance 


Agents 


in New York 

















wide about 12% of policies are written 
for fire only, in the East it is 21%. 
Throughout the whole country including 
the East, about 70% of assureds carry 
extended coverage insurance, and as for 
additional extended coverage the nation- 
wide figure is 3.5% and in the East alone 
5%. On the new broad dwelling policies 
the nationwide sales figure is 9% against 
only 2% in the Eastern field. 

A proposal which was relayed to Mr. 
Maguire and offered to the meeting 
brought a mixed reception. It was that 
all the present dwelling policies be dis- 
continued and replaced with a revised 
1A form to include all provisions of 
now existing policies. The only excep- 
tions would be to continue the “all-risk” 
building form but with a format similar 
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Garage Keepers Legal Liability 


o2 CLIFF ST. 


Complete Facilities For 
EXCESS —SURPLUS — REINSURANCE 


The Hard To Place Lines on Which We Specialize: 


General Liability 
Retrospective Penalty Prem. 
Excess Compensation 
Products Liability 
Malpractice 

Chattel Mortgage Non-Filing 
False Arrest 

Burglary 


OUTSTANDING FACILITIES 
PROMPT SERVICE 


GEO. F. BROWN & SONS 


NEW YORK 38, N. Y. 
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Fire and Allied Lines 
Depreciation 

Water Damage 

Inland Marine 

Livestock Mortality 

Errors and Omissions 
Excess Motor Truck Cargo 
Professional Indemnity 


to the suggested dwelling form, and the 
Homeowners “C” policy with revisions 
Exclusions would be prominently stated 
in such a uniform form. 

Joseph A. Neumann, Jamaica, N. Y, 
past president of NATA, didn’t favor this 
proposal and stated his opposition t 
any attempt to eliminate the Compre- 
hensive Dwelling Policy. Mr. Maguire 
said he is not the author of this plan, 
but offered it as it came to him from 
a member. 


Higher Deductibles? 


To meet the present high underwriting 
losses of companies Mr. Maguire asked 
whether the companies should charg 
higher rates, or offer optional deduc- 
tibles of $100 or $200, with reasonable 
rate reductions. He did not seek an 
answer, saying the subject would come 
up again at the 1957 Washington gather- 
ing. He also brought up the matter o’ 
graduated rates on dwellings, now under 
consideration in Texas and Florida. 

Another problem centers around oil 
burner smoke damage to a_ neighbor’ 
house. The present EC form is now 
limited in coverage to smoke damage 
from the furnace to the premises of the 
assured, 

Morton V. V. White, Allentown, Pa 
member of NATA executive committee 
stated that in his opinion the charges 
in installment policy rates are too com- 
plicated and should be revised, particu: 
larly where new policies are written that 
involve cancellation of existing covers 
He said young women in_ insurance 
offices just could not figure out the righ! 
charges and a simplified system shoul 
be devised. 

It was suggested that the companmie 
be asked to extend the operations of thé 
Factory Insurance Association so as t 
protect agents, competitively, on mat! 
lines now being lost to the Factory Mt 
tuals. Chairman Maguire and H. Eat 
Munz, who heads the NAIA  properti 
insurance committee, stated that thi 
problem is now being considered on ‘ 
national basis. : 

Others who spoke at the EAC meetm: 
included Hunting T. Block, Washingto! 
D. C. and George Margraff, Philadelphi 


| E. M. Allen Welcomed 


E. M. Allen, retired executive vi 
president, National Surety Corp., 10 
living in Keswick, Va., was a welcomt 
visitor at the NAIA convention at th 
Waldorf-Astoria. 
president of NAIA 





having served " 


Ark. Over the years Mr. Allen has bee 








can Agency System. 


He is the oldest livin! 
1917-18 when he was an agent in Helen 


a strong figure in the business, partic’ 
larly in his championship of the Ameti 
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~ Kenneth Black’s Address 


(Continued from Page 21) 


risks Of every kind and nature in all 
parts of the country. Upon this highly 


organized = and intelligently arranged 
body of information we base our pricing 
| We _ have established rate 


methods. ee 
ievels for the many classes of business 


by careful and honest interpretation of 
these long accumulated and frequently 

jewed tacts. : 
oa. of the principal aims of all this 
work is to see that our rates are not 
excessive. Moreover, we have done a 
good job in preventing unfair discrimi- 
nation as among these many classes of 
risks, and as between the individual 
risks in a class. These things are, of 
course, in the public interest, and we 
must let nothing keep us from continu- 
ing to render the same public service. 
“What chaos would develop if we 
companies or agents withdrew our sup- 
port from these rating organizations, 
and they should be removed from the 
scene overnight! Yet, we are not with- 
out elements in our business that would 
discredit our rating bureaus, ridicule 
them, and where it is possible under the 
law, refuse to support them,” Mr. Black 
declared to the agents. 


Loss Service Facilities 


“This business of ours—with its mer- 
chandising system we are talking about 
—maintains large organizations which 
handle losses for all companies conduct- 
ing business under our system. Through 
these organizations we attempt to pro- 
vide the best possible loss coverage and 
service on a nationwide basis—and even 
our competitors recognize it as a good 
service, because when we improve it 
and very properly retain it to ourselves, 
we are attacked because we will not 
share the service with them. We are 
untiring in our efforts to make our loss 
services constantly better, and we are 
determined to retain this facility for the 
benefit of the companies and the agents 
who have built it with their time and 
money and who have loyally  sup- 
ported it. 

“As representatives of the American 
Agency System, you cannot preserve 
your way of business life if you do not 


believe sincerely in that system and 
support it fiercely. You must be its 
spokesman and champion. You must 


guard it and protect it and be ever alert 
against efforts to wreck it; you must be 
ever watchful for the first sign, the first 
move on the part of anyone, no matter 
who it is, to undermine and upset this 
sound way of doing business. 


Unlicensed Competition From Abroad 


“There is developing into major pro- 
portions one certain, unsound practice 
that will strike deeply to the heart of 
the American Agency System if it is 
allowed to continue unchecked. I refer 
to the growing number of companies and 
msurers who are today doing business 
throughout the country and siphoning 
off premiums at an alarming rate, with- 
benefit of licensing by the state. 
“With a change in the world economy, 
with inflated currencies, blocked money 
areas and the like, the United States 
dollar has become the most sought after 
currency in the world. As a result, those 
who want that currency have stepped 
up their efforts to capture the American 


| Msurance premium dollar. Unlicensed in 


our several states, these companies and 
underwriters are not compelled to file 
lorms or rates as the admitted licensed 
are very properly required 
by lay to do. 
. These unlicensed competitors are not 
lorcecd to comply with those require- 
Ments of our laws which forbid exces- 
‘ve or unfairly discriminatory rates— 
Which is the first of the ten insurance 
‘commandments. They are not taxed nor 
do t ey pay taxes as we licensed com- 
panies do. They contribute nothing to 
the support of our rating bureaus or 
other organizations that have been set 


up to assist in conducting an orderly 
business based on the principles of our 
system, 

“Rather, they operate on the fringes 
and in a manner that is undermining 
much of what we try to promote and 
foster for the good of the business that 
you and I are engaged in. They charge 
whatever rate they please; they may dis- 
criminate as they choose between one 
policyholder and another—things that 
our laws clearly forbid us to do. They 


change forms by the trifling extensions 
of coverage or inconsequential restric- 
tions, merely in the hope of circumvent- 
ing certain requirements of our surplus 
line laws. 

“Free to set whatever price they 
choose on a particular line that appeals 
to them, and turn a cold shoulder when 
they wish—in short, to skim off what 
they are pleased to consider the cream, 
but accept no part of what remains— 
they are taking out of this market hun- 


dreds of millions of dollars in premiums 
every year. Their method of operation 
is harmful to the interests of insurance 
agents. Yet it is a fact—and a most 
regrettable one—that a few members of 
this association succumb to competitive 
pressure and place business with them. 
“Here is a place where you can do 
much good. What is accomplished must 
necessarily be done at the state level. 
Stronger state laws, and stronger en- 
forcement of them, is the answer.” 
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Ocean and Inland Marine ° 


Aviation Insurance through Associated Aviation Underwriters 


Transportation ° 
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— : i tape measure may provide an 
== accurate measurement of girth ... but girth is no 
accurate measurement of leadership. In this highly 
ee technical age “close tolerances” are every-day 

. standards . . . whether gauging the accuracy of a 
= _ fine moving part in a precision instrument . . 

= to evaluating the services rendered by a business 
| organization. The philosophy of Chubb & Son for 
Ea <n almost three-quarters of a century is characterized 
==. by the development and expansion of the 

ag individual phases of its services . . . each a 

Et precison part of a precision function. Its leadership 


is the natural result of its 
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“close tolerance”’ 
performance. Chubb & Son squarely meets today’s 
exacting methods of gauging .. . a true measure 


SON, Underuriters 


90 John Street, New York 38, New York 


Managers 


FEDERAL INSURANCE COMPANY ¢ VIGILANT INSURANCE COMPANY 


THE MARINE INSURANCE CO., LTD. * THE SEA INSURANCE CO., LTD. 


LONDON ASSURANCE (MARINE DEPT.) *« ALLIANCE ASSURANCE Co., LTD. 


Fire and Automobile ° 


Casualty ° Surety . Fidelity 
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Valuable Papers and Records and 


Accounts Receivable Covers Stresssed 


l’aluable papers and records of insurance 
and accounts recewable coverage were 
among policies suggested for selling by 
Urban M. Lelli, secretary of the Phoenix- 
Connecticut Group, when he addressed the 
rural and small lines agents’ breakfast, 
Wednesday morning, during the 60th an- 
nual convention of the NAIA at the 
Waldorf-Astoria Hotel in New York. Mr. 
Lelli stressed these lines as important for 
clients and the market for them is not 
fully developed. In telling agents why 
these policies should be bought by business 
concerns Mr. Lelli stated: 

A number of years ago the fire com- 
panies inserted the following two lines 
in their contents form. I quote: “The 
liability of this company under this item 
for loss to books of account, drawings, 
card index systems, and other records 
shall not exceed the cost of blank books, 
blank pages or other materials, plus the 
actual cost of labor in transcribing or 
copying said records.” 

As I interpret this wording, the fire 
policy will not pay for records destroyed 
or damaged unless duplicate copies or 
other data is available to make copying 
and transcribing possible. Under these 
circumstances many firms have no pro 
tection under the fire form. Those who 
have data which enables copying or 
transcribing are protected but to what 
extent? 


Valuable Papers & Records Policy 


How many of you included the value 
of records when purchasing contents 
insurance on your office? I suggest you 
determine the cost of copying your rec- 
ords, including blank material, and in 
crease your insurance accordingly to 
comply with the coinsurance clause, or 
eliminate this item from the fire policy 
by endorsement. 

The best way to insure records is un- 
der a valuable papers and records policy 
which is designed for the purpose. It is 
“all risks” in coverage except against 
wear and tear, gradual deterioration; 
vermin; inherent vice; fraudulent, dis- 
honest or criminal act by the assured, 
a partner therein or an officer, director 
or trustee thereof; War; money; se- 
curities; property held as samples or for 
sale or for delivery after the sale are 
not covered, 

The valuable papers and records policy 
is not limited to f copying or 
transcribing as it insures the actual cost 
of labor, expenses, and material neces 
sary to replace the records. This could 
involve engineering, field, managerial- 
in fact, any activity necessary to replace, 
or the amount insured, whichever is less. 
The policy is available without coin 
surance, 

lf property cannot be replaced with 
other of like kind and quality such as 
original letters, the only remaining book 
of a famous author, etc., the items in- 
volved should be scheduled with the 
amount per article specified which will 
be the agreed value thereof for the pur- 
pose of insurance, 


cost oft 


Rating Formula Simple 

The rating formula is very simple and 
is available to you to enable quotation 
at time of solicitation. The premium 
compares favorably to that charged for 
fire and extended coverage on a coinsur- 
ance basis. 

Prominent prospects are banks, _li- 
braries, building and loan associations, 
attorneys, architects, accountants, en- 
gineering firms, mortgage loans, real es- 
tate, insurance—in fact, your prospects 
are unlimited—any office, mercantile and 
manutacturing firm that has records. 


Accounts Receivable Cover 


Another interesting and fast-growing 
form of protection is accounts receiv- 
able insurance. In my opinion, and sub 
ject to very few exceptions, this type of 
protection is as important as insurance 
on building and contents. I suggest, at 
the beginning of your sales approach, 
you fix in your mind what is _ repre- 
sented by accounts receivable in con- 
nection with a manufacturer, wholesaler, 
retailer, or professional firm, and others 
that only sell service. 

Among other things, you will deter- 
mine accounts receivable represent 
transactions completed except for the 
receipt of the money. 

The customer or client has received 
the merchandise as ordered or the bene- 
fits of the professional service and 
agreed to the price for same, and credit 
being a usual way of transacting busi- 
ness, he will pay upon receipt of a bill 
or statement within 30, 60, 90, or more 
days, and until payment is received, the 


transaction remains open. If there are 
hundreds or thousands of these open 
items, the situation could become serious 
if the Accounts Receivable records were 
destroyed. 

The accounts receivable policy insures 
all sums due the assured from custom- 
ers provided the assured is unable to 
effect collection thereof as a direct re- 
sult of loss or damage to records of 
accounts receivable. The policy also cov- 
ers interest charges on any loan to off- 
set impaired collections pending repay- 
ment of such sums made _ uncollectible 
by such loss or damage; collection ex- 
penses in excess of normal collection 
cost and made necessary because of such 
loss or damage; other expenses, when 
reasonably incurred by the assured, in 
reestablishing records of accounts re- 
ceivable following such loss or damage. 


“All Risks” Policy 


The policy is “all risks” of loss or 
damage except caused by or resulting 
from infidelity or war. 

Adjustment of loss—in the event that 
the assured cannot accurately establish 
the total amount of accounts receiv- 
able outstanding as of the date loss 
occurs, such amounts shall be based on 
the assured’s monthly statements for 
the past 24 months. The assured fur- 
nishes the company monthly statements 
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HOUSEHOLD 


Here’s an automobile policy that makes selling easy. New 
broad coverages include everybody in the household, 
including relatives, living under one roof. For instance the 


policy covers... 


@a son or daughter who borrows a car 

@a resident relative who borrows a car 

e the purchase of a new car 

ea utility trailer, rented or borrowed 

e the slashing of tires 

e policyholder driving a company car 
These are only a few examples of the many new coverages 
of the St. Paul Family Automobile Policy designed to give 
you, the agent, the best possible opportunity to provide 
proper coverage for your assureds. Write for complete 


information. 


HOME OFFICE 
111 W. Fifth Street 
St. Paul 2, Minnesota 


EASTERN DEPARTMENT 
90 John Street 
New York 38, N. Y. 


NEW ENGLAND DEPARTMENT 
10 Post Office Square 
Boston 9, Massachusetts 


PACIFIC DEPARTMENT 
Mills Building 
San Francisco 6, California 


St. Paul Fire and Marine Insurance Co. 
St. Paul Mercury Insurance Co. 
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The Agency System... 
An American Tradition 


St. Paul Mercury Indemnity Co. 








for 24 months preceding the date ,; 
policy issuance which makes it posgjjy, 
to apply loss adjustment conditions eye, 
if loss occurs shortly after policy jg. 
ance. 

Uncollectible bad debts and unearned 
interest and service charges or deferre; 
payment accounts are deducted, The 
policy contains in detail the basis , 
loss adjustment which you should under. 
stand thoroughly before attempting , 
sale. in 

The provisional advance premium ; 
based on the average monthly amount oj 
accounts receivable for the latest avai. 
able 12 months. At each anniversary 
date of the policy pro rata adjustmen 
of the provisional premium is made 
the basis of the actual average of a. 
counts outstanding for the preceding )2 
months. 


Risks Rated Individually 


Each risk is individually rated, ani 
consideration is given to fireproof vaults 
and sates in which the records are kep: 
when not in use. The accounts receiy. 
able “all risks” rate for the averag 
retail store without vault or safe by 
with metal containers when. store js 
closed is less for three years than the 
one-year 80% coinsurance fire only rat 
on stock. Manufacturers, wholesaler 
and insurance agents get an additiond 
discount. 

Mercantile, manufacturing, or profes- 
sional] firms will agree that one of thei 


most important liquid assets is the 
money which is owed to them by cu: 
tomers for goods purchased or service 


rendered, They keep a very careful rec- 
ord of these accounts. 

If records were destroyed or serious) 
damaged by fire, explosion, burglars 
earthquake, windstorm, flood, and ric 
their loss may be even greater than th: 
occurring to their stock of merchandis 
or fixtures, 

Accounts mat 


receivable represent 


past efforts on the part of an entire or 
the purchas 


ganization, starting with 
of the merchandise, then displaying, ai: 
vertising, selling, wrapping, and_ final) 


taking the merchandise out of the prem: 


ises for delivery to customers. 
While the merchandise is in 


by insurance. If cash was paid upo! 
delivery, then the story would end, but 
unfortunately large values representin: 
merchandise formerly in their premise 
find themselves on a ledger sheet 0 
card, concentrated in a small portion 0 
their premises, and when the transte 
from floor or shelves of their store | 
their paper records is made, insurane 
protection ceases without accounts ft 
ceivable insurance. 





NAIA Membership Rises 
To Total of 32,226 


The local board and membership. cot 
mittee reports NAIA memberslip & 
32,226, as opposed to 32,113, in 1953. 

Total figures this year might have bet! 
larger had it not been for the resignatio 
of the entire St. Louis Board in Mi 
souri in addition to a large number © 
resignations from many other lo 
boards in that state, said Chairman Sit 
ney A. Singleton, Orlando, Fla., in hi 
report. However, the committee cont 
dently expects that these members W! 
soon be returned to the rolls of t 
National Association. The number 
local boards active has risen from 1,0 
last year to a present all-time high © 
1,075. 


the year were the all-time membershi 
high of 32,308 reached in January, 1% 
and the attainment by Texas, in May, ® 
the 2,500 membership mark. 





WALTER C. GILLIES DIES | 

Lt. Col. Walter C. Gillies, promuinet 

Canadian insurance broker and a formt 

football star with the Ottawa Row# 

Riders, died in a hospital in Ottawa. 
was 75. 






their 
possession, they have its value covere: 


Among outstanding achievements © 
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Urge Agents to Use Cost Survey to 
Ascertain Amount of Actual Profits 


An agency cost survey for practical 
yse of agencies was outlined by Floyd 
[. Rice, Warren, Pa., member of the 
NAIA agency management committee, 
t vhen speaking Wednesday morning be- 
jore the agency management workshop 
The committee has prepared 
for agents an instruction sheet to aid 
each producer in properly analyzing the 
fnancial structure of his own agency. 

Al] this is to determine whether an agent 
is actually making a profit on his busi- 
ness, or Sustaining a loss without real- 
izing it. . 

Mr. Rice told the convention that 
it is impossible to conduct any busi- 
ness without incurring legitimate ex- 
penses, “but do you realize that on the 
average we are making only two cents 
profit on every sales dollar that we 
take in? At the same time, most other 
businesses are making at least anywhere 


session. 


| from three to five cents on every dollar 


of net sales. For every $100,000 in net 
insurance premiums we sell, we are 
making exactly $2,000 profit. 

“When you take into consideration the 
fact that it usually takes approximately 
1300 customers to make that $100,000— 


Fin sales, we would only be making a 
© $1.50 profit on each one of your cus- 


tomers. If we were instead making four 
cents on every dollar, we would be earn- 


' ing $3 profit on each one of our cus- 


tomers. If we were making six cents 


/ on every dollar, we would be earning 
44.50 on each customer. 


Profit Less Than Average Retailer 


“The average of all retail businesses 


in the four year period between 1947 and 
















1951 made a net profit of $4.13 on $100 
net sales, while they made just $2.90 
profit four years later, on the average, 
between 1951 and 1954. This resulted in 
a decline of 29.8% in net profit. Note 
in particular the plight of the insurance 
agent. In 1949 he was making a net 
profit of $3 per $100 net premium while 
four years later in 1953, he was making 
just $2 on the average, thus showing a 
decrease of 33.3%. 

“Therefore, in 1949 the insurance agent 
was making on the average of $1.13 less 
than the average retailer, and in 1953, 
he was making exactly $.90 less. He is 
not only making less, but his profit is 
also declining at a more rapid pace than 
any other form of retail business. 


Five Steps in Analysis 


“It is not my purpose to teach you 
how to prepare this comparative analy- 
sis. You will find all of this information 
in our thesis which you now have. Please 
note that we have made an attempt to 
provide you with simple, step-by-step 
instructions, written in the language anv 
insurance man can readily understand. 
It is really quite simple—just five steps 
in all. 

“Briefly, the first step is the prepara- 
tion of a profit and loss statement; the 
second, a report of income by line of 
insurance; third, determining the aver- 
age premium and commission ‘per policy 
by line of insurance; fourth, a report of 
expenses by line of insurance, and fifth. 
ascertaining the profitability per line of 
insurance, of each policy vou write. 

“If you have included a salary for 


yourself and each other agency prin- 
cipal under administrative expenses, your 
proit is undoubtedly smaller than you 
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*k Agency relations are excellent 
as proved by our reputation 
for prompt service and 
attention to details. 
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thought it was. You migiht even find that 
you operated at a loss. If your staff is so 
overburdened with detail work that you 
have to help them, it could mean that 
much of these details should be elimi- 
nated and that a simpler system should 
be devised. Your place, remember, is 
outside the office. 

“You might find that your sales and 
service expenses are lower than the na- 
tional average. Perhaps you are _ not 
spending enough money on sales promo- 
tion. But always remember that the 
best promotion is the personal contact 
between the agent and the prospect.” 





| Your Client 
Will Be Well Protected, Too! 


By selling your clients 


you can stop ¢ 


(A Stock Company) 


Ky. Agents Meet Nov. 11-i3 


The Kentucky Association of Insur- 
60th 


meeting at the Kentucky Hotel, Louis- 


ance Agents will hold its annual 


ville, November 11 to 13, it is reported 
by Walter R. McCord, executive secre- 
Robert E. 


3attles, vice president of the National 
the keynote 


tary-treasurer, Louisville. 


Association, is to deliver 


address. 


GF&C Participating casualty 
he inroads of direc# writers, 
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J. K. Cormack Lauds Surety Assn. for 
Opposing Formula System of Rates 


J. Kenneth Cormack of Providence, 
R. I., chairman of NAIA’s fidelity and 
surety committee, pointed appreciatively 
annual 


in his report to the convention 


Waldorf-A 
forth in 
Association 


on September 16, in storia, 


New York, to the efforts put 
the past year by the Surety 
of America the adoption of 


the analytical system (or formula 
tem) in the formulation of surety bond 
rates. 

“The most striking example of 
trend was the so-called Virginia 
case,” Mr. Cormack declared. 

It will be recalled that in his testimony 
last February before the Virginia State 
Corporation Commission on surety rate 
making, Dr. Jules Backman, professor 
of economics, New York University, 
who is author of a widely read book on 
surety rate making, explained the wide 
diversity of factors which affect surety 
rate making. Among them are “the 
credit rather than the insurance char- 
acteristics of most surety lines, the un- 
predictability of surety losses, the wide 
fluctuation in losses, the importance of 
using data covering a long period of 
years, the delays in discovering losses. 
the impracticality of development of 
automatic formulas, the non-cancellabil 
ity of certain bonds, the importance of 
underwriting judgment in determining 
acceptabil ity of risks, and the dangers 
of attempting to utilize any simple o1 
single standard of rate making for all 
types of surety bonds.” 


“to oppose 


SyS- 


this 
rate 


Rates Cannot Be Set by Formula Alone 


conclusion was_ that 
should not be 
felt that such 
inflexible to 


Dr. Backman’s 
“surety rates cannot and 
set by formula alone.” He 
a procedure would be too 
meet the needs of a widely fluctuating 
surety business. “It would establish a 
straight-jacket where fluidity is required 
That such a formula might be useful as 
one of the guides in rate making is prob 
able. But to expect that surety rates, 
with their extreme fluctuations in ex 
perience, can be set and maintained at 
the proper level by this device, is to 
expect a high degree of coincidence be 
tween a theoretical formula and the 
economic facts of life. It may be 


doubted that such a coincidence would 
occur very frequently There is 
nothing about formula pricing which as 


will result in rates 
adequate, and non 


sures that its use 

which are reasonable, 

discriminatory.” 
Surety Assn. Approach Applauded 


Mr. Cormack in his report gave recog 


nition to Surety Association’s opinion 
that “formula system” poses a real threat 
to present surety bond rate levels. It 
was noted that, in the opinion of most 
experts, the levels “have _ practically 
reached the irreducible minimum. 

“We should all applaud the manner in 
which the Surety Association has con- 
ducted its campaign to prevent this 
unrealistic approach to the problem,” he 
declared. 

Turning his attention to the Surety 
Association’s plans for development of 
the “Abbreviated Bond Manual,” Mr. 
Cormack noted that this project had 
been “in their lap” ever since the NAIA 
convention of 1954 when a _ resolution 
was adopted which noted the need for 
the manual and urged that one be pro- 
duced and distributed. 

Understandably, such a 
quires study and research, said the re- 
port. “On the other hand, our commit- 
tee has on occasion exhibited some im- 
patience because the proposal hasn't 
progressed at a more accelerated pace; 
an understandable attitude. 


Project Will Eventually Crystallize 


“However, our implied fears that the 


matter re- 


matter might have been shelved have 
been definitely allayed. The Surety As- 
sociation informs us the project will 


crystallize and that something concrete 


will materialize, although we do _ not 
yet know when or how. 

“We fervently hope that our succes- 
sors will diligently follow through and 


ultimately see actual distribution of some 
form of simplified manual to aid in a 
wider participation on the part of more 
agents in the production and handling 
of fidelity and surety business.” 

Mr. Cormack apologized in his report 
for the sharp curtailment of his com- 
mittee’s activities in the past year which 
were due for the most part to recurring 
illnesses which he suffered. 


Norwich Union Bouquet 


Continuing its gracious practice of 
long standing, the Norwich Union Com- 
panies presented to the convention, 
Monday, a truly 
chrysanthemums 
the grand ball 


during the 


handsome bouquet of 


white which adorned 


the dais in room of the 


Waldorf 


meeting. The 


days of the 
NAIA 


Kenneth 


three 
appreciation of the 
President 
colorful 


expressed by 
Ross, who spoke of the 
added to the 


was 
touch 


convention, 
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W. S. Pearce Wins First Prize in NAIA Slogan Contest 
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W. Stanley Pearce’s Prize-winning Slogan. 


It was announced September 18 during 
the first morning’s session of NAIA’s 
O0th annual convention (advertising and 
public relations workshop) at the Wal- 
dorf-Astoria Hotel, New York, that W. 
Stanley Pearce of "Palo Alto, Calif., was 
the winner of the first prize of $1,000 in 


NAIA’s public relations contest. Mr. 
Pearce’s entry was one of over 1,000 
received and judged. 

The offer made by the National As- 


sociation was that $1,500 in cash prizes 
would be awarded for the best seal, sym- 
bol, insignia or designation that would 
enable the public to distinguish between 
the independent local agent and his di- 
rect writer competitors. 

After many hours of deliberation, the 
three judges, Guy T. Warfield, Jr., Balti- 


more, Md., past president of NAIA, 
John N. Cosgrove, assistant vice presi- 
dent, American Insurance Co. of New: 
ark, N. J., and Elmer Miller, insurance 
editor of New York Journal of Com. 
merce, reached agreement on Mr 
Pearce’s entry as most clearly establish- 
ing the theme of independence and serv. 
ice as the prime concern in servicing the 
public. 

Other prize winners were: George W 
Good, Winchester, Va., second prize oj 
$250; Dexter Whittle, Seattle, Wash, 
third prize of $100; William B. Dennis, 
Grundy, Va., fourth prize of $75; Clar- 










ni T. Murray, Argonaut Insurance 
Group, Menlo Park, Calif., fifth prize oi 
$50; and Fred C. Butt, Washington 





1). C., sixth prize of $25. 
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Educational Program Is Progressing 


The educational committee of the 
NAIA reported through Chairman Ernest 
F. Young of Charlotte, N. C., to the 
convention this week that successful 
progress is being made. 

For the introductory course the enroll- 
ments were as follows: Indoctrination, 
292; agency and its work, 288; fire insur- 
ance, 345; inland marine, 289; automobile, 
313; casualty, 325; fidelity bonds, 292; 
for total of 2,144. 


Standard Course 


“This multiple line agents’ training 
course concerned with policy forms and 
manuals is designed to provide basic 
know-how to those individuals’ with 
some insurance agency experience,” says 
the committee. “The cumulative totals 
are as follows: 

“Required courses: 
burglary and_ glass, 
surety, 287; fire and allied lines, 461; 
time element, 163; inland marine, 293; 
insurance regulation, 112; office manage- 
ment, 125; public liability, 361; work- 
men’s compensation, 258. 

“Optional courses: accident and health, 
59: aviation, 12; boiler and machinery, 
67; ocean marine, 7; farm coverages, 110; 
for grand total of 2,928. 


automobile, 364; 
249; fidelity and 


Agency Management 

“The agency management course was 
designed primarily for use in_ short 
course campus and organized 
study groups. This program, because of 
its limited use, is not available for cor- 
respondence study. The cumulative num- 
ber of enrollments is as follows: 

“Agency ownership, 238; agency man- 
agement, 246; building agency prestige, 
41; customer account analysis, 247; for 
total of 772. 

“There has been an increase in the 
number of students enrolled in both our 
introductory and standard correspond- 
ence courses. There have been 136 per- 
sons who have completed the introduc- 
tory course on a correspondence basis. 
Further illustrating the flexibility of our 
course, 237 units of the standard course 
were taken on a correspondence basis. 


schools 


Campus Courses 
“The educational department has again 





Aetna Officers at NAIA 


Eleven members of the home office 
staff of the Aetna Casualty & Surety 
and the Standard Fire attended the 
annual meeting of the National Associa- 
tion of Insurance Agents at the 
Waldorf-Astoria. 

Representing the casualty division 
were Edward C. Knapp, vice president; 
and William W. Ellis and Edward W. 
Ellison, field supervisors; fire division, 
Robert W. Criswell, secretary, and 
Pierce M. Enes, assistant secretary; 
and marine division, Henry D. Van Gils, 
assistant vice president. Others in- 
cluded Stanley F. Withe, secretary; 
Robert E. Brown, Jr., assistant mana- 
ger, advertising and publicity depart- 
ment; William J. O’Meara, casualty ad- 
vertising manager, and Edward M. Sim- 
mons, IJr., public education department. 
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cooperated with various state associa- 
tions by participating in or providing 
information and assistance in the de- 
velopment of short course schools. Your 
director of education appeared on the 
program of schools held in Colorado, 
Connecticut, Iowa, Minnesota, Missouri, 
Montana, New York, Ohio, Virginia and 
Wyoming. California, Oklahoma, North 
Carolina and Pennsylvania have also 
conducted similar short course schools. 
In addition to participating in short 
course schools, your director has also 
participated in regional or mid-year 
meetings in New Jersey, Kentucky and 
Wisconsin. 

“The success of these institutes has 
attracted favorable attention throughout 
the country and has proved a _ worth- 
while state association activity. 

“During the past year, there were 24 


states actively taking part in one or 
more phases of our educational pro- 
gram. There were 53 discussion groups 


sponsored by various state or local asso- 
ciations. The total of introductory 
graduates as of this date is 3,702. There 
have been 1,162 graduates in the agency 
management course. A total of 5,129 
liave been awarded diplomas in our 
courses since the establishment of our 
educational program.” 

Other members of the educational 
committee are: Maurice Baker, Colorado 
Springs; William M. Foord, Jr., Litch- 
field, Conn.; Aaron S, Feinerman, Har- 
risburg, Pa.; Charles Kahrhoff, Grand 
Island, Nebr.; George Kaufman, Salina, 
Kan.; Raymond Knapp, Eugene, Ore.; 
dward G Robinson, Lancaster, N. H.; 
David Storey, Seattle, Wash.; J. Nor- 


vel! Trice, Richmond, Va. 


Companies Contribute to 
Success of Dance, Banquet 


Numerous companies and 
underwriting contributed 
toward the sponsorship of the fine 
Presidential Ball, Tuesday night, and 
the elaborate entertainment following 
the annual banquet Wednesday evening. 
The contributors include the fol'owing: 

American Home, Atlas Assurance, 
Century Insurance Co., Commercial 
Union Ocean Group, Corroon & Rey- 
nolds, Fireman’s Fund, Home Insurance 
Co., London Assurance, Wm. H. McGee 
& Co., Inc., Merchants Fire & Indem- 


™ 


insurance 
organizations 


METROPOLITAN AGENTS 
Committee Reports Little Activity in 

Last Year; Is Constantly Available 

to Cope With Special Problems 

Activity of the metropolitan and large 
lines agents committee of the NAIA was 
limited during the past year, reported 
Chairman Edgar O. Stoffels of Chicago, 
and he this reflects no new 
outcrop of any major large city or large 
line problems. However, he feels the 
committee has a distinct value for the 
National Association. In his report pre- 
sented this week in New York he said: 

“This stand-by committee is constantly 
available on short notice to cope with 
the special problems of NAIA member 
agents operating in the metropolitan 
areas of the nation and in all areas deal- 
ing in large line accounts. Its strength 
lies in the fact that it is ready, willing 
and able to quietly perform without 
conflict with the many other noteworthy 
standing committees. Its practical func- 
tion is to serve as a problem clearing 
house and a sounding board to approxi- 
mately 1,200 members of this segment 
of the total NAIA membership. 

“Specific problems confronting such 
member agents generally are local at 
incept but often threaten to spread wide- 
ly and spontaneously. Exposure to the 
national focus of this scrutiny of this 
committee may well prevent similar oc- 
currence elsewhere. In theory, this com- 
mittee might be regarded as the vanguard 
in bringing to the fore and pointing up 
ways and means to meet such vexing 
subjects as: 

“Market and underwriting capacity, 
unfair competition, direct writer compe- 
tition, company owned agency competi- 
tion, fallacious advertising and agency 
expense control. 

“Publication of the list of metropolitan 
and large lines agent members released 
by this committee several years ago con- 
tinues to be of great value and is, with- 
out doubt, the means of an exchange 
of business between member agents 
throughout the United States of an in- 


assumes 





nity Group, New York Underwriters, 
Phoenix Assurance, Seaboard Surety, 
Sterling Offices, Ltd., Sun Insurance 
Office, Switzerland-General, United 
States Fidelity & Guaranty, Universal 
el Co., and Yorkshire Insurance 
AO. 
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estimable amount of premiums.” 

Members of this committee, in addition 
to Chairman Stoffels, include the follow. 
ing: Philip Bronson, Seattle, Wash. 
J. Edward Cochran, Hagerstown, Mq: 
Wm. H. Menn, Los Angeles; Forest § 
Pearson, Austin, Tex.; Ray D. Warner 
Fargo, N. D.; Thornley B. Wood, Phila. 
delphia; Cooper Cubbedge, Jacksonville 
Fla.; Anthony Faunce, Boston; R, ]. 
Noble, Wichita, Kan.; Victor O. Schin- 
nerer, Washington, D. C., and John C 
Weghorn, New York. 








“on YOU, 


MR. AGENT, 


... service is 
your greatest asset 


For over a quarter century, 
United States Aviation Under- 
writers has established and 
rigorously maintained an en- 
viable reputation for support- 
ing its representatives with 
prestige building promptness 
in the settlement of all claims 
and losses. 


You, too, can benefit from 
USAIG service by recom- 
mending to your aviation cli- 
ents, a "U. S. Group” policy 
for any of the following cov- 
erages — 


AIRCRAFT HULL 
AIRCRAFT LIABILITY 
AIRPORT LIABILITY 
PRODUCTS LIABILITY 

HANGAR KEEPER’S LIABILITY 
AVIATION ACCIDENT 


WORKMAN’S COMPENSATION 
& EMPLOYER'S LIABILITY 


Backed as it is, by the com- 
bined assets of 60 leading in. 
surance companies, a “U. S. 
Group” policy is also the 
soundest and most depend- 
able offering available for 
every aviation need. 
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NAIA Meeting Features Competitive Issues 


(Continued 


soduced by Dave R. McKown, Okla- 
soma director, stated as follows: 

“| The National Association utterly 
ondemns and completely repudiates the 
yrinciple of unsatisfied judgment funds 
s any remote alternative to compulsory 
ysurance, 

“? Reaffirms its faith in the principle 
{Uninsured Motorist Coverage and now 
news its urgent request that our com- 
ames make this coverage available in all 
tates and 

Expresses its encouragement to in- 
wane companies, and independent- 
minded companies, to make the coverage 
ee irrespective of the attitude of 

Association of Casualty & Surety 
impanies and/or the Nz ational Bureau 

Casualty Underwriters.” 


UJ Opposition Not Expressed in 
New Resolution 

Following overnight conferences Mr. 
McKown on Wednesday morning with- 
lrew his resolution offered Tuesday and 
presented another which contains no 
lirect reterence to NAIA opposition to 
an unsatisfied judgment fund. 

The new resolution, adopted unani- 
mously, states that the NAIA reiterates 
its position taken in Hartford last April 
ind calls upon the companies, collec- 
tively or independently, to make imme- 
liately available a form of uninsured 
motorist coverage “as the only true in- 
surance alternative to compulsory auto- 
mobile insurance offered to date.” This 
vould tend to put the agency stock com- 
panies and their independent agents on 
acompetitive par with direct writers and 
specialty companies. 


Neumann Report 


Mr. Neumann, in his report, quoted 
spokesman for the Association of Casu- 
alty and Surety Companies as having 
stated that if confronted with extreme 
pressure for passage of compulsory auto- 
his organi- 
Thus, 
said Mr. Neumann, “we find ourselves 
t direct odds with our principles on a 


most important issue.” He then cited 
— company opposition to UJF. 
. Neumann recommended the direc- 


tors urge the incoming NAIA admin- 
istration to exercise every effort to have 
companies file the UME in the various 
states. 

After several agents had supported the 
McKown resolution Tuesday Roy Mac- 
Bean, New Jersey, said his state de- 
reated compulsory insurance by accepting 
he UJF plan, which so far is working 
vel Arthur L. Schwab, New York 


| State, stated there is an active pressure 


group here which desires a UJF in addi- 
se to compulsory insurance. The New 
York agents are requesting the compa- 
take off 
this pressure for a UJF. 

Paul H. Jones, Arizona, asked that vot- 
ing be del aved for a day on the resolu- 
tion and with this view the majority of 
lirectors assented, even though several 
lirectors insisted this convention take 
ction hefore next year’s legislative ses- 
‘Ions open. 


Public Relations Proposal 


C hairman John C. Stott of the public 
relations committee, also feels “it is later 
“en you think” in the PR field. His 

‘ommittee recommended appointment of 
nN adve rtising committee, to succeed the 

imittee, which would be author- 
zed “to set up specific detailed plans 
for an advertising ¢ campaign to meet the 
lirect-writer problem. 

: Ve suggest that such a committee 
“ould tain definite information as to 
'e@ type of advertising most suitable, 
vhether it be newspaper, television, 
radio, national consumer magazines, or 
aration and dissemination of aids 
9 our agency members. 

‘We believe this committee should be 
authorized to report to you the cost of 





from 
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various advertising programs which could 
be adapted to our needs. This committee 
should also ascertain the extent of con- 
tributions we can expect from our com- 
panies and our membership to sustain 
such a program. 

“Tt is our belief that this advertising 
committee should bring to you suggested 
ways of financing a major national pro- 
gram that will adequately meet the com- 
petitive situation that now exists. 

“Tt is our belief that this information 
should be in your hands at the earliest 
possible moment, perhaps before the next 
meeting of your board in Denver.” 

The directors approved a motion to 
create such a committee and carry out 
the program suggested by the public 
relations committee. Serving with Mr. 
Stott this past 18 months have been 
Maurice J. Hartson, Jr.,. New Orleans; 
Alan H. Miller, Hackensack, N. J., newly 
elected president of the New Jersey As- 
sociation; Arthur M. O’Connell, ‘Cincin- 
nati, and Thurston H. Jenkins, Denver. 

In his report Mr. Stott reviewed sev- 
eral important phases of public relations 
developments, saying: 


Commends National Board Program 


“Your committee is most interested in 
the proposed advertising program of the 
National Board of Fire Underwriters 
which is completely devoted to the pro- 
motion of the local capital stock insur- 
ance agent. Hundreds of thousands of 
dollars will be spent on this program and 
it is the hope and desire of the National 
Board that the agents throughout this 


country will benefit from the program 
and that they will see the wisdom of 


spending additional funds of their own to 
supplement the program by local tie-in 
advertising. The National Board will fur 


nish mats at no cost to the agent in con 
nection with this program. 
“This entire program has ‘been pre 


pared by experts in the field of public 
relations and advertising and our niem 
ber agents will be most unwise if they 
fail to take advantage of the opportunity 
that will be presented starting in Oc 
tober. 

“Since your 
tee was appointed, 


Public Relations Commit 
there has been un 


usu al activity among some of our com- 
panies in providing mats of specially 
designed advertisements for the use of 


individual agents and their local boards 
Among those that have been most active 
in this respect are the America Fore 
Group, the Atlantic Companies and 
Dinerman and Company, an advertising 
agency. 

Ad Questionnaire to Companies 


“Your committee caused questionnaires 
to be sent to 136 presidents of agency 
stock fire and casualty companies, in- 
cluding groups and individual companies, 
relative to advertising. The total number 
of replies received was 55. 

“The first question we asked was: ‘Are 
you in agreement that national advertis- 
ing, pointing out the superior services of 
stock company agencies, is valuable ?’ 
Forty-two answered ‘Yes’ to this ques- 
tion—One said ‘No.’ 

“The second question we asked was: 
‘Does your present advertising program 
contemplate nation: il advertising of the 
agent’s services?’ Nineteen companies 
answered ‘Yes’ to this question and 24 
said ‘No.’ 

“The next question asked that, if their 
answer was in the negative to the above 
question, did they contemplate expanding 
their present advertising appropriations 
to do this in the near future? Three 
said they were expanding their advertis- 
ing and 20 said ‘No.’ 


Industry- Wide Program 


“The fourth question we asked was: 
‘Assuming that you will always desire 
to do product advertising in the name 
of your own company, would you be 
interested in contributing on a pro rata 


of Insurance Agents 


in 
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New York 


Resolutions Passed At Closing Session 


the NAIA 


resolution 


closing session of 
Wednesday a 
was adopted which requested the com- 


At the 
directors on 


panies to make their changes on fire 


dwelling forms and rates—necessary to 
maintain their competitive position— 
preventive rather than remedial by col- 





lecting and analyzing quickly loss and 
other data so that the companies may 
act ahead of rather than following the 


independent insurers, 
In another resolution appreciation was 


expressed to Albert Mezey and John 
>. Weghorn, prominent New York City 
agents, and the New York City Asso- 


ciation of Insurance Agents for making 
the 60th annual convention such an out- 


standing success. Messrs. Mezey and 
Weghorn were respectively chairman 
and vice chairman of the convention 
committee. Serving on the committee 


with them were the following: William 
A. Waters, who heads the New York 
association; Harry F. Legg, its execu- 
tive secretary; Arthur F. Blum, George 
A. Kramer, Jr., Alan F. Eifert, executive 
committee chairman, and William A. 
Hanssler, vice president. 

A third resolution, adopted bv the 
board of directors, directed the NAIA 
to inform the membership of the action 
taken this week by Insurance Commi‘s- 
sioner J. Edwin Larson of Florida in 
ruling against creation of fictitious 
Group insurance programs which 
criminate by preferred rates against 
those not in such groups. The resolution 


dis- 


basis, according to net premiums written, 
to an industry-wide program of national 
advertising in either or both the news- 
papers and television ?’ 

“There were a variety of 
this question, however, nine 
said ‘Yes,’ 13 said ‘maybe’ or 
and four said they were doing it now 
through the National Board of Fire Un- 
derwriters, two said they had the matter 
under consideration, and ten said defi- 
nitely ‘No.” It is interesting that one 
company indicated that they were _ bi 
ently planning cooperative newspape 
advertising with their local agents one 
on net premiums written by the agent in 
the company. 

“Question number 5 was: ‘If their 
answer was ‘Yes’ to the above question, 
would they indicate the type of advertis 
ing they would prefer?’ These answers 
ranged from ‘newspapers,’ to ‘magazine,’ 
‘television and radio’ advertising. Some 
of the replies indicated the need for pro 
fessional advice as to the type of adver 
tising that should be done. 

“Question number 6, ‘Do you believe 
that the agency forces should participate 
in an industry-wide national advertising 
program on a local tie-in basis?’ The 
answers were un: inimous in the affirma 
tive to this question,” Mr. Stott said. 


Selective Casualty Commissions 


answers to 
definitely 
‘possibly’ 


The national board of state directors, 
at its opening session Monday afternoon, 
gave serious consideration to a new de- 
velopment in California where companies 
members of the National Bureau of Cas 
ualty Underwriters are trying out a 
system of selective commissions on work 
men’s compensation insurance. This 
practice has been condemned by the Cali 
fornia Association and that state’s action 
was sustained by the NATA executive 
committee a few months ago. Commis- 
sion selections range downward from 
10% to 2U%. 

Robert E. Battles, NATA vice president 
and a resident of Los Angeles, presented 
this new development, which would not 
be considered too serious were it to be 
confined to workmen’s compensation 
coverage in California. But the fear is 
that this method of cutting rates and 
commissions will be spread to other lines 
of insurance and Mr. Battles stated tha 
some insurers thave declared their inten- 


urges that proper. steps be taken to put 
a stop to solicitation of all Group insur- 
ance where there is no common owner 
ship. 

Advertising Committee Authorized 


The national board of directors au- 
thorized by resolution the appointment 
by the NAIA incoming president of a 
special advertising committee. This com 
mittee is authorized to set up detailed 
plans for an advertising campaign and 
to obtain definite information as to the 


type of advertising most _ suitable, 
whether it be newspaper, TV, radio, na- 
tional consumer magazines, or the prep- 
aration and dissemination of aids to 


NAIA members. 

The committee was requested to re- 
port the cost of various advertising pro- 
grams which could be adapted to 
NAIA’s needs. It is further authorized 
“to study the extent of contributions 
that can be expected from our compa 
nies and our membership to sustain such 
a program and to outline ways of fi- 
nancing a major national program which 
will adequately meet the competitive 
situation which now exists.” The com- 
mittee is asked to make a full report on 
its study and recommendations at the 
1957 mid-year meeting of the directors 

The final resolution adopted is as fol- 
lows: “The NAIA reiterates its firm op- 
position to the licensing of sal: tried com- 
pany employes if such licensing is used 
for the production of business for the 
employes’ private account.” 


tion of using selective commissions on 
WC lines in other states. California is 
used as an experimental ground as in 
surance regulations there are not 
severe as respects new policies, rates and 
conditions. 


too 


Stopping “Free Insurance” 


President Kenneth Ross of NAIA pre- 
sided at this opening session of the di- 
rectors. Morton V. V. White, Pennsyl- 
vania director and member of NAIA 
executive committee, described successful 
progress in the fight to stop granting 
of “free” insurance with sales of auto- 
mobiles. He said that while some smaller 
automobile manufacturing companies are 
apparently still providing accident cov- 
erage policies with sales of cars he be- 
lieves that by the end of the year this 
unwelcome practice will cease. 

A. few states, such as Rhode Island and 
Louisiana, have prohibited this practice 
by passage of state laws and in several 
other states Insurance Commissioners 
have acted to prohibit insurance and 
sales tie-ins, New York being one such 


state. However, Mr. White, Louie E. 
Woodbury, IJr., Wilmington, N.C., and 
Dave R. McKown, Oklahoma City, all on 


NAIA executive committee, stressed the 
advisability of state associations urging 
their legislatures to pass laws to prevent 
such “free insurance.” 

Conference With Casualty Bureau 


Charles A. Dawson, North Dakota, told 
the board the new Allstate family auto 
policy will adversely affect many smaller 
agents and he feels the producers should 
contact the National Bureau in an ef- 
fort to have the bureau’s family policy 
broadened further to equal the appeal 
of the Allstate contract. Howard N. Full- 
ington, chairman of the NATA casualty 
committee, said there would be a meeting 
with Bureau representatives this week at 
which time the subject would be brought 
up. 


Morton V. V. White 


asked if a single 


limit policy might not be helpful. Mr. 
Fullington said he believes this could 
raise the cost of minimum coverage, 


gap on rates, already 
so favorable to the indenendent insurers 
The new program of graduated rates 
on dwellings, being worked out in Texas 
(Continued on Page 50) 


and not close the 















National 


As SO 


Ross Administration Report 


(Continued 


Bureau Automobile Marketing Survey. 
It is appropriate for me to advise you 
that our decision to withdraw was made 
only after the most careful and consid- 


We have 


should search for ways to im- 


ered deliberation. always felt 
that we 
prove our business and our services to 
the insuring public. 

When the survey was originally pre 
sented to us it was to be an impartial 
survey conducted by an outside research 
organization to determine exactly what 
John Q. Public thought of our insurance 
and our way of doing business. We en- 
tered into participation on the condition 
that we would be a full participant and 
would be fully informed at all times. 

When it was obvious that the survey 
was not being conducted in line with 
our understanding and, furthermore, that 
outside information was going to be 
added to the results of the survey, the 
source of the outside information being 
unknown to us, it was obvious we could 
not continue as a participant and we so 
advised the National Bureau. I am cer- 
tain we were entirely right in making 
the decision. 


Commissions 


Another subject to which we must 
give serious consideration is that of 
commissions. I realize that it is a sub- 
ject on which there have been certain 
taboos in our organization during recent 


years. However, we cannot escape the 
fact that our entire commission struc- 
ture is under attack on many fronts. 
Only recently a report of a meeting of 


company executives had this to say, and 
I quote: 


“Perhaps above all there was the 


from 


Page 30) 


regular 


which resulted finally in a strong 
ommendation that 
gality of concerted action and 
the business risk involved and 


consider 
be prepared to 


erable degree in the 
objective of 
quisition costs for the benefit of the gen- 


and for the 


clation 


theme of 
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commission 


we explore 


assume this in 


eral insuring public.” 


J am not certain that our entire 
structure 
I am positive that commission 
are not the 
If we are to 
agents to the point where 
the business is no longer attractive, 
are going to see the end of a competent 
as we know it 
strange to me that 
individuals 
talked the 
platforms 
reductions, 


mission 
However, 


reductions, per se, 


to our problem. 
the income of 


agency system 

It is very 
of those 
ranks who have 
convention 
mission 


vices to secure 


is entirely 


within 


on preferred lines of business. 


me is not consistent with sound bus iness 
to me it is high 
recognized 
it is and take 
consistent 
business practices 


ethics. It 
that our 

: . 
problem for 
step necessary 


seems 


association 
what 


ests of its members, 


\t this time it is fitting to pay tribute 
NAIA i 
under the very capable guidance of our 
Executive-Secretary ; 


to our excellent 


sel George 


creasing amount 


National 


\ssociation 


staff 
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interest of economy 
reducing 


loudest from 
advocating | 
are officers 

same companies who, as competitive ie: 
new agency i 
ments, have offered contingent contracts 


with 
to protect the 


and General 
Hanson. I have been 
impressed during my year with the in- 
of service which 
provides 


14 bieensies Sunes Attend 
Past Presidents’ Dinner 


Fourteen past presidents of the Na- 
tional Association, plus present officers 
and members of the executive committee, 
and their wives, attended the Past Presi- 
dents’ reception and dinner on Sunday 
evening at the Waldorf. Hosts were 
Joseph A. Neumann, Jamaica, N. Y., 
immediate past president, and Mrs. Neu- 
mann. 

Heading the list of past NATA leaders 
was E, M. Allen, now of Virginia, who 
served as president from 1917 to 1919. 
Others at the dinner were W. Eugene 
Harrington, Atlanta, 1927; Charles L. 
Gandy, Birmingham, Ala., 1932; Allan I. 
Wolff, Chicago, 1933; William H. Menn, 
Los Angeles, 1938; Payne H. Midyette, 


Tallahassee, Fla., 1940; David A. North, 
New Haven, 1942; Guy T. Warfield, 
3altimore, 1946; John C. Stott, Norwich, 





membership and affiliated state and lo- 
cal associations. 


Pension Plan 


You will recall that at the Los Angeles 
meeting the national board urged the 
executive committee to seriously con- 
sider the ways and means of providing 
continuity in major staff positions and 
to find some way to avoid the high 
turn-over rate of past years. It is a 
pleasure to report to you that the ex- 
ecutive committee at its December, 1955, 
meeting in Washington, D. C., approved 
a pension plan for all NAIA emploves, 
effective January 1, 1956. IT am sure that 
long range continuity and stability of 
employment of staff employes will be 
greatly enhanced by this pension plan, 
which covers both past and future serv- 
ice of those now on the staff. 


o— —= —— — 





Agents in New York 


N. Y., 1948; 
dale, Miss., 
Worth, Tex. 
Chicago, 1952; E 
La., 1953. 

Kor entertainment a number of jp. 
formal pictures of NAIA presidens 
taken in years past, were shown On ¢ 
screen and those present engaged in; 
conte st guessing the identity of the cep. 
tral figures plus the year and the locale 
of each photograph. 


O. Shaw Johnson, Clarks. 
1949; Melvin J. Miller, f;, 
1950; Walter M. Sheldo; 

+? Seymour, Monn. 





Bond Sales Kit Given by 
Surety Assn. to Delegate; 


All delegates attending this week 
annual meeting of National Associatio; 
of Insurance Agents in New York tr. 
ceived upon registration a bond inform. 
ig kit with the compliments of Sure. 

Association of America. 

This kit contained three leaflets—(j 
“Are You Fighting Competition?” de. 
signed to stimulate agents’ interest 
fidelity - surety production; (2) “Ho 
Much Honesty Insurance?” a_ 15-pagy 
brochure pointing to the need for ade. 
quate honesty insurance to cover a firm’ 
exposure to employe theft, and (3) 
new worksheet folder. “Here Is Your 
Answer,” another practical productio 
tool for the agent, 





Cruger Smith Attending 


Conventions Since 1913 
Cruger T. Smith, veteran agent 
Dallas, Tex., and a rugged individuals 
in his insurance thinking, attended the 
New York convention. He first went t 
a NAIA annual meeting in Cincinnati i 
1913, which was 43 years ago. He | 
not been at every meeting during in: 
tervening years, but to the majority 
them. 
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National Ass 


privotrainer Filling 
Real Need, NAIA Told 


IN LESSENING ACCIDENT TOLL 





Stanley F. Withe, Aetna C. & S., Points 
to Increased Use of This Classroom 
Trainer by Nation’s High Schools 





A new classroom trainer now in use 
ta number of high schools throughout 
the country ‘has paved the way for more 
vouths to get behind-the-wheel driving 
lessons and “brightened the hopes for 
lessening the traffic toll,” the National 
\ssociation of Insurance Agents was 
told at its annual meeting in New York 
City. 

In a report to the NATA accident pre 
vention committee Stanley F. Witrie, 
secretary of Aetna Casualty & Surety, 
stated that independent research studies 
had endorsed the Aetna Drivotrainer as 
“. more economical and effective way 
of teaching youths show to drive.” 

He further said that two states which 
provide subsidies to local high schools 
giving driver training—California and 
Michigan—have approved use of this 
training device as a substitute for half 
the six hours’ instruction usually given 
in dual-control cars. 

Mr. Withe also reported that manv 
leading insurance companies also permit 
Drivotrainer instruction to (be substi- 
tuted for a substantial part of the on- 
the-road training required before grant- 
ing automobile insurance rate reductions 
to graduates of ‘thigh school driver educa- 
tion courses. 

Drivotrainer Classrooms Increased 

By the end of this school year, Mr. 
Withe said, at least a score of Drivo- 
trainer classrooms will be in operation in 
high schools throughout the country, pro- 
viding facilities for training 10,000 stu- 
dents annually. The New York City 
school system first introduced the Drivo- 
trainer several years ago and this sum- 
mer disclosed plans to purchase an addi- 
tional 15-place classroom unit for the 
new Grady Vocational High School now 
being built in Brooklyn. 

Continued spread of the Drivotrainer, 
Mr. Withe predicted, will “make a major 
contribution toward reaching the goal of 
affording every youngster who comes of 
driving age the opportunity of learning 
to drive skillfully and carefully.” 

He lauded the public service of the 
Oklahoma City and Dearborn, Mich., as- 
sociations of insurance agents in donat- 
ing Drivetrainer classrooms to their local 
high schools. Many other agents associ- 
ations are now considering similar gifts, 


Mr. Withe said, 


Norfolk Agents’ Assn. 
Wins Educational Award 


The Norfolk Association of Insurance 

Agents won the top award of $500 in 
the Educational Award program spon- 
sored by the National Association. Sec- 
ond prize of $300 went to the Raleigh 
Association of Insurance Women, Ra- 
leigh, N. C., while the $200 third prize 
Was won by the Peninsula Association 
of Insurance Agents, Newport News, Va. 
In announcing the winners Monday 
Ernest F. Young, Charlotte, N. C., chair- 
man of the NAIA educational commit- 
tee, congratulated the more than 300 
men and women who participated in the 
Contest. He said they represented 21 
local boards and associations of insur- 
ance women and had completed approx- 
mately 1,000 individual courses of the 
NAIA Standard Course series. The aver- 
age grade of those completing the vari- 
ous courses was 88.7%. 

Mr. Young explained that a system of 
Point credits was devised to give every 
local association and women’s organiza- 
tions an equal opportunity to win the 
top award. 
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ocltation 


Highway Safety Contest 


Award Winners Announced 

The Highway Safety Contest Awards, 
sponsored by the Association of Casu- 
alty and Surety Companies, were pre- 
sented by Paul Blaisdell of the associ- 
ation at the opening session of the con- 
vention on Monday morning. The local 
board winners each received a check for 
250 and the state winners plaques. The 
winners were as follows: 


of Insurance Agents in New York 


In population class of under 10,000— ‘““Miss America” Present 
Grand Ledge, Mich. Association, for the “Mice A aid sce ee 9e 
fifth consecutive time and the sixth time Miss America, who receive e 
in eight years crown at the conclusion of the beauty 

pita P : ost in Atlantic City two weeks ago, 

In population category 10,000 to 25,000 plana yobs sae a aly et 
Pst age ce qe that City, Ind., Companies headquarters —— i _ 

sions. She is Marian Anne McKnight. 

In population class 50,000 to 100,000— 
Kenosha Association of Insurance Agents second time. i ae 
at Kenosha, Wis. : In the state association contest Florida 

In 100,000-200,000 population class— and California tied and were declared 


Sacramento, Calif. Association, for the joint winners. 











You 


When 
want 
matic transn 
fi Ou expect 
eatures you 

, 
The same 


Howevey 
0 COver certain othe 








set what you 


you buy an : 
4 radio with it, meomobile 


nission, O 
to pay 
desire. 


1n all policies 
» YOU can e 


r perils, 


» YOu mig} 

» DOWer Ss ° ght . 

r even ai count auto- involyeauey, by Paying the aq 

for wh: ditioniy a. ‘ 1€ addition; 
or whatever addition’ Itional cost 


Buy 
. Y your insur: 
Independent ir Surance throy 


the or he applies to insur z Isuranc gha oe 
you ~—ee you pay rsp - You get a sound capital sont or broker mn 
2 “Y IS Dased —and th : anies. He w; . al stock j who 
must be ¢ : upon logs . “Ne price e - *t€ will be ; bl -« INSurance ¢, 
appro °S experiences . Protec : able to ance com 
ment of is a by the insurance Oo and ys ey to your needs and your insurance 
e, -€ VDepart- all Wes are Your pock 
Beca estern Unj *Ketbook 
: ause the coc . Operator or nion b : 
r peta Cost of inc ator 25 f Y Number ; 
Fe any and all penn tisurance against lose representative, the name of the Pisa and ask 
Cre are exclusions in afew be = nearest you, terica Fore 


Prohibitive, 









xtend 





your Protection 


° ut fi . 
not Included in Inancin 


quarterly, 9 Your premiums on 


semi- 
‘annual or annual basis 





America fore 
] -isanance atone) 


/ 
——/S 


a : 
: sn Continental Insurance Company 
Niagara Fire Insurance Company 


oni ; 
wait Fire Insurance Company 
elity and Casualty Company of New York 
Ir 


* The 


Another of America Fore’s attention- 
getting national advertisements. It 
is one of a public relations series 
designed to inform the public how 
to make sure that they are properly 
insured — and how important are 
the services of the insurance agent 
and broker. 


APPEARING IN: 


LIFE 
TIME 
FORTUNE 
NEWSWEEK 
NATIONAL GEOGRAPHIC 
THE SATURDAY EVENING POST 
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Holds TV Personal Selling That Can 
Be Used Effectively By Local Agents 


Television is personal selling and can 


be used properly at the local level, or 


t regional or national levels, with profit 
for insurance agents or companies, Hal 
sev V. Barrett, 


Television 


director of national sales, 
Advertising, told 


relations ses 


Bureau of 
the advertising and public 
sion of the convention Tuesday morning. 
Mr. Barrett, son of a property insur- 
that TV can be 


a truly person-to-person selling medium. 


ance agent, staied 


Television is considered an excellent 


selling ideas as well as prod 
Barrett stated 
that TV 
them. He 
spent by the 


vehicle for 
ucts Mr. 


convince 


in aiming to 
programs can 
cited the 
Republi 


agents 
be profitable to 
$10,000,000 “to be 
Democratic 


can and parties this Fall in 


their national election campaigns. He 


selling on a grand 


that if is 


cited this as idea 


scale and a proof to agents 


not necessary to be advertising products. 


TV Enhances Sales of Ideas 


The field of insurance sales and serv 


ice and the field of television broadcast 


advertising are not poles apart, but are 
fields of 


another 


kindred endeavor and, in fact, 


can serve one closely and well, 


he said. For, television, when used 


properly, is a mid-century development 


which enhances the sales of goods and 


services as well as the selling of ideas 
and concepts. 

know,” asked Mr. Barrett, 
over 36,500,000 American homes 
now have television? This is more than 
75% ot homes in America and, I be- 
lieve, is a runner-up to the millions of 


“Did you 
“that 


U.S. homes covered by vour sales. of 
insurance. Did you know that our fellow 
\mericans have their sets turned on an 
average of 5% hours per day? Or, to 
put it another way, our fellow Ameri- 
cans are now spending over 300,000,000 
people hours per day watching televi 
sion 

“In fact, our fellow Americans are 
now spending their time in this. rank 
of time spent—First, in amount of time 


spent at 
third in 


TV Reaches Young Homes 


‘Although television reaches into all 
types of homes, it is important you, 
as potential users of television, to know 
that the medium of television is prone 
est in the young homes of America. It 


work, second in sleeping and 
time spent watching television. 


is in the same 17,000,000 homes that 
have been formed in this country since 
World War II that are the most loyal 


ad heavy viewers of television. It is 


these young, expanding, dynamic, grow- 
ing homes, with greater consumer needs 
and greater insurance needs, that are 
the homes that are spending a ‘higher 


their time with television 
advertising media. 


proportion of 
than with other 


“In one sense, television is badly mis- 
understood,” stated Mr. Barrett. “We 
hear about the name stars, we hear 


about fabulous spectaculars and certain 
very ambitious coast-to-coast network 
shows. We end up with the idea that 
all television has to be very big and 
very expensive. Let me state categori- 
cally, that this is not the case that 
television can be as local as the local 
television station itself. 

‘Television need not be complex to be 
fective, nor does it require a_pro- 
hibitively large budget for the local 
individual to use television in a produc- 
tive way. There are small and_ local 


business men that are using television 
and, on their scale of ‘business, use it 
with satisfactory sales results. 


“IT cite an example of a country 
near Burlington, Vt. 


store 


This grassroots re- 


tailer 
ment per 
himself, does the 


buys one commercial announce- 
week on his local station. He, 
commercial—finds that 
by getting on television he not only 
talks to \his regular customers, but talks 
to prospective customers who have never 
come near his store. He can explain to 
them why they should become customers 
of his store. 

“Does this grassroots effort get 
results? Yes. This country store hes 


1 
sales 


found that ‘his business volume thas in 
creased twenty-fold and the cost of his 
television time pays for itself many 
times over. 


Aids Person-to-Person Selling 


“You agents are the best ‘method’ of 
salesmanship,” observed Mr. Barrett. 
‘There is no equal substitute for per- 
son-to-person selling. That will prob- 
ably continue to be true throughout the 
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of your time is required in going from 
one prospect to another prospect, much 
of your time is required in servicing 
people who have already bought insur- 
ance, much of your time is consumed 
in non-productive ‘but essential office and 
detail work. 

“The modern-day extender of your 
sales effort is television. For by tele- 
vision, your sales calls per week go up 
in geometric progression. Through the 
magic of electronics, your sales message 
can go into the living room of thousands 
of your prospects in one evening com- 
pared to the three, four, five which you, 
at the extreme, could probably reach in 
one evening. Television, when used prop- 
erly, is nothing more or less than per- 
son-to-person selling—it is going into 


the home of your prospect with your 
best sales message, your best foot for- 
ward and telling them why your local 


services are needed and why your local 
services are superior. 

“There is definitely a place in tele- 
vision for insurance agents. They can 
talk to their local stations, on an indi- 
vidual or a group ‘basis, whereby the 
concept of greater insurance and broader 
insurance can be brought to the members 











history of man. But you, the best sales- of the community with a fair sharing 
men, have your physical limitations. As of the individual agent’s tie-in) address 
vou so well know, there are only so and telephone number, Or the whole 
many selling ‘hours in the week—much concept of the need for more and 
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broader insurance can be sold) on 
regional or national i isis. 


Seeking Disposable Dollars 


“To am sure all of us will agree tha 
the potential increase in insurance coy- 
erage in this country 1s practically limit 
less, and yet, you like every other 
American business man today, is fight- 
ing competitively for the disposable or 
the discretionary dollar that our felloy 
Americans have to spend,” stated Mr 
Barrett. “Our fellow Americans ar 
continually deciding in their minds 
whether after their basic living needs 
they will spend their monies for 
refrigerator, a vacation trip, a new fu 
coat for momma, or whether some o/ 
this disposable income should he allo- 
cated for even more basic and _ sensibi 
considerations — namely, adequate an 
insurance coverage for the chat 





proper il- 
tels and properties and valued posses- 
sions already owned. This, gentlemen, is 


challenge, the fight for the dis- 
posable dollar in America today—the 
growth of your business. Television is 
personal selling and we believe th: 
can be used properly at the local leve! 
or at the regional level or at the nation 
level, as you and your fellow insurance 
people best see fit.” 


your 


it 
] 
i 


Fire Safety Committee 
Reports on Activities 


The fire safety and civil defense com- 


the NATA reported briefly t 


mittee of 


the convention in New York this week 
on its activities Chairman Simpson 
Stoner, Greencastle, Ind., cited particu- 


larly: 

distribution of the new fire 
safety manual, “Stop came Peagei Lives, 
has been made. This booklet was mad 
the National vat f Fire 
Underwriters; however, it is in we 
John J. O'Toole, former 
committee. We hope 
who has 


“Large 


possible by 


the work of 
chairman of this 
that every association member 
not already obtained his copy will do s 
in the near future. 

“Your committee sponsored ‘Spring 
Clean-Up Week’ and ‘Visit Building Offi- 
cials Day’ held again this 
year with excellent response. More than 
2,200 copies of a mailing announcing this 
day were sent to all state 
Ce©rs., 

“We have also promoted Paul /ear- 
ney’s recent book, ‘I Smell Smoke.’ Its 
reception has been unusually good. Sev- 
state associations and local boards 
have distributed this book to fire chiefs 


which was 


and board offi- 


eral 


and schools. The largest distributio! 
has been on the West Coast; however. 
the Oklahoma and New York associa 


tions have been active in distributing 


this book,” 





















21, 195, 
———_, 


< i 





ENSIVE 
T } 


ars 


gree thiat 
ANCE COy- 
ully limit. 
rv other 
is fight- 
osable or 
ur felloy 
ated Mr 
“ans art 
r minds 
1g needs 
for ; 
new fu 
some oi 
be all 
sensible 
ate an 
he chat- 
~p SSEs- 
emen, is 
the dis- 
lav—the 
71sion 1s 
that it 
‘al level 
national 
surance 


vities 
-e com- 
iefly t 
Ss week 
impson 
varticu- 


Ww fire 
Lives,” 
; made 
of Fire 

| 
reality 
former 


nope 















Septeml ver 21, 1956 


THE EASTERN UNDERWRITER —- LOCAL AGENTS’ CONVENTION 


45 


Page 





National Association of Insurance Agents in New York 


TV, Radio and Press Experts ‘Talk on. 
Advertising and Public Relations 


The grand ballroom of the Waldorf- 


\storia was crowded Tuesday morning 


jor the session on selling the local agent 
and his services to the public through 
advertising and public relations. Presi- 
dent Kenneth Ross presided briefly, then 
turned the gavel over to Past President 

John C. Stott, Norwich, N. Y., who cur- 
rently is chairman of the NATA public 
relations committee. 

An excellent program of speaking, cit- 
ing the sales possibilities at local levels 
through the media of television, radio 
and local newspapers, plus screen pres- 
entations of President Ross on_ the 
“Today” TV program some weeks ago 
of successful advertising, 
the 


slogan 


and agency 
was climaxed by announcement of 
winner of the public relations 
contest. The winner, W. Stanley Pearce 
of Palo Alto, Calif., who was unable 
to be present, receives the $1,000 prize. 

His artistic slogan met with strong 
approval. The whole program was dra- 
matic, intelligent, graphic and cye- 
appealing. 

Speakers included the popular TV 
star, Dave Garroway; Halsley Barrett, 
director of national sales, TV Bureau 
of Advertising, New York City, whose 
paper is reviewed elsewhere in this 1s- 
sue; Sherril Taylor, vice president, 
Radio Bureau of Advertising, New 
York; Jerry Davidson, Bureau of Ad- 
vertising, American Newspaper Pub- 
lishers Association, New York, whose 


talk will be presented more completely 
next week; Sydney A. DeRoner, mem- 
ber of the Essex County, N. J., Associa- 
tion of Insurance Agents, on local board 
advertising, whose address appears else- 
where in this issue, and Frederick W. 
Westerveilt, Jr, manager, public rela- 
tions department, National Board of 
Fire Underwriters, whose talk also will 
be published next week. 
Stott on Purpose of Program 


Mr. Stott told why this session was put 
on the program. He said the agents are 
seeking well directed and intelligent ad- 
vertising campaigns, using all top media, 
which will “glorify the independent 
agent and set him apart from the 
Johnny-come-lately captive agent who is 
getting too large a part of the insur- 
ance business.” 

Mr. Garroway spoke about his daily 
morning TV program which he termed 
a “service” rather than an _ entertain- 
ment program. He has had some insur- 
ance sponsors, he said, and they are 
coming back. He assured the agents 
that TV can help them and is a strong 
medium in every way. 


Radio Appeal 


Mr. Taylor cited reasons why radio is 
one of the best aids in selling services 
and products. In radio advertising, he 
stated, the agent uses a powerful voice 
which reaches nearly all people, the cost 
is low, the broadcasts are heard ful'v 
in the area in which he does his business 
and the agent can select the hour that 
he believes best for his purpose. 

Mr. Taylor said 35,000,000 automobiles 


are equipped with radios and_ only 
through radio broadcasting can mes- 
sages reach people when they are on 
the road, and good prospects then for 
safety talks. Sales of radios of all kinds 
were double those of TV sets last year, 
he said, and in June radio set sales 
showed sharp increases over the same 
month of 1955. Thus TV, he said, has 
not reduced radio listening. 

There are 124,000,000 radio sets owned 
by 47,000,000 families, Mr. Taylor said 
with about 15,000,000 people listening 
daily between 10 and 11 a.m. and some- 
what more than between 8 and 9 p.m. 
He concluded by saying that the first 
half of 1956 was the best of any year 
for radio billing of “spot” announce- 
ments, such as many local agents use. 


Newspaper Advertising 


About 90% of American families are 
reached by daily and weekly newspa- 
pers, Mr. Davidson told the agents. He 
urged the producers to utilize local 
newspaper ads more fully because their 
cut-rate competition now uses consist- 
ent, forceful advertising on the theme 
that those carriers can “beat your price. 
You can beat their service, but with 
personal calls only you cannot begin to 
reach a large number of people.” 


To increase his business an agent 
should, said Mr, Davidson, set up an 
annual advertising budget, time ads 


carefully to coincide with news events, 
national advertising by the agent’s 
companies, winter hazards and other de- 
velopments which lend themselves to 
insurance tie-ins. The agent, he de- 
clared, should also time his own in- 
tensive sales campaigns in conjunction 
with his newspaper advertising. He 
stressed there has been no dropping off 
of newspaper reading because of TV 
and radio. Newspapers reach practically 
everyone and circulation today is at an 
all-time high. Mr. Davidson’s sugges- 
tions will appear more at length in next 
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HAS GOOD 
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America Fore Directory 

The America Fore Directory of Dele- 
gates and Guests, by far the most popu 
lar piece of literature distributed at the 
NAIA convention this week, was eagerly 
picked up Tuesday morning at the 
Waldorf-Astoria, New York. With a 
handsome cover showing the New York 
the 
altered its inside page format to make 
names, home New York 
hotel room numbers more easily read- 
able. 

The America Fore Group’s advertising 
department, headed by Secretary Frank 
S. Ennis, which prepares the Directory, 
is receiving wide commendation, Robert 
Nay, assistant advertising manager, ably 
assisted Mr. Ennis in assembling the 
Directory. 


Coliseum, Directory this year has 


addresses and 





week’s issue of this paper. 

Several insurance companies displayed 
their advertising programs for local 
agents in the lobby of the ballroom. 












*Merrill Agency, Inc., Licensed Excess Line Brokers 





Representing 
FOUNDERS’ INSURANCE COMPANY 


MARITIME INSURANCE CO. LTD. 


BONDING & CASUALTY 
FIRE 


tMASSACHUSETTS FIRE & MARINE INSURANCE CO. 
NATIONAL-BEN FRANKLIN INSURANCE CO. 


{NORTH RIVER INSURANCE CO. 


MARINE 


OCEAN ACCIDENT & GUARANTEE CORP. LTD. 


PALATINE INSURANCE CO. LTD. 


AUTO PHYSICAL DAMAGE 


PEARL ASSURANCE CO. LTD. 


RELIANCE INSURANCE CO. 


*SURPLUS, EXCESS 
and SPECIAL LINES 


tSAFEGUARD INSURANCE CO. 
SPRINGFIELD FIRE & MARINE INSURANCE CO. 


SUN INSURANCE COMPANY OF N. Y. 


for Insurance Brokers 


SUN INSURANCE OFFICE LTD. 
tRepresented by Merrill Agency, Inc. 


Whitehill PREMIUM CORPORATION 


“Custom-Made” Premium Financing 


MERRILL AGENCY, Inc. 
A Whitehill Agency affiliate 


95 Maiden Lane, New York 38 e HAnover 22-8850 
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in overseas a}-—ae 


I nsuring your clients’ business interests half a world away 
is an exacting job requiring the professional skill and knowl- 
edge of an organization like AFIA. 


To provide accurate protection, AFIA carefully applies 
its knowledge of foreign laws and insurance regulations to 
your clients’ insurance needs. 


To provide unexcelled service, AFIA has more than 600 
representatives in principal cities throughout the world. 


FOR YOUR CLIENTS’ OVERSEAS PROTECTION—SEE AFIA 











AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street e¢ New York 38, New York 


CHICAGO OFFICE . . Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
lie le. « Mercantile Bank Building, 106 So. Ervay Street, Dallas 1, Texas 
LOS ANGELES OFFICE 3277 Wilshire Boulevard, Los Angeles 5, California 
SAN FRANCISCO OFFICE . . Russ Building, 235 Montgomery Street, San Francisco 4, California 
WASHINGTON OFFICE . . . Woodward Building, 733 15th Street, N.W., Washington 5, D.C. 


An association of 22 American capital stock fire, marine, casualty and 


surety insurance companies providing insurance protection in foreign lands 
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In New You. 


Essex County’s Successful Ads 


Local Board Program in New Jersey Newspapers, With Coop. 
eration of Atlantic Companies, Demonstrates Ways 
to Meet Competition, States DeRoner 


How local board advertising, with in-! 
Ss ri 


the size of the agency, being either 9; 


. mu it 75 © r . 
surance company cooperation, has suc- ay $50 or $75 per agency. At the end of 


buy in insurance today is through an 
independent insurance agent, who is a 
member of his local board and state and 
national associations,” was related by 
Sydney A. DeRoner of Essex County, 


N. J., when he spoke Tuesday morning 


before the advertising and public rela- 
tions of the NAJA convention. 
The idea for such a campaign took shape 
in 1954, the advertising started some 
months later and has continued. 

The cost factor in such a campaign 
was a problem at the outset, said Mr. 
DeRoner, because of high charges for 
advertising in newspapers in a metro- 
politan area. Presenting a graphic pic- 
ture of the development of this success- 
ful advertising Mr. DeRoner told the 
convention: 

“The general feeling was that we 
needed some help to conduct such a 
campaign. Our preliminary work had 
shown that a good effective campaign 
would cost between $10,000 and $12,000. 

“This would include the actual prepa- 
ration of the ads and the cost of adver- 
tising space in the papers. We realized 
that the possibility of raising this sum 
from our members would be extremely 
difficult, Therefore we needed some as- 
sistance to reduce the cost to the par- 
ticipating agents. We discussed the idea 
with several company men but met with 
little success. It was also discussed with 
several of the associations within the 
industry but once again we received lit- 
tle encouragement. 


session 


Help From Atlantic Companies 

“However, we persisted in an effort 
to interest some company help. One of 
the company men we had talked over 
the idea with was Don Walker, local 
manager for the Atlantic Companies. He 
thought the project had possibilities and 
approached his home office officials with 
the idea. Fortunately for us the Atlantic 
Companies decided they could be of some 
help to us and expressed a desire to hear 
more of our plan. 

“After a preliminary talk they offered 
us the services of their advertising 
agency, Doremus & Co. in New York. 
They proposed to have us feed our ideas 
on what we wanted in the way of good 
hard-hitting ads to Frank Schaffer of 
Doremus & Co. and he would turn them 
into polished ads for our own use,” Mr. 
DeRoner stated. 

“The theme of our program was to be 
‘The Independent Insurance Agent.’ All 
of the ads were written along these lines. 
They prepared a series of nine ads for 
our use. The ads seemed to be just what 
we wanted, they had good ‘eye appeal’ 
and were to the point and not too 
‘wordy. Having been furnished with 
these new fresh ads for our association’s 
use we were then faced only with the 
job of raising the actual cost of the 
newspaper space. We had decided to 
run 24 ads. These ads were to be ten 
inches high and three columns wide. 
The cost of the space would be $6,500. 


Reached Goal for Funds 


“When the plan was presented in com- 
plete detail to our membership, at a 
meeting in which approximately one- 
third of our 225 members attended, it 
Was unanimously accepted. Using an ex- 
planatory letter and a copy of the first 
ad, we solicited assessments from our 
members and received a wonderful re- 
sponse. The assessment was based on 


cessfully told the public that the “best . weeks we had received 60% of ow 


“}2Z0al. 


“We then started a telephone can. 
paign to contact our reluctant member: 
in an effort to get everyone to partic. 
pate. We finally wound up with 75% «; 
our members voluntarily paying the ad. 
vertising assessment. This had been ou; 
goal because we had realized from the 
beginning that we could not expect 100% 
participation. We then were assured oj 
the necessary funds to run the campaign 
for the year of 1955,” Mr. DeRoner 
continued. 

“On the advice of Doremus & Co, we 
ran the ads regularly except during the 
months of July and August. Most of the 
ads were given to the paper with the 
run of the paper, thus they could spot 
them wherever they found it best. Gen- 
erally we got good space. On some of 
our ads we specified the sports page as 
we had noticed the direct writers used 
that considerably. In one of the ads we 
listed all of the names and_ addresses 
of the contributing members of our asso- 
ciation. The ads had the address and 
telephone number of our state associa- 
tion secretary whose office happened t 
be in the center of our county. All in- 
quiries were referred by him to ou 
advertising committee. 


Widespread Request for Ads 


“We think you will agree the ads are 
some of the finest you have seen. They 
were written by the agent for the agent's 
use with the cooperation of the Atlantic 
Companies. We feel the agency system 
owes a debt of gratitude to these com- 
panies for having the foresight to pre- 
pare these ads which were first to omit 
the company name entirely. The ads 
were later made available to any agent 
or agent’s association in mat form for 
a nominal price. They have received over 
200 requests for these ads and over 73 
agents or agents’ associations are now 
using them. 

“Our new ads now have a reference 
to the yellow pages of the telephone 
book. Starting this year we have a list- 
ing under the heading of Essex County 
Insurance Agents in the yellow pages 
Names of our members are then listed 
alphabetically under this heading. We 
have received enough telephone and writ- 
ten inquiries to know that the ads are 
being read by the public, and we are 
sure the ads are beginning to educate 
the public that cost should not be the 
sole factor in buying insurance. 

“We urge any agents association that 
is not now using newspaper advertising 
to look into it. In addition to these won- 
derful ads you see here at the conven- 
tion, there are others available for your 
use. The America Fore Companies have 
a new series they are using in national 
publications and then offering to the 
agent for use without the company name 
being in the ad,” Mr. DeRoner told the 
convention, “There is also fine material 
available from the National Board and a 
set of interesting ads have been pre- 
pared by Dinerman & Co. in Cincinnati 

“In addition to newspaper advertising 
in Essex County, we have taken a booth 
the past two years at a county ‘Do I 
Yourself Show. We _ have dispensed 
many pieces of literature both of @ 
safety and instructional nature to the 
public via this booth. 


Sound Slide Film on Independent Agent 

“This past year we prepared within 
our group a sound slide film which we 
showed in our booth. The film plays uP 


(Continued on Page 49) 
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Receive Annual Award 
Insurance Brokers’ 


Dinner October 23 in New York 


M. W. Heard to Get 
3rokers’ Gold Medal 


FOR MERITORIOUS SERVICE 


of General 
Assn. at Annual 


Manning W. Heard, first. vice 
dent and general counsel of the 
ford Accident & Indemnit has 
elected as the 1956 winner 


pre Sl 
Iter 
bee 


th 





1 


e 





John Ilaley 
MANNING W. HEARD 
lal (;eneral Insura 
Ass New York, In 
l was e unanimous choice 
1 Medal Award Committee, con 
past medal winners and headed 
k A. ( istensen, chairman o 
ds \meri Fore Insurance 
n their opinion he thas rendered 
meritorious service to the insur 
} + } - + + , 
lustry during the past vear. 
ator T he award to Mr 
will be made at the association’ 
1ual dinner to be held at t 
\s Hotel, New York, 
October 23. Russell Wittpe: 
General Insurance Br 
ed Mr. Heard’s designa 
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attorney in its fidelity and surety claim 
department. He was elected secretary 
on February 11, 1937, and through suc- 


cessive offices to the posts he now holds 


with the Hartford Fire Group of Com 
panies. 
He has served two terms each as vice 


president and president of the Associa 
tion of Casualty & Surety Companies 
and is now serving a second term as 
chairman of the American Insurance 


\ssociation. 

He was a 
study group appointed 
Energy ‘Commission, 
was named by Governor Ribicoff 
Connecticut to a special six-member 
committeee to help guide Connecticut's 
development of atomic energy for peace 
ful purposes. 


the insurance 
by the Atomic 
and in May, 1956, 


member of 


of 


Long a leader in the civic life of 
Connecticut and Hartford, Mr. Heard 
has been a member of the City of 
Hartford’s board of finance and a di- 


Hartford Chamber of Com- 
merce. He is a commissioner and former 
chi urman of the Metropolitan District 
Commission which administers the water 


rector of the 


and sewerage system of the Greater 
Hartford area. His is a member of the 
membership committee of the United 


of Commerce. 


lafammntions Otel 
On Theft Prevention 


Underwriters, agents and brokers now 
handling multiple block policies, particu 
larly fire underwriters, can obtain infor- 
mation on various aspects of insuring 
goods in transit plus theft prevention 
aids from Babaco Alarm Systems. Inc. 
The information is offered for the bene 
fit of those who are not familiar with 
this area of the insurance field, but 
who are now exposed to it as a part of 
multiple block coverage. Insurance men 
desiring such data can get on the mailing 
list rr the monthly “Babaco News” 
and other theft-prevention literature by 
vriting to Babaco Alarm Systems, Inc., 
Street, New York 14. 


States Chamber 


4 


Washington 


Milton J. Lyman Wins 
Hooper-Holmes Cup 


AT N. Y. AGENTS’ GOLF PARTY 





Turnout of 75 Members and Guests; 3rd 
Annual Golf Tournament; Weghorn 
Chairman; Waters Welcomes 
Some 75 members and guests of New 
York City Association of Insurance 
ie ee were favored with perfect weath- 


er last Thursday, September 13, for their 
third) annual golf tournament at the 
Rockville (L. I.) Country Club. John C. 


Weghorn, who is a member of that club, 
made the arrangements and was the golf 


chairman with the able assistance of 
Fred Marsh of Brown Crosby & Co., 
Inc., official score keeper. Mr. Marsh 
is president of the Metropolitan Golf 


Association, New York. 

At the dinner which climaxed the day’s 
competition William A. Waters, presi- 
dent of Hall & Henshaw, who heads the 
New York Association, extended wel- 
come and expressed pleasure over the 
representative turnout. Thereupon Chair- 
man Weghorn announced the prize win- 


ners. Here are the results: 

Milton J. Lyman of Jaffe Agency, Inc., 
who won the low gross prize for 18 
holes, shooting a 78, was presented with 
the Hooper-Holmes Bureau cup by 
James J. Wilson, vice president of that 
inspection agency. This is the second 
time that Mr. Lyman has won this cup. 
He also received a silver Revere bowl, 
which is presented annually by the 
Yorkshire Insurance Group to the low 


gross winner. 

Harry F. Legg, executive secretary, 
won the president’s cup, awarded by Mr. 
Waters, for the best low net score. In 
turn, John C. Weghorn Ag as the winner 
in low net Class A; Ray of Leslie 
D. Forman & Co., Bester low net Class 
A, and Mr. Waters had best low net for 
Class B. Second in Class B was Jack 
Dexter of J. G. Dexter Agency. For 
Class C best low net prize went to 
Robert LeBright of the John C. Weg- 
horn Agency with Alfred J. Jaffe of the 
Jaffe Agency as the second Class C win- 
ner. 

Spiegelberg Best Low Gross Among 

Guests 


Best low gross score among the guests 
was achieved by W. T. Spiegelberge of 
Royal-Liverpool Insurance Group. Sec- 
ond low gross was made by Adjuster Al 
Rose. 

Eight guests were tied for the low net 
were Jack Corroon of Corroon & Reyn- 
olds, Inc., and Forest M. Douglass of 
Co., Inc. and Forest M. Douglass of 
Royal Exchange-Car and General Com- 
panies. 

In the kickers handicap—79 drawn— 


Marsh & McLennan, Cosgrove & Co. 
Merge Their Pacific Coast Organization 


The national insurance brokerage firms 


of Marsh & McLennan, Inc. and Cos- 
grove & Co., Inc. announced September 
18 the merger of their Pacific Coast 
reanizations. Hereafter offices of the 

companies in San Francisco, Los 


geles, Portland and Seattle 
ate as Marsh 
C /. Inc 

‘osgrove 
Preston 


will oper- 
& McLennan-Cosgrove & 
as will the Vancouver office of 
& Co. 

H. Kelsey, 
| Marsh 
and 
northern 
ington 


T 


vice chairman of 
& McLennan, will 
chief executive officer 
California, Oregon and 
operating companies and 
Collins, president of Cosgrove 
Inc will be chairman of the 


president 
the 


Wasl 


\\ 
& Co 


president of Cos 
of Los Angeles, will he 
resident and chief executive officer of 
. rn California and Arizona 
mmpanies. 

McLennan 
brokerage 


Keith, 


Southe 
perating ¢ 
Marsh & 


tional insurance 


an interna- 
firm with 


is 


offices in 22 principal cities in the United 
States, four in Canada as well as offices 
in London, Havana, and Caracas, Ven- 
ezuela. Hermon Dunlap Smith, Chicago, 
is president and chief executive officer 
of Marsh & McLennan and W. Donald 
Maus, New York, is chairman of the 
board. 

Cosgrove & Co. is 
known and oldest of the Pacific Coast 
insurance brokerage firms, in addition 
to operating nation-wide and represent- 


one of the best 


ing many prominent national business 
concerns. The present firm was founded 
by the late John E. Cosgrove in the 
early 1920's although the original pre- 


decessor firm was created in 1886. Other 
principals of Cosgrove & Co. are Andrew 
J. Lynch of San Francisco and John C. 
Cosgrove and Bertrand J. Lynch of Los 
\ngeles 

Through the merged operations and 
ownership, the entire facilities of the two 
organizations are made available to 
serve the clients of both firms. 
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the prize winners were Insurance Br: 
kers L. Rose and J. Gleismann and Jo! 
Olson of C. R. Black & Co. 

Don Ejifert of Eifert French & ( 
Inc., upheld the family reputation for 
golfing skill by winning the “nearest ¢! 
pin” prize. He was three inches fron 
the cup on the eighth ‘hole. Second 
this event was James Strain of York 
shire Insurance Co. of New York. Spe 
cial prize went to Css, “dt Harttor 
Fire, for using the greatest number 
strokes. 

In the lucky number drawing 
I. Mezey, president of Hoey, 
Frost, Mezey, Inc., emerged as t 
ner of a set of woods. 

The association’s appreciation was 
tended to the prize donors includin: 
Hall & Henshaw, Yorkshire Insuranc 
Co., Home Insurance Co., Commerc 
Union, United States Casualty, Insuran 
Advocate, Wright Agency, Inc., Hoe 


Elliso: 


he wit 


Ellison, Frost, Mezey Inc., Royal- Live 
pool Insurance Group, Silas R. Frat 
Co.. Dun & Bradstreet, and James 
Wilson of Hooper-Holmes Bureau, In 





Critchell-Miller Agency 
Honored by Springfiel 


fa Critchell-Miller Insurance Agent! 

Chicago was feted on Septen pa i 
"e the Springfield Fire & Marine Inst" 
ance which the agency has represent 
for 80 years. Lyman M. Drake, Jr., Be! 
jamin R. Horwich and Edwin P. Simo 
partners in the agency and their st? 
were entertained at a dinner held att 
l nion League Club. 

wight Parker, president 

Springfield, of Springfield, Mas: 
Herbert P. Almgren, vice president, we 
in attendance. President Parker )' 
sented the agency with a hand-painit 
reproduction of the company’s traié 
mark, The Covered Wagon. Magnus ! 
Peterson, resident vice president of t! 
Springfield in Chicago, was toastmaste’ 
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the Advertising 
ouches on public attitudes toward doc- 
tors, whom, I am 
quite 
'remeiy high in public acceptance. Yet, 
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Carson Says Merchandising Should 
Recognize Changing Public Attitude 


Insurance ‘has been too conservative in 
merchandising its products to the public, 
Ellis H. Carson, president of the Na- 
tional Surety Corporation and vice presi- 
dent of the Fireman’s Fund Insurance 
Group, told the 57th annual meeting of 
the Maine Insurance 
4cents on September 14 at Rockland. 

Speaking on the subject of “Motiva- 
tions for Insuring,” Mr. Carson declared 
that selling efforts should be more 
closely attuned to changing public atti- 
tudes and urged the insurance industry 
“9 devise new words and phrases” that 
will allow the public to talk more under- 
standingly about insurance. 

“We all recognize,” he said, “how im- 
portant it is to the development and 
progress of our ‘business that the public 
hears a favorable opinion of our opera- 
tions in every respect. One might think 
that fear engendered by appreciation of 
the susceptibilities to loss or damage 
should make the selling of insurance 
«moderately easy task. ; 
“However, the fear motive is not 
nearly aS persuasive as possibly many 
of us used to feel. The human mind, and 
| would add not unfortunately so, seems 
to be tinged with a particular strain of 
optimism. This does not prevent an indi- 
vidual from realizing the probabilities of 
accidents and catastrophes, but concur- 
rently it renders him prone to regard 
them as things that can happen to some- 
body else but not to him,” continued Mr. 
Carson, 


Association of 


Need Attitude of Receptiveness 


“Notwithstanding the many cogent and 
impelling reasons there are for the pur- 
chase of insurance of various kinds, we 
have to engender an attitude of recep- 
tiveness to these arguments; in other 
words, we have a sales resistance to 
wercome which we can, I think, justly 
claim to be one of the more persistent 
or obdurate to be met with in the selling 
of any class of goods or services. 

“From all this it follows that insurance 
needs to be continually developing sales- 
men of superior abilities and unusual 
persistence. Also, we have to face the 
further fact that in this current intensive 
competition for manpower it is becoming 
increasingly difficult to persuade young 
men entering business to embark on a 
selling career. One of the challenges be- 
lore us is, accordingly, how to utilize 
the sales force available to us in the 
most economical as well as the most 
effective manner,” Mr. Carson stressed. 
-Dealing first with the economies of 
the situation, face-to-face selling, which 
is the traditional method in the insurance 
business, is costly both in time and 
money, he continued. Secondly, as to the 
effective use of the selling force, it is 
vital that one learn and more fully 


appreciate the attitudes of the public at 
‘arge toward insurance and the protec- 
tion it affords, and also keep up-to-date 


he actions and reactions which lead 
motivations to buy insurance. 


Reaction of Public 





“A finding quoted in a publication of 
Research Foundation, 


would all 
stand ex- 


sure, we 


naturally assume to 


Ne study in question showed that for 


every one person to whom the stimulus 


word ‘doctor’ gave pleasant or probably 


7 
} 


responses, there were three to 
the word had unpleasant con- 
ns such as ‘ailments, bills, death, 








se and pain.’” Mr. Carson pointed 

er pre wut. 
-painte “To the extent that such a study may 
tral" °€ Significant to us, you might well 
gnus f Magine that the word ‘insurance’ would 
t ot tt € calculated to bring to mind ‘accident, 
tmaste “atastrophe and disaster.’ It could also 





“onnote the subject of expense without 








the certainty of tangible returns or 
profits. 

“To what extent have we consciously 
directed our attention to names and 
phrases as applied to insurance? The 
use of the term ‘living insurance’ comes 
to mind. We also have noted the em- 
phasis which life insurance companies 
are now giving to the large proportion 
of their payments that go to living 
policyholders and are not, therefore, 
death benefits. 

“An advertising executive of interna- 
tional reputation suggested to me a little 
while back that our industry would do 
well to find or coin a word to be applied 
to an uninsured motorist that would 
carry with it the same unpleasant impli- 
cations as does the word ‘scab’ in labor 
union circles. Would that we could find 
a word to do for us what ‘halitosis’ did 
for Listerine, and a phrase such as 
‘Filter, Flavor, Flip-Top Box’ is now 
doing for cigarettes. 


Need New Words for Public to Use 


“The public is ready to take pride in 
the insurance they have but we need to 
devise new words or phrases that they 
can use to talk about it which indicate 
their inside or superior knowledge,” 
stated Mr. Carson, 

“Possibly we have been too conserva- 
tive. Other businesses as_ traditionally 
staid as ours, and notably banks, are 
undergoing radical changes of pace in 
making new approaches to merchandis- 
ing. 

“This trend certainly gives food for 
thought to us in the insurance business. 
I do believe we should recognize that 
the public is attracted by words and 
phrases which sound good or make them 
feel knowledeable even though their 
meaning is not entirely plain or appreci- 
ated. Several years ago a midwestern 
agent, who was one of the earliest of 
radio advertisers in our business, invited 
his listeners to apply for ‘his new ‘5-10-5’ 
automobile policy. This met with con- 
siderable success in arousing interest,” 
Mr. Carson observed. 


Contact Media and Moods 


“T believe we all recognize how im- 
portant it is to the development and 
progress of our business that the public 
bears a favorable opinion of our opera- 
tions in every respect. This involves the 
quality of our service, and the probity 
and integrity with which we discharge 
our obligations. It also includes the econ- 
omies we effect in everything that has 
to do with overhead expenses in order 
that we may establish premium rates 
which are regarded as reasonable and 
within the capacity of the public to pay. 

(Continued on Page 50) 





Essex County’s Ads 


(Continued from Page 46) 

the reasons for knowing and doing busi- 
ness with ‘An Independent Insurance 
Agent.’ Our film showed the agent con- 
ferring with the prospect and this wife 
in the home, sitting in his office pouring 
over his manuals, explaining the various 
coverages to the prospect. Each slide 
appears on the screen for between 20 
and 25 seconds. Meanwhile the voice of 
the announcer is enumerating the rea- 
sons for doing business with an agent. 
The last part of the show had the an- 
nouncer reviewing the five important 
reasons for doing business with the 
independent agent. The show lasts only 
about five minutes and is repeated three 
times. 

“We timed the starting of the film 
to coincide with the time we gave out 
our particular gimmick, which was a red 
plastic fire helmet furnished by the 
Hartford Fire Insurance Co. Thus we 
had a captive audience and made them 
watch and listen to our film before we 
gave them a fire helmet.” 
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this advertisement appears in color in: 


BUSINESS WEEK—Sept. 8; NEWSWEEK—Sept. 17; 

TIME—Sept. 17; U. S. NEWS & WORLD REPORT—Sept. 28; 
NATION’S BUSINESS—October; TOWN JOURNAL—October; 
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Erskine Retires From 
AIA; Given Luncheon 


J. F. NEVILLE HIS SUCCESSOR 


Recognition Given to 25 Years’ Service 
by Erskine in American Ins. Assn.; 
Presented With Watch 
Ierskine, secretary of 
\ssociation, who 
years of devoted 
business. has 


John F. 


J Douglas 
\merican Insurance 
has given over 43 
service to the insurance 
retired. He is succeeded by 


Neville, formerly associate secretary ot 
\IA, whose election to the post of sec- 




















John F. Neville (left) and 
J. Douglas Erskine 


retary is announced by Association 
Chairman Manning W. Heard, first vice 
president and general counsel of Hart 
tord Accident & Indemnity. 

\ farewell luncheon party was given 
for “Doug” Erskine, September 14, at 
Hotel Pierre, New York, at which rec- 
ognition was given to him for the 25 
years’ service he has given to American 
Insurance Association and its predeces 
sor, Insurance Executive Association 
He was presented with an engraved 
gold watch. 

Mr. [rskine’s began in 1913 
with the Underwriters Association of 
New York State. In 1921 he joined the 
Northern Assurance and eight 
ter he becange assistant manager of LUA 
! his duties as secretary of In- 


career 


vears |: 


He starte 


surance Executives Association in 1932 
Neville Formerly With NAIA 
Mr. Neville attended Syracuse Uni- 


versity, Fordham University Law School 
and Brooklyn College Law School. After 
private law practice in New York City. 
he joined the National Association of 


Insurance Agents in 1946 as associate 
counsel. He was elected NAIA execu- 
tive secretary and associate counsel in 
1950. In 1951 he left to serve in the 
\rmv as captain in the Judge Advocate’s 


returning to NATA in 1952 as 
secretary and general counsel 
American 


division 
executive 
He resigned last vear to join 
Insurance Association 


North Rep. Condidese for 


The House in Connecticut 

David A. North of New Haven, past 
president of the NATA, is Republican 
candidate for the Connecticut House of 
Representatives from his home commun- 
ity outside of New Haven. Long a leader 
in local, state and national activities in 
many lines and widely popular, Mr 
North’s election seems certain. 











LORENZ JOINS ATLANTIC 
Donald W. Lorenz has joined the At- 
lantic Mutual and Centennial as a special 
agent in Ohio, Robert M. Perce, vice 
president of the Atlantic Companies and 
manager of the Midwest Divi- 





general 


sion, 


announces, 


Fire Service Beyond Policy 
A good 
service was shown recently by Roy A. 
Duffus of Rochester, N. Y., 
president of the New York State As- 
sociation of Insurance Agents and one 
of the few agents in the country to re- 
Woodworth Memorial of the 
Association of Insurance 


example of a local agent’s 


former 


ceive the 
National 
Agents for outstanding work for insur- 
ance. A few nights ago, he said: 

“T had a police call for an automobile 
fire and it was right in front of my 


and found the car 
assured, 
there with his wife and two small chil- 
nine o'clock at night on the 
way to get ice cream. The firemen came 
and put the fire out. 
pushed to the curb and towed to the 


house. I went out 


was owned by an who was 


dren at 


The car was 
garage for repairs to the wiring. | took 
the family home, about six miles. It is 
one of those services we render to our 
customers and which cannot be dupli- 
cated by a certain type of company or- 
dinarily. This is a service you cannot 
give by mail.” 





Fr. 











what a home office! 


dreamed of. 


MR. LOCAL AGENT 





And here we are 


Back almost a week now from my visit to 
Philadelphia and "hostessing" at the formal 
opening of the new PLM Building. Of course 
Mr. L-—poor man!-—-says I'm not back yet. I 
guess I do still have stars in my eyes. My! 
And what color! 
wherever you look, wherever you turn——38 
different shades and tones. So stimulating to 
work and yet so--so restful, too. One of the 
PLM girls writes me she just never feels the 
least little bit tired any more at 5 o'clock. 
And business machines! I must say PLM has just 


the most modern set-up you've ever, ever 














Color 











It has everything. 


established and feeling at home in our 


new Home Offices. Already the gears are grinding smoothly 
and, the ceremonies over, “business as usual” is the order 
of the day. More correctly, let me say “business as un- 
usual.” For we are now prepared to serve you and your 
clients as never before in all our 62 years. Why not write 
us about a representation. Or drop in and see us in our 


new quarters. 


Pennsylvania Lumbermens 
Mutual Insurance Company 


PHILADELPHIA 7, PA. 


PLM BUILDING e 


Writing FIRE and ALLIED LINES ‘‘In the Birthplace of American Mutual Insurance’’ 








stuaoY as THE OAT 


NAIA For UM Endorsemen 


(Continued from Page 41) 


and under discussion in Florida, was oy. 
lined to the board of directors by Mario, 
Sanford of Texas. He said this proposaj 
to reduce fire and EC rates on hhighe 
amounts of dwelling insurance was no: 
originally an agent’s plan. It came froy 
the companies, he said, which later with, 
drew their support. The agents in Tex; 
liked it and then pushed it to the point 
where it was approved by the Commis 
sioners there. 

Mr. Sanford declared loss ratios jy 
new dwellings, particularly in Texas, ap; 
so low that rate adjustments downward 
must be made to prevent cut-rate jp. 
surers from taking all the best business 
on a selective business, leaving the old- 
line insurers with the cheaper and olde 
dwellings that develop high ratios, He 
said personal property floater policies 
now use graduated rates and some other 
lines of insurance also, 

Earl Munz of New Jersey, chairman oj 
the NAIA property insurance committe: 
offered some personal observations j) 
opposition to this plan. He = said th 
technical rating men ‘had informed hin 
that graduated rates would not work oy 
as desired. Such rates would encourage 
selective underwriting by the companies, 
with rates increased on the poorer 
homes, which could lead also to political 
trouble. 

Maurice Hartson, Jr., New Orleans 
member of NATA executive committee 
supported the Texas proposal as an ag: 
gressive step to meet competition. Archi 
M. Slawsby, New Hampshire, likewise 
member of the executive committee 
stated also that new dwelling rate classi 
fications are needed to prevent the bes 
risks from going to selective underwrit 
ing competitors. 

Mr. White of Pennsylvania said in his 
state dwelling rates are so low now the 
couldn’t tbe reduced further. He suc- 
gested this competitive problem may !) 
territorial in nature and not national in 
scope, 


Archie M. Slawsby, New Hampshire, 


NAIA executive committeeman, report: 
ing on the problem of licensing compan 
emploves as agents, said that with fe 
exceptions company managements are 


now as opposed to this practice as is 


the NATA. While the problem cannot 
be cleaned up entirely in a few months 
since the practice thas existed for years 


the trend is toward cutting down on hav- 


ing employes act as agents. 


Ellis Carson Talk 


(Continued from Page 49) 


“Some of this cen be done throug’ 


advertising and formal public relation: 
programs whether instituted by agents 
lowever, in a busines 
such as ours, involved so much as it is 
with intangibles and with trust and con- 


or companies. 


fidence, we should not under-estimat 
the contributions that can only be made 
toward acceptance through our intimate 
person-to-person contacts. There | 
much evidence that the public is quit 
discriminating in separating self-servine 
statements from what are accepted a 
demonstrable matters of fact. 

“A reputation for truth is withow! 
doubt a great deal more important wit 
service such as insurance than it is wit 
commodities which can be put to the tes! 
of one of our senses. What people thin 
about us following their contacts and ex 
periences with you and me in the hat: 
dling or servicing of their insurance W! 
always play a large part in determining 
and controlling their motivations 10 
dealing in our market. 

“One of the most powerful influences 
governing the purchsse and placing © 
insurance is word of mouth recommend 
tion from satisfied policvholders. Twet- 
tv-three centuries ago it had been foun 
that ‘a good character carries with " 
the highest power of causing a thing! 
be believed. This could well be ov 
maxim in 1956,” Mr. Carson concluded. 
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Monte Carlo Congress of International 


Union Held in “Solidarity” Atmosphere 


H. J. Quirino da Fonseca Reelected President; Owen Barker 
Vice Chrmn.; Delegates Impressed by Excellent Papers; 
1957 Congress in Copenhagen 


By Cart E. McDowELi 
Executive Vice President 
American Institute of Marine Underwriters 


The International Union of Marine 
Insurance completed its 1956 Congress 
at Monte Carlo on Friday, September 14. 
The Union, now consisting of 47 associa- 
tions representing 45 countries, met in 
an atmosphere of “solidarity.” The 
word, employed by the chairman, H. J. 
Quirino da Fonseca of Lisbon, in_ his 
iutroductory remarks, and repeated by 
thers, effectively indicated that marine 
underwriters share something more sig- 
nificant than the business aspects of 
their ac tivity. 

The pattern of the 1956 sessions was 
set by references to the loss of “Andrea 
Doria,” the damage to “Stockholm,” and 
the seamanship and efficient aid by ‘ Tle 
de France’ and the Americans. Mr. 
Fonseca emphasized that the solidarity 
of feeling among underwriters is a basis 
for encouragement and strengthening in 
times of difficulty. He referred, in this 
connection, to a magazine article by 
Owen E. Barker, chairman of the United 
States delegation, on the “Human Side 
f Marine Underwriting.” Mr. Barker 
had written that “a broad basis of inter- 
national friendship assists us to absorb 
the shocks of disaster and to build se- 
curity against the tensions of interna- 
tional problems.” 

The outstanding aspects of the 1956 
Congress were the “solidarity” of un- 
derstanding and the high degree of ex- 
cellence of special papers contributed. 
The fact that so many special papers 
were introduced by members testifies to 
the maturity of the Union as a forum 
for discussion. It is significant that C. D. 
Raynor, deputy chairman of Lloyd’s 
Underwriters’ Association; Arthur F. 
Bilkey, vice president, Canadian Board 
§ Marine Underwriters, Montreal; 
Owen E. Barker, New York, and Harold 
lackson, president, Wm. H. McGee & 
Co. Inc., New York, should take the 
trouble to prepare papers of broad in- 
terest to all marine underwriters. Fur- 
thermore, topics of continuing interest 
ere reviewed by various committee 
chairmen. In many instances more mar- 
kets contributed special comments on 
agenda subjects than ever before. This 
also recognizes the greater prominence 
f Union meetings as an occasion for 
exchange of technical viewpoints. 

In addition to committee reports and 
Papers that followed up discussions at 
age Congresses excellent papers on 
new topics were contributed. Mr. Jack- 
son spoke on dangers to shipping be- 
cause of changing climatic conditions; 
Arthur Bilkey discussed the St. Law- 
rence Seaway; C. D. Raynor discussed 
the limitation of shipowners’ liability, 
and Mr. Barker gave some aspects of 
international regulation for maritime 
Satety 

Mr. Fonseca was reelected president 
and Mr. Barker was elected a vice chair- 
man to replace Mr. Jackson, who retired 
‘rom the executive committee. The 
Council then elected Mr. Jackson an 
honorary member of the Union. Mr. 
Fonseca expressed a warm tribute to 
Mr. Jackson, referring to the “excellent 
and outstanding services rendered by 
him to the Union during pioneering and 
trying times, in his quiet and unosten- 
tatious manner.” Mr. Fonseca extended 
the Council’s congratulations for the 
igh honor bestowed on Mr. Jackson. 

The Council agreed to meet in Copen- 
hagen in 1957. 

Carl Briner, honorary president of the 
Inion, again reported on its relations 


with other international organizations. 
He advised that all the contacts with the 
International Chamber of Commerce and 
the United Nations, among others, are 
functioning smoothly and progressing 
constructively as was brought out in de- 
tail in reports by others at the Council 
meetings, 
Hull Business in General 

Reports to the Union on hull business 
in the several markets during the pre- 
vious yeer emphasized the continuing 
problem of inflation in ship repair costs. 


Harold H. 


The 
the 


As- 
mar- 
As- 


London 
sritish 
Salvage 


Mummery, 
reporting for 
ket, said that the London 
sociation index of repair costs (1948 
equaling 100) at the end of June, 1956, 
was 170. This compared with 162 in 
1955 and 150 in 1954. Regarding general 


surance, 


conditions in the British market, Mr. 
Mummery referred to it as “a year of 
consolidation.” He summarized amend- 


ments to hull underwriting in his mar- 
ket. Mr. Mummery reported that while 
delayed claims are still unsatisfactory, 
his recommendation in 1955 to set aside 
25 to 30% of hull premiums for this 
purpose may have been too conservative. 

As to the United Sti ites market, Mr. 
sarker reported that “the famous ‘cycle 
is operating and for the first six months 
of the year, we find ourselves on the 
down side. The change is all the more 


severe for we have become accustomed 
to rather satisfactory results over a 
period of years.” Regarding repair 


costs at United States ports, Mr. Barker 
anticipated major increases on the At- 
lantic and Pacific Coast areas and small 
increases on the Gulf Coast and Great 
Lakes areas. He also gave an extensive 
review of the organization and function- 
ing of the American Hull Insurance 
Syndicate and the United States Salvage 
Association, 

Reference in hull business papers also 
emphasized that during the past year 
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renewals of insurance on fleets of ves- 
sels reflected substantial increases in 
hull values. Also reference was made to 
the rating of new vessels when added to 
fleets. Many underwriters feel that new 
ships should be rated in accordance with 
terms that prevail for a similar vessel 
of the same fleet. However, strong com- 
petition between markets often finds an 
underwriter insuring such a ship at rates 
far below the fleet premiums. 

Other markets confirmed the increases 
in repair costs and the large settlements 
for heavy weather and ice damage 
claims. The German delegation also em 
phasized a considerable increase in ma- 
chinery claims. Both the Swedish and 
German representatives stressed the 
impact on ship repair costs of the high 
employment records in their countries. 


This “trade boom,” according to Hjal- 
mar Hamrin of Sweden, resulted during 
1955 in a 10% increase in the level of 
labor costs in his country and a 20% 
increase in ship repair costs. 

H. F. Thorburn, chairman, Liverpool 


Underwriters Association, again made a 
useful review of the continuing problem 
of “Trade Losses.” He referred to the 


practice of some underwriters who, in 
effect, write clauses that afford protec- 
tion against merchants’ trading risks 


He drew the line between risks that are 
“accidental, fortuitous and unexpected” 


(which is the underlying definition of 
marine insurance) and those that are 
“natural, ordinary and usual.” However, 


after thorough discussion of the subject 
by the Council, Mr. Thorburn reluc- 
tantly “consigned the subject to the 
deep under the waves of competition.” 
It was nevertheless agreed that the 
Council deprecates the practice of 
granting cover against trade losses and 
suggests that the delegates refer the 
subject to their associations. 


Nuclear Fission 
A. B. Stew: art (U.K.) Lloyd’s of Lon 


don underwriter, an honorary member of 
the Union, presented a useful and in- 
formative ‘addendum to his 1955 report 
on nuclear fission developments as they 
affect marine insurance. He stated that 
projects are being actively studied in ten 
well as others. 


major countries as 
Things have moved forward more rap- 
idly than anticipated, he said, to the 


point that a nuclear-powered commercial 


vesse] may be seen much before the 
ten years’ forecast in his last report. 
He emphasized the lead given by the 
United States in this respect and with 
their nuclear-powered submarines. As 
to insurance coverage he believed “there 


is no insuperable problem for us marine 
underwriters.” 

Madoe M. Pease, North British & 
Mercantile, who was vice chairman of 
the U. S. delegation, stated that “serious 
appraisal of underwriters’ position can- 
not long be delayed. We must think 
from a marine standpoint of the loss or 
damage from direct as well as indirect 
causes to both hull and cargoes, whether 
the cargo be afloat or ashore.” He 
raised the problem of possible contami 
na‘ion of navigi ible waters in the event 
of trouble from reactor plants close by. 
He reported the signing of legislation in 
the United States to construct the 
world’s first nuclear-propelled merchant 
ship. The reactor alone is estimated to 
cost $22,000,000. 

Mr. Pease concluded that “the catas- 
trophe hazards involved in the use of 
atomic power, although possibly remote, 
are potentially enormous.” However, the 
risks are insurable, he said, “and the 
American market is prepared to accept 
its reasonable responsibility for such 
insurance.” 

Other comments on 
risks were submitted by the Swedish, 
German, Swiss and Italian delegations. 
Mr. Stewart’s summary emphasized the 


atomic marine 


general indication that radiation risks 
might be far greater and less con- 
trollable than the explosion risks, and 


also that a time-limit seems essential 
for insurance cover. At the conclusion, 
the Council agreed to appoint a study 
group to coordinate the information re 
ceived from members in the future. 


The report of the cargo loss preven 
tion committee consisted of several 
parts. Harold Jackson (U. S. A.), chair 
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man, again emphasized the committee’s 
interest in reports of preventable losses 
of major importance in the various 
markets. It is hoped that the Interna- 
tional Union will be able to assist mem 
bers regarding preventive measures in 
such cases. The committee also empha- 
sized the growing number of fires in 
customs houses and requested detailed 
reports by members of future occur- 
rences, 

Mr. Jackson reported that in the past 
year 70% of all shipboard fires occurred 
in port. He stated that “recent studies 
have indicated the importance of the 
selection of responsible persons for fire 
patrolmen and the effectiveness of a 
well disciplined ship fire fighting force.” 
Fire prevention habits among shipyard 
repairmen are important, he said, and 
also the problem of smoking in ships’ 
holds during cargo-handling operations 
has not abated. 

He then pointed to the interest of the 
International Chamber of Commerce in 
achieving uniformity of certain maritime 
regulations and practice in view of the 
requirements of the Safety of Life at 
Sea Convention, 1948. He discussed sev- 
eral reasons why uniformity of cargo- 
stowage regulations of various coun- 
tries and their application would assist 
in achieving greater maritime safety. 
He expressed the hope that the Inter- 
national Chamber of Commerce, the In- 
ternational Chamber of Shipping and 
the United Nations can work toward a 
uniform code of recommended stowage 
of certain commodities and correct de- 
scriptions and labeling of dangerous 


xoods, 


International Regulation for Maritime 
Safety 


Mr. Barker (U.S.A.) reported on two 
current aspects of international regula- 
tion for maritime safety. First ‘he re- 
viewed the status of the United Nations 
committee of experts on the transport 
of dangerous goods. This committee was 
appointed in 1953 to define groupings or 
classifications of dangerous goods, to list 
and classify the principal dangerous 
goods moving in commerce and to recom- 
mend labels for each grouping. The com- 
mittee first met in 1954 and shad met 
again this summer in Geneva. Mr. 
Barker said he was “much encouraged by 
the evidence to date that an intricate 
and highly important subject such as 
international commerce in dangerous 
roods can be negotiated in this manner” 
and that this is no reason to expect a 
valuable contribution by the commit- 
tee. 

Mr. Barker also referred to the status 
of the proposed Intergovernmental Mari- 
time Consultative Organization, the con- 
vention for which was drafted in 1948. 
Lack of ratifications has prevented im- 
plementation of the convention. He de- 
plored the fact that a maritime safety 
consultative and advisory organization at 
United Nations level was not in exist- 
ence. And ‘he emphasized that an IMCO 
or revised IMCO is vital to “the progres- 
sive practical extension as well as modi- 
fication of the International Convention 
for Safety of Life at Sea, 1948.” 


Extent of Cover After Discharge 


R. A. tf Porter, Lloyd’s of London 
underwriter, reported as chairman of the 
Committee on Extent of Cover After 
Discharge. In referring to the London 
Institute Clauses limiting cover after dis- 
charge to 60 days—introduced on Febru- 
ary 1, 1956—he stated that he believed 
the new clauses are in general use with 
the exception of the North American 
markets and of various cases which need 
special wordings. He stated that “the 
purpose of the new clauses is to set a 
limit to the time underwriters are on risk 
after discharge and to enable under- 
writers to obtain extra premiums where 
extra risks are run.” He also indicated 
that 60 days after discharge may well be 
too long a period to grant to some bad 
destination where shorter periods of 
cover would be more appropriate. 

Comparison of Clauses 

Jean Jaubert, Compagnie d’ Assur- 
ances Generales, Paris, chairman of the 
Committee For the Comparison of 
Clauses, advised that the joint Union- 





will be ready early next year and will 
compare clauses of 14 countries. Other 
editions are in Spanish, French, Italian 
and German. 


International Chamber of Commerce _ phrases 
publication “Tables of Practical Equiva- “Tables.” 
lents has been issued in five languages 


Referring to the use of odd clauses clients. 
in some policies at the request of banks, 
Mr. Jaubert advised that there has been rhe 


cooperation in the use of slips marine manager, Royal-Liverpool Insur- 
to be attached to such policies and cer- ance 
tificates. The purpose of the slips is to 
attention of assureds to the in- presented 
convenience of awkward clauses and reported that there were no outstanding 


to the existence 


Mr. Jaubert also hopes that the work 
15,573 copies have been sold. A of his committee would encourage mar- 
second edition of the English version kets in the future when drafting new 
or revised clauses to inquire of other 
markets regarding their existing clauses. 
This he felt would avoid confusion and 
thereby 


Clean Bills of Lading 


committee on clean bills of lading, was 























developments in the past year but tha 
informed opinion holds that “the Prac. 
tice of letters of indemnity being issyej 
for so-called clean bills of lading ag 
decreased appreciably in the past p 
months.” The committee felt that the 
improvement was “due presumably 4, 
the active attention which has bee, 
generated and focused on this subject” 
and to greater interest by ship operator 
and banks in conforming with higher 
standards for clean bills of lading, Whi}. 
other international bodies have been the 
instrumentalities through which direc 
progress has been made, Mr. Zeller s,; 
the committee felt that the interest an) 
(Continued on Page 53) 
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The 
Mississippr 
Towboat 


General 
Features* 


Twin-screw diesel, over-all 
length — 145', beam — 40, 
depth—11', draft—8'. Each 
of its two engines develops 
1600 H. P. Propeller 108" in 
diameter with controllable 


and reversible pitch. 


* Dimensions approximate. 


A far cry from the packet boats of Mark Twain’s day, the Mississippi towboat 

geared to modern production and distribution needs is a streamlined powerhouse 
making transportation history with the tremendous cargoes it pushes in the long-haul 
river traffic. In length it may vary from approximately 100 feet to well over 200 feet. 
Whatever its size, it is only a midget compared with the tow of barges which it 
shoves and maneuvers in all kinds of currents through the tight bends of the River. 
Tows of up to 30 barges, longer than the “Queen Mary”, are not uncommon. They 
are heavy too, containing enough cargo to fill a couple of Liberty ships or 450 


railroad cars. 


It is a tough job these powerful little boats do. And the rivermen who live on them 
for months at a time can really take pride in the new standards they are setting for 


the economical movement of bulk and package freight. 
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Sees More Wrap-around 
Windshields for Cars 


AUTO CLAIMS ASSN. MEETING 


Whittemore of Pittsburgh Plate Glass 
Co. Feels Trend Toward Increased 
Use of Glass Is Sound 
automobile glass 


Modern trends in 


were presented by Russell G. Whitte- 
more, manager, product development de- 
partment, glass division, Pittsburgh Plate 
Glass Co., when he addressed the Auto- 
mobile 


Claims Association luncheon 


DANIEL J. FARRELL 


meeting September 13 at Millers’ Res- 
taurant in New York. This was the first 
meeting of the Fall season, with about 
50 members and guests attending. Presi- 
dent Daniel J. Farrell, who is associated 
‘re the Mt. Beacon Insurance Co., pre- 
sided. 

Three new members were voted into 
the association. They are Robert L. 
Benjes and Luther C. Singletary of the 
General Exchange Insurance Corpora- 
tion, and James E. Thomas, Jr., of 
Frank V. Cooper Co. 

The major trend in glass in the auto- 
mobile field for new motor vehicles is 
toward more wrap-around windshields 
with a minor trend toward fewer twin- 
wrapped windshields. In limited volume 
curved, tempered sidelights and venti- 
lators will appear on some of the 1957 
cars, Mr. Whittemore said. Otherwise 
most changes are mostly for style. Twin- 
wrapped windshields will cost more, he 
conceded, but the increase will be rela- 
tively small. 

The speaker told the automobile loss 
men there does not appear to be any 
unsound developments in prospect with 
respect to increased use of glass in 
motor vehicles. For 1957 cars there will 
be changes, in limited volume, which will 
point to things to come in later years. 
The reason for greater use of glass in 
car manufacturing, he stated, is for ex- 
pected increased vision, comfort and 
safety. 


Extension of Glass Area 


_ Some of the new windshields curve 
into the roof of cars and some rear win- 
dows are being extended, Mr. Whitte- 
more said. Virtually all new cars will 
have laminated plate glass on curved or 
Wrap-around windshields and laminated 
side-windows. Rear windows are con- 
structed generally of tempered glass. 
While admitting that wrap-around 
glass creates some distortion in viewing 








HONOR A. W. COOPER OF LONDON 


Board of Underwriters of N. Y. Gives 
Luncheon to Lloyd’s Executive Soon 
to Retire; Zeller Sends Greetings 


A. W. Cooper, controller of agencies 
of Lloyd’s, was honored on September 
17, at a luncheon in the Savoy Hotel, 
London, by representatives of the Board 
of Underwriters of New York. John T. 
Byrne, past president of the American 
Institute of Marine Underwriters and 
chairman of Talbot, Bird & Co., Inc., 
New York; Thomas Torrey of the Com- 
mittee on Correspondents of the board 
and manager at New York for Insurance 
Co. of North America; and Carl E. Mc- 
Dowell, executive vice president of the 
board, tendered the luncheon in recog- 
nition of Mr. Cooper’s forthcoming re- 
tirement. 

Mr. Cooper received a message of 
greetings from Frank B. Zeller, Royal- 
Liverpool Insurance Group, president of 
the Board of Underwriters of New 
York, on behalf of his officers, directors 
and members. Expressing regret at not 
being able to attend, Mr. Zeller said: 

“You have contributed valuable and 
lasting service to the world of marine 
underwriters. The maintenance and con- 
trol of a corps of agencies by Lloyd’s 
required your steady hand and_ broad 
knowledge of both worldwide conditions 
and marine underwriting needs. 

“Those of us who have been privi- 
leged to be associated with you directly 
and indirectly, hold. you in the highest 
esteem. This association has extended 
over so many years that we presume to 
consider you as a valued friend. You 
have earned the deepest respect of ma- 
rine underwriters everywhere. We wish 
for you many happy years ahead.” 

Also attending the luncheon were A. 
H. Applevard, principal clerk of Lloyd’s; 
W. W. Pipe, assistant to Mr. Cooper; 
and Roland A. Lloyd, marine under- 
writer in the London office of Insurance 
Co. of North America. 





Suez and Egypt Excluded 
Under Marine War Risk 


Insurance underwriters in the English 
market have announced that on new 
insurance ordered on and after Septem- 
ber 12, and until further notice, Suez 
and Egypt have been added to the so- 
called “excluded areas” under war risk 
insurance in respect to vessels, according 
to Johnson & Higgins, international in- 
surance brokers. 

Areas now listed as “excluded areas” 


are Korea, Manchuria, Formosa and 
China (other than Hong Kong and 
Kowloon). 





Forward Bindings on Cargo 
To Egypt Discontinued 


American Marine Insurance Under- 
writers, members of the American Cargo 
War Risk Reinsurance Exchange, who 
have been reviewing the Suez situation 
on a day to day basis and will continue 
to do so pending further clarification, 
announced September 18 that forward 
bindings have been discontinued on ship- 
ments to, from, via or transhipped Egypt 
and on all shipments via Suez. A 

With this action, underwriters are in 
a position to change their cargo war 
rates on all such voyages on a daily 
basis, dependent upon developments. So 
far no rate changes have been made. 





at an angle Mr. Whittemore said that 
the increased field of vision on the right 
side of a car seems more important than 
the slight amount of distortion. Hence 
the new type of windshield is considered 
a good thing. A wrap-around rear win- 
dow is held important in that it also 
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Monte Carlo Congress 


(Continued from Page 52) 


intervention of the Union has been a 


materially contributing factor. 
Freedom of Marine Insurance 


John T. Byrne, board chairman Tal- 
bot, Bird & Co., Inc., New York, chair- 
man of the Union’s committee on free- 
dom of insurance, laid special emphasis 
on the work of his committee regarding 
the insurance resolution now before the 


Contracting Parties to the General 
Agreement on Tariffs and Trade 
(GATT). The resolution, to be consid- 


ered by GATT for adoption in October, 
urges governments to avoid restrictive 
marine insurance measures which injure 
exporters and importers. Mr. Byrne 
stated that if the resolution is adopted 
“the action will be the most significant 
accomplishment” of the International 
Union in the field of freedom of insur- 
ance since the adoption in 1951 of a 
resolution by the United Nations. He 
added, “block by block we are building 
strong international support for this 
principle.” He deplored the fact that 
the Congress of the United States has 
not acted to endorse U. S. membership 
in the Organization for Trade Coopera- 
tion. OTC would be a useful adminis- 
tratiye agency for GATT, he said. 

Mr. Byrne further reported that the 
United States now has commercial trea- 
ties with five countries (West Germany, 
Japan, Netherlands, Haiti and Nicara- 
gua) incorporating a non-discrimination 


clause. Iran, which recently signed a 
commercial treaty with the United 
States, would not accede to the pro- 


posal for such a clause. 

Hans Huttner, Alpina Insurance Co., 
Zurich, vice chairman of the committee, 
reported to the Council on the work of 
the committee before the International 
Chamber of Commerce and GATT. This 
had to do with introduction of the pro- 
posed resolution at GATT in 1955 and 
the publication by ICC of an excellent 
brochure which explains the need for 
the resolution. 


Jackson on Dangers to Shipping 


Mr. Jackson in his paper emphasized 
that ocean marine insurance business is 
now exposed increasingly to new catas- 
trophes caused by changing climatic con- 
ditions that are affecting zones of tem- 
perate climate. The use of the all risks 
basis of providing marine cover and the 
broadening of the area of inland transit 
covered under the warehouse to ware- 
house clause cause land risks to be in- 
creasingly important to ocean marine 
underwriters because of climatic changes. 
He referred to “the experts’ opinion that 
there has been a shift in the trajectories 
of hurricanes and tropical storms, due to 
a northern shift in the prevailing ‘west- 
erlies.”” He mentioned that six hurri- 
canes thave hit the northeastern part of 
the United States and Canada in the last 
two years, and that since 1916 the aver- 
age number of hurricanes per year 
reaching the United States has increased 
at a greater rate than the increase in 
number of total hurricanes. 

Among other changes in weather con- 
ditions, Mr. Jackson referred to a change 





extends the field of vision of the car 
driver. 

For a few cars only, Mr. Whittemore 
said, there will be a coating on the in- 
side of the rear window designed to keep 
the inside of a car cooler. He said that 
less than 20% of the sun’s heat will be 
admitted through rear windows with the 
treated glass. 


in prevailing wind that has increased 
humidity and fog in the off-season. He 
mentioned the use of radar for an aid 
to navigation, but added that because of 
its limitations radar should only be used 
to complement the older rules of navi- 
gation in fog conditions. 

Mr. Jackson reviewed the problems of 
inadequate drainage systems and of local 
flooding conditions apparently resulting 
from the more northerly movement of 
the cyclone belt. He also referred to 
the receding of the Northern Ice Cap, 
and the long range forecast for increas- 
ingly hard winters in the Arctic Region. 
In New York Harbor, he reported, mean 
low water is now six inches higher than 
it was 50 years ago. This fact, coupled 
with the settling of those piers that were 
built between 1890 and 1910, results in 
a greater frequency of dock damage, due 
to flood, when major or minor hurri- 
canes coincide with periods of unusually 
high water. 


St. Lawrence River and Effect of the 


Mr. Bilkey presented an informative 
document describing existing and planned 
facilities and navigation between the 
Atlantic Ocean and Montreal and in the 
seaway between Montreal and Lake Su- 
perior. The seaway, a joint navigation- 
power project costing $1,100,000,000 and 
to be open to navigation in the spring 
of 1959, will have an affect on the perils 
that underwriters must assess. He said 
there should be many benefits from such 
things as reduction in the number of 
locks and uniformity of navigation aids. 
However, problems may result from the 
anticipated increase in the size and num- 
ber of vessels navigating comparatively 
narrow channels, some of them unfamil- 
iar with the waters, and the possible 
shortage of qualified pilots. 

Mr. Bilkey felt that the situation for 
underwriters “is unique in that nowhere 
else in the world is such a volume of 
traffic required to navigate such con- 
fined waters for so long a distance to 
reach major inland ports.” When the 
seaway is completed, he added, “we will 
be dealing with new conditions, new 
locks, new channels, new and probably 
overworked pilots, and that more dam- 
age will result in the early period is to 
be expected.” 

International Law and the 3-Mile Limit 


L. K. Sweet, Phoenix of London, pre- 
sented an addendum to his 1955 paper 
that expressed concern at the claims of 
some nations to sovereignity over terri- 
torial waters far beyond those which 
have hitherto been traditionally accepted. 
The main issue giving rise to the claims, 
he stated, is the “special interest” of 
coastal states in the conservation of fish- 
eries. He reported that the United Na- 
tions’ International Law Commission at 
its eighth session, held earlier this year, 
had rejected proposals that would have 
given any coastal state the unrestricted 
liberty to take measures to stop others 
from exercising traditional fishing rights 
in order to preserve their own fishing 
resources. It was, however, finally agreed 
that the draft article on fishing should 
concede the right of any coastal state 
to take unilateral action in certain cir- 
cumstances for the conservation of fish- 
eries beyond its territorial sea, subject 
to compulsory submission to arbitration 
in the event of objection by other states 
to the unilateral measure adopted. 

Mr. Sweet reported that the commis 
sion failed to reach agreement on the 
breadth of territorial waters and decided 
to suggest that this should be settled 
by an international conference. Never- 
theless, he said a limit of 12 miles was 

(Continued on Page 57) 
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Humphreys Rejects 
Auto Rate Increase 


COMPANIES ASKED FOR 25% RISE 





Mass. Commissioner Approves 50 Cents 
Rise Per Car Under 1957 Com- 
pulsory Coverage 


Massachusetts Insurance Commissioner 
A. Humphreys this week re- 
companies’ 





Joseph 
insurance appeal for 


25% in automobile insurance rate 


jected 
nearly 
increases. Mr. 


Humphreys announced 


that his state’s 1957 auto rates will be 
the same as those for 1956, with the 
exception of a 50 cents rise per car 


to make up for the loss of demerit sur- 
charges outlawed by the legislature. 

Qualified company observers indicate 
that insurance companies will appeal to 
the Supreme Court if the Massachusetts 
Commissioner does not grant a substan- 
tial increase in auto rates for the com- 
ing year. Rising losses make present 
rates inadequate. 

‘Companies Shocked 


While not expecting the entire 25% 
increase requested, insurance company 
executives were clearly shocked by Mr. 
Humphrey’s refusal to recognize the 
sharp upturn in accident frequency and 
the steady rise in average claim cost 
experienced in Massachusetts during the 
past three years. 

Commissioner Humphreys announced 
his intention to hold the compulsory 
rates at their present level as the mid- 
September statutory deadline for his ten- 
tative rate announcement to be passed. 
The tentative rates will be announced in 
about ten days, he said. This is later 
than his rate announcements in other 
years, but is considerably earlier than 
some former Commissioners set the rates. 

With his Republican party facing a 
battle at the Massachusetts polls in No- 
vember, Commissioner Humphreys is in 
a tough spot politically. Publication of 
reports that loss experience indicated an 
increase of at least 20% in the 1957 
rates brought a storm of protests from 
legislators, and Democrats prepared to 
make the increase a major campaign 
issue. 

State House reports indicate that Re- 
publican politicians have been exerting 
pressure to hold the rates down, even 
at the risk of precipitating a very tight 
market for compulsory insurance at the 
year-end. The rates will be announced 
before election, however, and the tight 
market will not be experienced until 
later. 


Rate Situation Further Confused 


With the state legislature still in ses- 
sion and scheduled to return to daily 
sessions next week, the compulsory rate 
situation is further confused. Official 
confirmation of reports of a 20% rise 
in auto rates could culminate in a full- 
scale investigation of compulsory insur- 
ance and possible passage of Democratic 
bills for a state rating bureau. 

It is felt that while the insurance 
companies are almost sure to carry out 
their threat to appeal the 1957 rates to 
the Supreme Court, their prospects of 
getting substantially higher rates by 
such an appeal are slim. 

In other cases when the companies 
have appealed, the Supreme Court has 
not rendered its decisions until well into 
the year for which the disputed rates 
were to be effective. In controversies 
over judgment factors, which are gen 
erally involved in compulsory rate-mak 
ing, the court has held that when the 
Commissioner’s judgment differs from 
that of the companies, it is the Com- 
missioner’s judgment that prevails. 

In this announcement, Commissioner 


RESET REHABILITATION MEET 





Angela R. Parisi Re-Schedules Rehabili- 
tation Conference for November 15; 
Harriman to Speak 

Angela R. Parisi, chairman, New York 
State Workmen’s Compensation 
announced this week that the rehabili- 
tation conference which had been sched- 
uled for September 27, has been post- 
poned to November 15, and will be held 
at the Sheraton Astor Hotel in New 
York City. Governor Harriman will ad- 
dress the opening session of the confer- 
ence, 

Participants in the conference will in- 


Soard, 


clude, among others, New York State 
Commissioner of Mental Hygiene, Dr. 
Paul H. Hoch, chairman of the Interde- 


partmental Health Resources Board; Dr. 
Howard A. Rusk, director of the Insti- 
tute for Physical Medicine & Rehabili- 
tation; Dr. Henry Kessler, director of 
the Kessler Institute; Assemblyman 
John Ostrander, chairman, joint legisla- 
tive committee ‘on industrial and labor 
conditions ; Joseph R. Shaw, Associated 
Industries of New York State, Inc. 

Also, Thomas J. Miley, president, 
Commerce & Industry Association of 
New York, Inc.; Cyrus F. Smythe, Self- 
Insurers Association ; Oliver T. Clayton, 
chairman, workmen’s compensation com- 
mittee, Commerce & Industry Associa- 
tion of N. Y.; Harold J. Garno, secre- 
tary-treasurer, New York State CIO 
Council; and Harold Hanover, secretary- 
treasurer, New York State Federation 
of Labor. 





Humphreys said he is not convinced 
that any “rate increases other than those 
dictated by legislative action” were called 
for at this time. By increases “dictated 
by legislative action” he referred to the 
50 cents per car required to make up 
for the loss of the $6 demerit surcharges 
which the 1956 legislature banned. 

John O'Connor, spokesman for the 
Casualty Insurance Cos. Serving Massa- 
chusetts, in a statement declared: 

“Tt now appears that the companies, 
to assure their future solvency to pay 


claims, must take their case to the 
courts. 
“Insurance companies,” he added, 


“have no magic means of pulling in 
funds out of thin air. 

“Tt has always been clear to the in- 
surance industry that in writing the 
compulsory auto law the legislature in- 
tended every one should be covered, 
whether good, bad or indifferent risks, 
and that rates should be sufficient that 
the companies would have enough money 
to conduct their business without loss 
and be solvent enough to meet all legiti- 
mate claims,” he said. 


Kemper Cos.’ Net Gain 
Hits $12,607,839 Mark 


UNDERWRITING & INVESTMENTS 





Show 4.3% Rise in Net Premiums 


Cos. 
at Half Year; Sales Over 
$164 Million 
A net underwriting and investment 


gain of $12,607,839 was registered by the 
camer Companies for the first half of 
1956. Investment income was $3,321,198; 
underwriting gain was $9,286,641. Divi- 
dends to policyholders were $9,578,769, 
and incurred Federal income taxes were 
$1,396,100, 

In a report to Lumbermens Mutual 
Casualty board members at their semi- 
annual meeting in Chicago, Chairman 
James S. Kemper declared that the re- 
sult was encouraging in view of the 
over-all experience in the insurance in- 
dustry. 

He said that the over-all results for 
the four companies in the Kemper or- 
ganization showed a 4.3% increase_in 
net premiums written, to $92,898,415. To- 
tal sales in 1955 were over $164 million. 
Assets of the Kemper group were $294,- 
526,510 on June 30. 

“Lumbermens, as would be expected,” 
Mr. Kemper said, “led the group with a 
5.2% sales increase, to $67,737,097, and 
paid dividends to _ policyholders of 
$7,052,112.” 


$25,161,318 in Total Sales 


The other three companies, American 
Motorists, American Manufacturers 
Mutual and Federal Mutual, produced 
total sales of $25,161,318 and had policy- 
holder dividends of $3,171,204. 

“In reporting these results,’ Mr. Kem- 
per declared, “I want to point out that 
we have not resorted to unusual ac- 
counting practices: but have continued 
our conservative policy of evaluating 
our stocks at book, rather than market 
value, and taking no credit for equity 
in the increase in the unearned pre- 
mium reserve.” Stocks of the four com- 
panies were carried on June 30, at 
$16,959,228 book value, which is $6,273,446 


lower than market. 





Oppose Bar Assn.’s Move to 
Restrict Comp. Appearances 


The Wisconsin Chamber of Commerce, 
labor unions and industry representatives 
have joined i in Opposing a proposal of the 
State Bar Association to place restric- 
tions on appearances in workmen’s com- 
pensation cases before the State Indus- 

trial Commission. 

The objections were raised at a recent 
hearing held by the Commission. 

There appeared to be general agree- 
ment, however, that some kind of restric- 
tions are needed to protect the rights 
of injured persons in controversial cases. 

Statutes and commission rule now per- 
mit an individual to be represented be- 
fore the commission by himself, a layman 
agent or an attorney. 
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N. Y. Officials Briefing 
Agents on Auto Law 


JOIN IN 17 STATE MEETINGS 


State Agents Assn. and Mutual Agent, 
Sponsoring Conferences Through 
November 


A series of 17 insurance agents’ meet. 
ings during the next few weeks will ph 
attended by representatives of the Ney 
York State Department of Taxation ¢ 
Finance and its Motor Vehicle Burea, 
in an effort to brief agents on their rol 
under New York’s new compulsory ay. 
tomobile insurance law. 

The agents’ meetings have been ar. 
ranged by two sponsoring associations 
the New York State 
Insurance Agents, Inc., which has called 
eight sessions in October and Novem. 
ber, and the Mutual Agents Association 
of the State of New York, Inc., which 
began nine meetings starting Septem- 
ber 18. 


Association of 


State Officials Assigned 


Taxation & Finance Commissioner 
George M. Bragalini and Motor Vehicle 
Commissioner Joseph P. Kelly, who have 
been working closely with — various 
branches of the insurance industry in 
preparation for administration of the 
new financial security law, assigned four 
state officials who are close to the ney 
security law program to attend the 
agents’ conferences. 

They announced that one or more of 
the following would attend each session: 
Ellis T. Riker, director of the depart- 
ment’s planning section; Richard H 
Barrell and Carmine F. Orsini, chief 
damages evaluators in the _ present 
safety-responsibility section of the Bu- 
reau, and Henry Whitcomb, planning 
section assistant assigned to ‘the Motor 
Vehicle Bureau. 


Agents to Perform Key Function 


Commissioner Kelly said insurance 
agents would perform a key function in 
administration of the new law, issuing 
the certificates of insurance which wil 
be accepted by the Bureau of Motor 
Vehicles with 1957 registration applica- 
tions as proof of meeting requirements 
of the new law. 

The Mutual Agents Association sched- 
uled meetings of its members as follows: 
Olean, September 18; Buffalo, Septem- 
ber 19; Rochester, September 20; Al- 
bany, October 1; Newburgh, October 2; 
Long Island, October 3; Potsdam, Oc- 
tober 17; Syracuse, October 18, ani 
3inghamton, October 19. 

The New York State Association of 
Insurance Agents has slated meetings 
for its membership as follows: Olean, 
October 8; Buffalo, October 9; Geneva, 
October 10; Tupper Lake, October 22; 
Utica, October 23; Schenectady, Octo- 
ber 24; Garden City, October 30, and 
Middletown, November 1. 


N. Y. Agents Told How to 
Give Help on Compulsory 


The New York State Association 0 
Insurance Agents in a bulletin to its 
members outlined procedures to be used 
by agents to assist the public in com- 
plying with the compulsory automobile 
liability insurance law which will soon 
effect all motorists in New York State 
The association represents more thar 
5,000 licensed insurance agents in the 
state of New York. 

The bulletin, signed by President ¢. 
Fred Ritter of Middletown, discusseé 
the handling of the Financial Security 
Certificates (FS-1 Form) that will be 
needed before a motor vehicle can br 
registered in the state of New York for 
the 1957 year. These FS-1 Forms wil 
be available from agents throughout the 
state showir hat the individual regis 
trant has rce a liability insurance 
policy cov ‘ing both bodily injury ané 
property damage to others. 
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Accident Prevention Committee Gives 


{1 Point Plan To Reduce Traffic Toll 


Eleven suggestions for future NAIA action in the traffic safety field were given 


this week 
Chairman 5 : 
17-19 in New York. Alexander Dean, 


Kearny, N. J., are committee vice chairmen. 


In making this annual report we are 
indeed mindful of the tremendous task 
set before our committee, 1.e., to activate 
our membership to “action” in doing 
their level best to prevent or lessen the 
terrific accident toll and the human suf- 
fering resulting. 

A large percentage of NAIA members 

been actively engaged in home, 
farm and industrial safety, but our 
greatest achievements have been made 
in highway safety. Practically all of 
our state associations and local boards 
have given their time, talents and funds 
to arouse public opinion to a_ frontal 
attack on the traffic slaughter. Yet un- 
punished murder nearing an annual 
fatality toll of 40,000 persons and the 
injuring of one and one-third million 
more goes on. 


Cure for Traffic Toll 


This traffic toll can be cut 50% al- 
most overnight because we know the 
cause, and believe it or not, we who 
study this subject actually know the 
cure. The sad thing about it is that 
many motorists will not drive safely 
even to save their own lives. Some do 
to keep their licenses. Also, “the pun- 
ishment now given, doesn’t fit the 
crime.” 

We shudder to think of the horrors 
to come if racing and hot rodding are 
not stopped on our public highways 
and the incompetent relieved of their li- 
censes. A driver must first control him- 
self, his impatience and inattention be- 
fore he can hope to control a powerful 
motor car in heavy traffic. 

From the several feet high thickness 
of our files we again have first hand 
knowledge that our membership is do- 
ing a tremendous job in actively par- 
ticipating in action programs. We wish 
it were possible to enumerate in this 
report the many varied programs par- 
ticipated in and give special recognition 
to each one. However, to those local 
boards and states which enter annual 
award contest of the Association of 
Casualty & Surety Companies, these 
entries are displayed at the annual con- 
vention. Those interested are urged to 
peruse these volumes of proven safety 
education programs for their own fu- 
ture application. 


Safety Education for Youth 


Our motto, “Safety Education for Our 
Youth,” was stressed this past year and 
we still urge that driver education be 
more vigorously pursued and made man- 
datory in the 14-16 age bracket. We 
agree that a trained high school teacher 
Is a tremendous asset to a good driving 
school program. Driver education, how- 
ever, must be continued daily through- 
out our entire lives. 

_ Many of our members attended all 
tour of President Eisenhower’s regional 
conterences held in four scattered cities. 
he objective of the meetings was to 
attract, stimulate, inform and_ assist 
those persons who could most effec- 
tively create, finance, and conduct state 
and local citizens traffic safety organi- 
zations. These conferences were well 
arranged and well attended. Those who 


have 


represented the NAIA were Joel L. 
Harrison, Kearny, N. J., at Atlantic 
City; Lamar U. Hutchinson, Orlando, 


Fla., at Miami Beach; Donald A. Gra- 

ham, Auburn, Calif., at San Francisco, 

on Sidney E. Nelson, Racine, Wis., at 
Icago, 


Citizens Traffic Organizations 


It was agreed that the most important 
task is the creation of strong effective 
citizens’ traffic organizations which will 
mobilize public opinion behind construc- 
tive official programs for better traffic 


by its accident prevention committee. The committee report was presented by 
sidney E. Nelson, Racine, Wis., at the NAIA 60th annual meeting September 
Minneapolis, Minn., and Joel L. Harrison, 


The full committea report follows : 


control. For the past two years the 
nationwide “Slow Down and Live” pro- 
gram has become a national campaign. 
The 1956 joint declaration of the state 
governors and the many promotional 
materials obtainable has made this the 
outstanding safety program of all time. 
Many members of our NAIA have be- 
come enthusiastic supporters of this pro- 
gram—witness the many full color, 24- 
sheet posters on the outdoor bill-boards 
all over the nation sponsored by local 
insurance boards. Bumper strips, posters 
and table tents are found everywhere 
and almost every agent’s outgoing mail 
has stickers or are rubber stamped with 
the slogan “Slow Down and Live.” 

The large attendance and keen inter- 
est shown at our safety exhibit at the 
1955 Los Angeles convention justified 
the effort and expense contributed by 
the Aetna Drive-o-trainer car exhibit 
and many thanks are extended to Stan- 
ley F. Withe, secretary of the Aetna 
Casualty & Surety. 

Thanks are also due to Dr. Marland 
K. Strasser of the Association of Casu- 
alty & Surety Companies, and Cecil 
Zaun, director of safety education, Los 
Angeles City Schools, who helped to 
make our meeting at Los Angeles a suc- 
cessful and instructive one. 

Our association is a member of the 
Traffic and Transportation Conference 
of the National Safety Council of which 
Thomas N. Boate of the C. & S. Asso- 
ciation, is chairman. This large group 
includes representatives from insurance, 
motor, air and water transportation, col- 


leges and universities, automobile and 
petroleum industries, associations and 
public officials. Meetings are held in 


various cities and we endeavor to have 
a representative at these meetings when 
not too expensive. Your chairman rep- 
resents our association. 


Ten Pertinent Comments 


Our committee makes the following 
comments for the consideration of fu- 
ture accident prevention committees: 

(1) That traffic laws be strengthened 
by more severe punishment to violators, 
viz., speeders, drunken drivers, and those 
who drive after their driver’s license 
has been forfeited. 

(2) The continuation of efforts to- 
ward greater law enforcement on the 
highways. 

(3) Request automobile manufacturers 
to de-emphasize power and speed and 
put greater stress on safety in perform- 
ance of their products. 

(4) Urge enforcement officers to at- 
tend courses in traffic at universities of- 
fering such programs. 

(5) Traffic violators schools are being 
given. We urge greater stress on con- 
tinued consideration as they are the an- 
swer to chronic violators, and those 
drivers with improper attitudes. It is 
also known that one out of six drivers 
needs visual correction. 

(6) We should take an active part in 
the December emphasis program which 
replaces the S-D Day efforts. 

(7) Help to organize new community 
traffic safety councils. 

(8) Enlist the aid of all stock insur- 
ance companies in providing safety ma- 
terial and help in our programs. 

(9) Issue citations for safety efforts 
to local boards and individuals for meri- 
torious efforts. 

(10) Develop a new “Pledge of 
Safety,” preferably one which can he 
placed on the dashboard of a car. 

(11) Our outgoing mail can be a re- 
minder of our efforts if we use safety 
inserts or slogans on our envelopes. 

Quite a few of our state associations 
started the new “Safe-Teen” program 
that originally was initiated by a judge 


in Oregon. It is considered very good 
from the public relations standpoint and 
has an excellent chance of reducing the 
rising toll of highway accidents among 
teen-agers. We hope that during the 
coming year additional associations will 
include this in their safety programs. 
Your committee hopes that it has 
helped in its small way our membership 
to develop enthusiasm in this, the best 
of all public relations programs. There 
is no more logical person and none more 






able than the insurance agent who be- 
comes the local leader in the traffic 
safety movement. He stands high in the 
esteem of his townspeople. This is par- 
ticularly true as it applies to our mem- 
bers who belong ‘to one of the largest 
associations which has pioneered in ac- 
cident prevention. 

This report has been submitted to and 
has the unanimous approval of the mem- 
bers of the accident prevention commit- 
tee. 





Agenda To Replace Questionaire For 
Casualty Sessions With Bureaus 


The annual report of the casualty insurance committee presented by Chairman 
Howard N. Fullington, Wichita, Kan., to the National Association of Insurance Agents 


60th annual convention in New York this week recommended that the 


Association's 


questionnaire be dispensed with this year and instead the agenda for the spring bureau 
necting be prepard from subjects submitted by the committee itself. The NAIA casu- 


alty committee’s report follows : 


Your NAIA casualty committee has 
been active the past year with problems 
affecting the membership throughout the 
country. The committee’s activity was 
centered around a series of meetings 
with the automobile rating committee, 
general liability rating committee, bur- 
glary and glass rating committee and 


the staff of the National Bureau of 
Casualty Underwriters; the National 
Automobile Underwriters Association, 


and the National Council on Compensa- 
tion Insurance. 


Cross Section of Agents’ Opinion 


The agenda for these meetings was de- 
veloped through the questionnaire which 
was circulated through all state associa- 
tions and territorial conferences. We be- 
lieve we received a cross section of opin- 
ion of the agents countrywide from this 
questionnaire and were able to inform 
the bureau and company representatives 
the feeling of the agents countrywide 
on various casualty problems. 

These meetings were held in New 
York City, May 1, 2 and 3. We were 
well received by the bureau and com- 
pany representatives and, in our opinion, 
we continued the progress that was 
started some years ago by this com- 
mittee. 

The complete minutes of these spring 
meetings appeared in the July and Au- 
gust issues of the American Agency 
3ulletin; therefore, they will not be in- 
cluded in this report. 

Our meeting with the bureau’s auto- 
mobile rating committee and the NAUA 
was timely since they were then consid- 
ering the new family automobile policy. 
It gave us an opportunity to express 
the views of the NATA membership on 
this policy and it is this committee’s 
opinion that the new family policy is a 
step forward. We still feel our bureau 
companies should lead rather than fol- 
low. 

Uninsured motorist coverage came in 
for discussion as there seems to he a 
growing demand for such coverage since 
compulsory automobile insurance was 
approved in the state of New York. 

Since these spring meetings the com- 
mittee has further pursued, with the 
general liability rating committee of 
the bureau, the broadening of the nrop- 
erty damage coverage; the possibility 
of eliminating care, custody and control 
under some classifications; a more clear 
cut definition of coverage relating to 
contractual liability and uniform exnira- 
tion hours on fire and casualty policies. 


Supports Comp. Plan 


Prior to our meeting with the National 
Council on Compensation Insurance, the 
three-year fixed rating compensation 
plan had been filed in many states. Your 
committee agreed to support this filing 
and recommends to the membership that 
you lend your support in your own state. 

In our meeting with the National Bu 
reau’s staff, we requested an expression 
of opinion as to what procedure they 
would suggest for handling local casu- 
alty problems. Many of these problems 


are referred to the NAIA casualty com- 
mittee and are not of national level. It 
is a recommendation of your committee 
that such problems be referred to local 
advisory committees and state associa- 
tions for handling direct with the bureau 
or through company channels. 

We further recommend that this year 
we dispense with the questionnaire that 
has been used and served a good pur- 
pose the past three years. In its place, 
the agenda for the bureau meeting will 
be prepared from subjects submitted to 
your casualty committee during the 
vear. We believe the territorial confer- 
ences are an excellent place to develop 
subjects for the agenda. 

The agenda is to be in 
recommendations with the committee’s 
reason for these recommendations. Un- 
der this plan we will be in a position to 
invite questions from the bureau and 
company representatives rather than 
their questioning us regarding the an- 
swers to the questionnaire. 


Question of Budget 


the form of 


A subject which your committee hesi- 
tates to bring before you, but one which 
we believe is important if the casualty 
committee is to perform as it should, is 
the budget. As it is now established, it 
will only take care of one meeting a 


year. This meeting has been with the 
National Bureau. This year the sub- 
committee, representing the casualty 


committee, consisted of a representgtive 
of each of the territories. We believe 
this representation is necessary in, order 
to talk intelligently on a national level. 
We believe the subcommittee should 
have the leeway of an additional meet- 
ing, if necessary. It may not be neces- 
sary that all members of the subcom- 
mittee attend all meetings. One meeting 
of the committee itself can be accom- 
plished at the national meeting of the 
membership, providing the committee 
members are attending the national con- 
vention at their own expense. 

We recommend to the administration 
that any change in the casualty commit- 
tee be accomplished so as to insure con- 
tinuity of work 

The work of the casualty committee 
this past year has been productive and 
exceedingly pleasant because of the high 
caliber of members of this committee 
countrywide. We appreciate the fine as- 
sistance of Tom McKernan, staff secre- 
tary, and the NAIA staff in New York 
for their fine support and advice. 

Robert L. Brooks, East Orange. N. J., 
and Joseph Geicher, San Diego, Cal., are 
vice chairman of the NAIA casualty com- 
mittee. 


CERTIFICATE OF EXEMPTION 

Farmers Underwriters Association ha 
been granted certificates of exemption 
by the California Department of Insur 
ance for its Farmers’ Insurance Group 
employes benefit plan, and also for its 
Farmers’ Insurance Group supplemental 
disability benefit plan for dependents of 
employes on disability insurance. 
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REPORT CRASH-PROOF AUTO 


Car Being Built By Liberty Mutual i 
Conjunction With Cornell Aero- 
nautical Laboratory 


Engineering designs for a safety auto- 
mobile giving maximum protection to the 
occupants were shown in New York this 
week simultaneously with the announce- 


ment that a prototype of this “crash- 
proof” car is now being built. 

The project was revealed in an an- 
nouncement from F. J. Crandell, vice 


president of Liberty Mutual Insurance 
Co., and E, R. Dye, safety design re- 
search department head of the Cornell 
Aeronautical Laboratory, joint partici- 
pants in the venture. The project is the 
culmination of a unique four-year pro- 
eram in the field of crash research spon- 
sored by Liberty Mutual at the Cornell 
\eronautical Laboratory in Buffalo, 

The research program proved that 
most auto injuries were sustained when 
the occupants were thrown against the 
windshield, dash, steering wheel, or other 


fixed objects inside the car. To elimin 
ate or minimize such injuries, the 
Liberty-Cornell group pioneered the con- 
cept of “packaging” the passenger, much 
as fragile merchandise is packaged to 
prevent damaye in shipment. 


crash 


The “crash-proof” car now being made 
is not expected to be a prototype for 
mass production, but instead an_ ideal 


safety vehicle permitting the occupants 
to walk away from a head-on collision 
at 50 miles per hour, Mr. Crandell said. 
As such, it should serve to interest the 
public and the auto industry in its vari- 
ous practical safety innovations. 

“If proper attention is paid to allevi- 
ating the effects of an auto crash, the 


injury and death rate might be decreased 
by as much as 50 per cent,” Mr. Dvye 
added, 


NORTH JERSEY CPCU AWARDS 


New Jersey Chapter Confers Five De- 
grees; Bernard J. Daenzer Officiates 
at Ceremony 

Five North Jersey residents were 
awarded the designation Chartered Prop- 


erty Casualty Underwriter at a regional 
conferment held by the New Jersey 
Chapter of the Society of CPCU in 
Clifton, September 20. 

The successful candidates are: Rudy 
R. Cutler, Irvington, agent; Robert W. 
Keys, Clifton, underwriter, Liberty Mu- 
tual Insurance Co.; Henry E. Lamwers, 
Haledon, superintendent, inspection and 
survey department, Firemen’s Insurance 
Co.; Mrs. Winifred E. Selliken, East 
Orange, sales representative, Liberty 
Mutual, and Herbert D. Young, Glen 
Rock, special agent, America Fore In- 
surance Group. 

The designation, which is earned after 
the successful completion of a series of 


five comprehensive examinations, usually 
taken over a period of several years, 
and the fulfillment of a three-year ex- 
perience requirement, was conferred by 
Bernard J. Daenzer, vice president, Se- 
curity Insurance Co. of New Haven and 
national secretary, Society of CPCU. 
William D. O’Connell, special agent, 
Factory Insurance Assn., was guest 
speaker at the conferment ceremony. 


Dear Allstate Ad Manager 


For Southeastern Zone 


John H. Dear, Jr., has been appointed 
advertising manager of the southeastern 
zone of Allstate Insurance Co., with 


offices in Atlanta, Ga. The territory is 
composed of a 13-state area in the south 
east section of the country and_ the 
District of Columbia. 

Prior to joining Allstate, Mr. Dear 
public relations and advertising di 
rector of the Citizens & Southern Na- 
tional Bank of Atlanta and thad been 
public relations and advertising director 
of Akers Motor Lines, Inc., in that 
city. He is a director ‘of the Atlanta 
Advertising Club. 


Was 


Hardie Named Cleveland 
Field Representative 


joined Zurich- 
as a field rep- 
attached to the Cleveland 
branch. office. 

He entered the 


John D. Hardie has 


American Insurance Cos. 
resentative 


insurance business as 


a casualty field man in 1950. Shortly 
afterward his insurance career was 1n- 
terrupted by the Korean War, and he 


served with the U. S. Army for a period 
of 22 months, receiving an honorable 
discharge with the rank of corpori ul. He 
holds a Combat Infantryman’s Badge 
and a Korean Service Ribbon with three 
bronze stars. 

Mr. Hardie returned to the insurance 
business in the latter part of 1952 and 
has been doing casualty field work since 
that time. 


West Coast Contract Bonds 

Bethlehem Pacific Coast Steel Corp., 
has been awarded a contract at a price 
of $1,384,736 by the board of supervisors 
of Los Angeles County, for the struc- 
tural steel and its installation of two 
units of the Scattergood Steam plant. 
Seaboard Surety Co., through the Ray 
Rosendahl Co., is surety on the work. 

Portland General Electric Co., Port- 
land, Ore., has awarded a contract to the 
Guy F. Atkinson Co., San Francisco, for 
the construction at cost of $8,288,429 of 
the arch dam, power house and appurte- 
nant work at the North Fork Dam and 
Power Plant, near Estacada, Ore., Fidel- 
ity & Deposit Co. of Maryland is surety 
for the contractor on the work. 


HAWAIIAN COMP. EDITION READY 

A new edition of the Hawaii work- 
men’s compensation law pamphlet, which 
incorporates changes in the law of that 
territory, has ‘been published and*is now 
ready for distribution, the Association of 
Casualty & Surety Companies announces. 


Economic Council Asks 


Miss. Comp. Law Changes 

Revisions in Mississippi's workmen’s 
compensation law were proposed by a 
Mississippi Economic Council committee 
at a recent meeting in Jackson. 

William Threadgill, Columbus attorney 
who heads the committee, said his group 
reviewed and revised the council’s pre- 
vious stand on Workmen’s Compensation 
legislation. He said the recommenda- 
tions would be presented to a parent 
labor-management relations committee 
October 12. 

During the last session of the Missis- 
sippi legislature, the council supported 
a legislative proposal to increase maxi- 
mum death benefits under the act to 
$12,000 and maximum weekly benefits 
to $30. The organization also requested 
that certain sections of the statutes be 
clarified. Mr. Threadgill said most of 
these basic policy positions were left 
unchanged by his committee. 





Thompson and Clark Are 
Named Standard Fieldmen 


Standard Accident, Detroit, and affili- 
ate, Planet, have announced the follow- 
ing field appointments: 

Robert J. Thompson has been made 
field representative at the Philadelphia 
branch and Roy E. Clark, Jr., has been 
made field representative at the Detroit 
branch. 

Mr. Thompson joined Standard Acci- 
dent in 1953 as a casualty underwriter 
at Philadelphia. He is a veteran of 
World War IT and holds a CPCU desig- 


nation from the University of Pennsyl- 


vania., 

Mr. Clark joined Standard Accident 
at the home office in 1946 and after 
serving as a casualty underwriter was 
assigned to the compiz inies’ Detroit 


branch in a similar capacity in 1955. He 
is a Navy veteran of World War II. 
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Ins. Executives Active 
In Worker Safety Mee; 


SET FOR ALBANY, SEPT. 27-28 
J. Dewey Dorsett to Moderate Insurang, 
Discussion; Murphy to Summarize 

Results of Session 


insurance industry execu. 
tives will be active participants in th, 
New York Governor’s Conference on 
Worker Safety to be held in Albany, 
September 27-28. A_ special group dis. 
cussion session on the problem and its 
relation to insurance is one of the fea- 
tures of the two-day meeting. In ad. 
tion, experts in the insurance field ar; 
serving as resource consultants to 4] 
of the other discussion groups whic 
have been set up for the conference, 

J. Dewey Dorsett, general manager 
Association of Casualty & Surety Cos 
will moderate the insurance group dis. 
cussion, September 27. Results of this 
session will be summarized before the 
veneral conference meeting the next day 
by Michael J. Murphy, genera! manager 
Association of New York State Mutu! 
Casualty Cos. 

Scheduled to address the discussio; 
group, are Thomas J. Duffy, divisio; 
manager, loss prevention department 


Prominent 


Liberty Mutual Insurance Co., on “The 
Total Approach to Accident Preyep- 
tion”; Lawrence Christopher, safety di- 


rector, State Insurance Fund, on “Stat 
Insurance Fund Safety Programs”; an 
Charles S. Rust, assistant manager, en- 
gineering and = inspection department 
Aetna Casualty & Surety Co., on “In- 
dustrial Safety Program of a_ Private 
Insurance Carrier.” 
Resource Consultants 


Listed as resource consultants to eac! 
of the other discussion groups are the 
following: Industry, Albert FE. Walker, 
assistant superintendent, loss preventior 
and engineering department, Traveler: 
Insurance Co.; Labor, Robert C. Me: 
drim, manager, inspection divisions; 
Glens Falls Insurance Co.; Professiona 
Safety, L. R. Barber, superintendent, en- 
gineering department, Fidelity & Casu- 
alty of New York; Community, Robert 
F. Gilmour, manager, engineering de- 
partment, Utica Mutual Insurance Co.; 
and Construction, Solomon E. Senior, 
director of compensation claims, Stat 
Insurance Fund. 

Details of the conference program 
have been announced by Brigadier Gen- 
eral David Sarnoff, chairman of the 
Governor’s Industrial Safety Advisor! 
Committee. 

Major addresses during the conference 
will be delivered by Governor Harriman; 
Industrial Commissioner TIsador Lubin 
head of the State Labor Department: 
First Deputy Industrial 
Charles W. Halloran; 
Edward T. Dickinson, head of the Stat 
Commerce Department; David L. Arm 
Director of Industrial Safety, 
Safety Council, Chicago; 
gela Parisi, chairman, 
pensation Board. 

Designed as a springboard for la 
ing of a new statewide campaign 
duce on-the-job accidents which 
ally cost the state and community mort 
than three-quarters of a billion dollars 


the conference has drawn the active it- 


terest and participation of  top-leve 
leadership in industry, labor, instrance 
safety engineering and government 
in and outside New York State. 


A Correction 


J. P. Hacker of Detroit, the widel 


known and popular senior vice pre sident 
and secretary of Standard Accidei t an 
was inadvertently given the title 


Plan et, 
of vice president of Maryland Casualti 


in our September 14 issue article abot! 


William F. Frakes’ 


new connectio! wit 
the Bureau of Contract 


to record that Mr. Hacker has_ beet 
connected with Standard Accident 1 
33 years. As president of the Burea! 


Mr. Hacker Frakes 


appointment. 


announced Mr. 


Commissioner 
Commissionet 


Nationa! 
and Miss An- 
Workmen’s Com 


unch- 


to fe- 
annu- 


fields 


Tnformation. 
Inc. We regret the error and are gia 
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smerican Auto Declares 


Early October Dividend 


'T. 27.3 The American Automobile Insurance 
- has declared a dividend of 30 cents 

Insurance able October 3 to stock of record 

‘Marize ¥ rember 21. The 9 yon is one 
smally paid December 1, the company 

ed. 

ry exec. ‘The compa iny which pays 30 cents at 

ts in the MByarterly intervals made its previous 

rence oy fMeayment on September 16 


1 Albany, 
Troup dis. 
nh and its 
' the fea. 

In addi. 


held are 


Its to all 


PS whict 

erence, 
Manager 

rety Cos 


jer the terms of the offer of merger 
, American Insurance Co. of Newark, 
“ich is expected to go out September 
1 i r 26, stockholders of both compa- 
x yr to receive normal full-year 
Hividends this year. 
“The merger is expected to be effective 
er 15, so it was necessary to pay 
% dividend ahead of that time, the 
kompany noted. 
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Stock Auto Racing Car 
Ass’n Has NAIA Exhibit 


One of the exhibitors at National As- 
sociation of Insurance Agents convention 
1 Waldorf-Astoria this week was Nascar 
to Association, Inc., sponsored by the 
‘tonal Association for Stock Car Auto 
Racing, Inc. Its races are held on 121 
race tracks in 39 states. It does not 
slicit or sell insurance; ‘has no relation- 
tie-in with insurers except its 
roup Accident bond and its nation- wide 
il bond service contract. 

? discusses its service to the motoring 
Public as follows: emergency road serv- 
re which includes repairs to disabled 

s; wrecking and towing service wreck- 
Any, towing, road tire and road battery; 

urist travel ‘help in distributing ros ud 
maps and routing and Travel Guide; an 
Hdentification card available for bail up 


5 or 


$5,000 “to prevent detension of our 
embers for violation of motor vehicle 
favs and related charges arising from 
toring mishaps” $50 reward for 
uformation leading to return of stolen 
chicles and arrest and conviction of 
thief; and collection of a $15 charge 


ior its accident ambulance service in tak- 
ing injured members from scene of acci- 
lent to nearest hospital. Membership 
so includes protecting members “from 
fair treatment on the roads of the 
untry.’ 
The personal accident coverage pays 
$000 for death or double dismember- 
ment of members while on the road. Re- 
newals of memberships increase basic 
verage $400 per year to $5,000. Addi- 
‘ional $1,000 is payable when a passenger 
imcertain public conveyances including 
ieduled airlines. 





Gll Ford Safety Ads a Flop 


At the press conference of Liberty 
Mutual in Waldorf-Astoria Tuesday 
hen reporters were having explained to 
tem by F. J. Crandell, vice president 
' Liberty Mutual, and E. R. Dye of 
i ornell Aeronautical Laboratory the de- 
ls of a new “crash-proof car’ now 
ing built, one of the reporters asked: 
“Do you expect the public to show 
‘ny great interest in the safety features 
'an automobile? I understand the Ford 
people regard their safety advertising 
‘mpaign a flop.” 
_ this was a tough question to answer, 
Dut neither proponent of the proposed 
“at agreed that the public lacks concern 
ith safety. They said the Liberty Mu- 
ial-Cornell program is to make as 
paaity people safety 






conscious as pos- 
‘le; that “the more people who talk 
out it, the keener will be the interest 


Na ‘crash proof’ car and the demand 
T a vehicle of a type that will cut the 
oem rate in two which we think 

rhe 2 Prop sed safety package car will 








_ EXPANSION OF HOME OFFICE 
Mutual Service se soni gp Cos; St 
Peal, Minn., has purchased the Midway 
vie Club building adjoining its home 


"4 for future expansion of its home 
Pitice, 













Monte Carlo Congress 


(Continued from Page 53) 
implicitly accepted according to certain 
conclusions which Mr. Sweet quoted 
from the draft paper. 

The report of the UN International 
Law Commission will be forwarded to 
the UN General Assembly later this 
year with the recommendation that a 
world conference should consider the 
draft of the “Law of the Sea” which 
the commission has now completed. 
Limitation of Liability of Ship Owners 

A scholarly and important paper was 
contributed to the Council by C. D. 
Raynor, deputy chairman, Lloyd’s Under- 
writers’ Association, on the subject of 
the international draft convention re- 
lating to the limitation of the liability 
of owners of sea-going ships. As he 
stated, “this is a topic ... which... 
has been the subject of discussion and 
debate in shipping and commercial 
circles.” He traced the history of this 
discussion from a 1924 convention, which 
did not meet with wide approval, 
through post-World War II efforts by 
the Comite Maritime International to 
achieve uniformity in this ‘branch of 
maritime law. A new draft convention, 
adopted at Madrid in 1955, was reviewed 
in detail by Mr. Raynor. This conven- 


tion will be remitted to a diplomatic 
conference in Brussels in 1957. Final 
action will depend upon incorporation of 
the final provisions into the various 
domestic laws. 

Mr. Raynor stressed that the Madrid 
Convention “deals with limitation alone 
and not with the grounds upon which 
liability may be established. It is a bold 
attempt he said, to overcome the diffi- 
culties created by the conflict of national 
maritime laws with regard to the limita- 
tion of liability of ship owners, a con- 
flict which gives rise to much trouble 
and expense both to claimants and ship 
owners, behind whom stand that most 
useful community—the marine under- 
writers.” 

Hugo Helmensdorfer’s Paper 

Hugo Helmensdorfer, General Insur- 
ance Co., Helvetia, Switzerland, reviewed 
with customary thoroughness “Carriers’ 
Liability and Recoveries from Carriers.” 
He touched on the contract for the in- 
ternational carriage of goods by road, 
now approved and signed. He also re- 
viewed the status of the International 
Convention for Transport on Inland 
Waterways which may be signed in 1957, 
the International Convention on the 
Forwarding Agent’s Contract, and devel- 
opments in connection with achieving a 
through bill of lading. 

Finally, Dr. J. J. Kamp, of Rotterdam, 


COMPULSORY AUTO PAMPHLET 


Insurance Advocate Editor Rosensweig 
Explains New York Blunder Into 
Law’s Enactment 


A pamphlet examining the nature of 
the principle of compulsory automobile 
insurance and its effects on the public 
has just been published by the Insur- 


ance Advocate, insurance trade news- 
paper. 
Written by Charles A. Rosensweig, 


Insurance Advocate editor, the pamphlet 
is actually a reprint of three parts of a 
series of articles on the events which 
led up to the enactment of compulsory 
automobile insurance in New York State. 





Holland, reported for his committee on 
“Inland Hull Business,” which concerns 
several European countries. This report 
would not be complete unless mention 
were made of the warm compliment paid 
to President Fonseca by the Council on 
motion of G. W. Hogsflesh, chairman of 
the Institute of London Underwriters. 
Also, one should note the steady im- 
provement in technical details of the 
Council meetings under the direction of 
the executive committee and the Secre- 
tary General, Dr. Peter Alther, and his 
fine assistants from Zurich. 





Free! 


A unique booklet to help you sell 
Business Life Insurance 


Last May we offered you a free booklet to help you sell partnership insurance. 
Now we've got another fine booklet that will help you sell business insurance 
to close corporations. This one’s called, “Your Corporate Associate Can Be 


Your Downfall.” 


Written and illustrated in the same delightful style as the partnership book- 
let, it shows your clients the risks they run when they fail to protect their 
business against the death of an associate. 


If you want to pave the way for Business Insurance sales, send for your copy 
of this helpful sales aid today. 


You'll enjoy YOU ARE THERE, Sundays CBS-TV. 





THE 


NEWARK 1, NEW JERSEY 


I would like a copy of your booklet, 


Associate Can Be Your Downfall.” 


PMP EN Resta 


ADDRESS__— es 


CITY & STATE ae 





“Your Corporate 


PRUDENTIAL INSURANCE COMPANY OF AMERICA 











4, 
FE Insurane 


































Page 58 











Pie ex RT 
} 











September 21, 19% 











Dorsett Predicts Total 
Atomic Energy Control 


IN LOS ANGELES MEET TALK 


Insurance Industry y Men Marched With 
Progress in Keeping Abreast of 
Public’s Need 





J. Dewey Dorsett, ‘general manager, 
Association of Casualty & Surety 
has predicted that it will not be long 
the nuclear energy in 
commercial operations 
will become as its 
mighty predecessor, steam. 

Speaking on the subject of 

New World” before a 
meeting sponsored by 
Association of Southern 
Association of 
Angeles, and the Greater Los Angeles 
chapter of the National Safety Council 
in Los Angeles, September 14, Mr. Dor- 
sett declared that insurance companies 
alone are not responsible for the prog- 


Cos. 


control of 
industrial 
control as 


before 
and 
easy to 


“Insurance 
joint 

the 
Cali- 


Your 
luncheon 


and 


Casualty 


the Insurance Los 


fornia, 


ress that has been made toward that 
goal, 
“Far from it,” he added. “They and 


their research specialists were not even 
the first to begin such studies. Because 
the development of nuclear energy into 
a weapon of warfare was perhaps the 
best-kept secret in the history of the 
world, great progress toward control 
had been made by science and Govern- 
ment before we came into the picture. 
In addition, our studies were directed 
toward fiinimizing or removing, if pos- 
sible, its hazards for industrial and com- 
mercial uses. 
Considerable Secrecy Still Prevails 


the 
sur- 


understandably, 
energy is still 
secrecy,” Mr. 


“Necessarily and 
subject of nuclear 
rounded by coonsiderable 
Dorsett pointed out. “I can tell you, 
however, that a special committee of 
insurance specialists spent more than a 
year in an intensive study, including 
close consultation with the Atomic 
Energy Commission in Washington, be- 
fore the announcement was made early 
this year that a substantial group of 
capital stock casualty insurance com- 
panies had formulated a plan to insure 
industria] uses of nuclear energy.” 

The people, business and industry to- 
gether have had a silent partner—insur- 
ance—who, from the first beginning in 
1724, has accepted and faithfully carried 
out a foremost part in the building of 
an economy here in America that has 
brought all of us security and prosperity 


such as the world has never known 
before, said the speaker. 

Mr. Dorsett declared insurance has 
never lagged behind progress but has 


marched with it and sometimes ahead of 
it, providing the protection that has per- 
mitted incentive and ambition to forever 
reach out into newer and broader fields. 
This in turn, he said, has created jobs, 
confidence, growth, increasing wealth, 
and security for all. 

Insurance has kept abreast of the pub- 
lic’s needs, he continued. “Casualty in- 
surance alone provides more than 700 
different kinds and_ classifications of 
protection, covering virtually every 
known peril and hazard in its constantly 
expanding field from family income, 
bank security, workmen’s compensation 
to the purity of the very food we eat.” 


Seek Lowest Possible 
Dorsett 


Price 


Mr. 
that 
seeking 
service at 


went on to point out 
insurance companies are forever 
to provide this protection and 
the lowest possible price. 
“Contrary to common belief.” Mr. Dor- 
sett emphasized, “the overall underwrit- 
ing profits of casualty insurance compa- 
nies average from only 3 to 5%, and in 
some recent years they barely showed a 
profit of I%.. It costs multi-millions of 
dollars to produce a Hollywood master- 
piece. But you and I enjoy it for a 
dollar or less beeause many millions of 
other people see it, too. So it is with 
insurance—to spread the risk among the 
greatest number, we must sell at the 


Sargeant at White Plains 

John F. Sargeant, New Haven, Conn., 
casualty special agent for New Hamp- 
shire Fire Group, has been transferred 
to the White Plains, N. Y., office. Wal- 
ter A. Parmelee has been named casu- 
alty special to succeed him. 

Mr. Sargeant will occupy 
with State Agent William E. Chandler 
and Special Agent George D. James. He 
will handle work on Long Island, New 
York. 

Mr. Parmelee was formerly a claims 
adjuster in the Connecticut office. 


the office 


Union C. & L. ’57 Convention 
Set for Miami Beach, Fla. 


Richard W, Ellsworth, superintendent 
of agencies, has recently announced to 
the Union Casualty & Life’s field force 
that the “Shangri-La Convention” will 
be held at the Di Lido Hotel, Miami 
Beach, Fla., March 24-27, 1957. 

The production qualification period 
runs from September 1, 1955 through 
February 28, 1957. It is expected that 
approximately 150 qualifiers, members 
of the home office staff and their wives 
will attend the three day affair. 





lowest prices sound underwriting will 
permit.” 

He concluded that such are the quali- 
ties of which our free enterprise sys- 
tem is made, and through it all of us 
gain and keep freedom itself. “Without 
freedom,” he added, “there is no initia- 
tive; without initiative, there is no 
progress; without progress, there is no 
prosperity; and without all three, enter- 
prise withers on the vine. But there is 
yet another element upon which enter- 
prise depends. It is protection. And pro- 
tection is just another way of saying 
insurance.” 
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23 PARK ROW 
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Phone: WOrth 2-2514 
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EMIL PANGAL—Genial Host to Downtown Diners for over 26 Years 
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Near Maiden Lane, N, y 
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Urges State Action in 
Traffic Safety Field 


COMMUNITY ASSISTANCE PLAN 


Boate Addresses N. Y. Conference of 
Mayors & Municipal Officials; 
Offers Six-Point Program 


Emphasizing that the key to the social 
problem ot traffic safety in New York 
communities is strong official leadership 


and assistance by state government, 
Thomas N, Boate, accident prevention 
department manager, Association of 


& Surety Cos., has proposed 
York State take such action. 
In an address before the New York 
State Conference of Mayors and other 
municipal officers, held at the W aldort- 
Astoria Hotel this month. Mr. Boate 
suggested New York give technical as- 
sistance to communities, stimulate better 
coordination of official traffic safety ac- 
tivities and seek greater public support, 
inodernize its traffic laws and_ then 
strictly enforce them. He stressed that 
government is the real—‘“the exclusive’ 
—source of safety on the public streets 
and highways because no other unit of 
our society has the power and respon- 
sibility to provide this protection. 


Casualty 
that New 


A Cooperative Venture 


“In a very tangible sense, 


traffic 
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e 
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safety is a cooperative venture beter 
the officials of government and the p) 
lic,” Mr. Boate said. “The governme 


cannot and does not stand alone in 4 







battle. It must have the unwayer; 


support of the public, and it must hy. 


the benefit of the counsel and 
of the many hundreds of 


assists 
profes 


safety organizations and business jnte. 


ests which are intricately engaged in + 


traffic 
and state level. 

“These ‘non-officials’ in 
safety field, 
the organized public, 


business and industry 






broader sense, the very pillars of 
society rest upon the foundation of ; 
creative genius of private enterprise « 
the latest power of public support.” 

The 
State community assistance prog 
was cited by Mr. Boate as an exam 
of private interests helping mur 
government for the benefit of the put! 
After more than three years of ¢ 
certed effort, 57% of the eligible co 








munities in New York have utilized #4 





technical traffic safety assistance offer 
by the insurance industry. One 
the most valuable discoveries of : 
program, Mr. Boate said, was ! 
steady and = substantial progress 

realized in those communities w? 
strong official leadership which will 

ize and benefit from outside assista: 

The logical source of such assistance 

not private industry, but. state gover 
ment. 

“The community assistance progr: 
has been a successful experiment, it 
proved its point,” Mr. Boate contin 
“T am happy to report also that 
stock casualty insurance companies, tt 
resented by the Association of Casual 
& Surety Companies, so far as we 
able, will continue to provide a lini 
form of assistance to  communiti 
throughout the state, but we cannot { 
the full job that remains to be do 
Therefore, we recommend that the pr 
vision of this essential service is qu 
properly the function of the state. 


Makes Six Recommendations 


“Continuous service from the st 
level, therefore, is essential if the lo 
accident experience is to be improv 
Consider the advantages of these % 
ommendations: 


“1. Coordination of official tra! 


safety activities is essential. Therei’ 
create a state-level commission, t 
delegated the responsibility of coo 


nating the traffic safety activities 0 
responsible state departments. The 
agency to be known as the Govern 
Traffic Safety Coordinating Comm 
sion, 

“2. Continuous public education 
essential to a successful statewide sé 
program. Create a state safety comm 
tee, to be composed of civic, set 
business, industrial, professional 
other interests, which will serve # 
statewide citizens public support org 
zation for traffic safety. 

“3. Independent status for the Bur 
of Motor Vehicles is essential. It sh 
be removed from the Department 
Taxation & Finance and establishet 
a separate executive division, repo" 
directly to the governor, to ful 
potential for traffic accident prevet! 

“4. New York’s Vehicle & Trafic 44 
should be modernized to conform ‘0° 
National Uniform Vehicle Code. 
communities in the state should be 


(Continued on Page 62) 








play a vital 1); 
Many contributions to public betterme 
can be traced to their efforts, and in| 
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Allstate Begins Program 
To Halt Traffic Deaths 


ANNOUNCE SAFETY CRUSADE 


To Enlist Aid of Employes and Policy- 
holders; Follow Eisenhower’s 
Safety Theme 


Allstate Insurance Co, has introduced 
, comprehensive accident prevention 
program aimed at reducing the nation’s 
auto deaths and enlisting the aid of 
nearly 12,000 employes and several mil- 
ion policyholders. 

Calvin Fentress, Jr., company presi- 
dent, disclosed his company’s sponsor- 
ship of the Allstate safety crusade, de- 
signed as a continuing effort to reduce 
accidents. America’s traffic fatalities 
will total 43,000 this year, unless a dra- 
matic improvement occurs, he asserted. 

“We plan to use all means at our 
disposal to convince motorists every- 
where of their individual responsibilities 
when it comes to correcting this fright- 
ening situation,” Mr. Fentress declared. 
“Our primary approach will be through 
our nearly 4,000,000 policyholders, who 
will be given an opportunity to join the 
crusade by pledging to do all they can 
as individuals to be careful, courteous 
drivers and to realize that it’s smart to 
drive safely.” 








Nation’s Segments Must Unite 


“The problem is so acute that all seg- 
ments of American life and American 
business must unite to do everything 
possible to halt the misery and suffer- 
ing, not to mention the expense, caused 
by accidents,” Mr. Fentress continued. 
“We sincerely hope that our crusade 
can be an inspiration to individuals and 
companies alike and will do everything 
we can to be of assistance to others 
working toward the same goal.” 

Mr. Fentress said the Allstate safety 
crusade follows the theme set by Presi- 
dent Eisenhower in a statement to the 
midwestern regional conference of the 
President’s Committee for Traffic 
Satety. 

In that message, President Eisen- 
hower said, “This is truly serious busi- 
ness. Any situation that continues to 
destroy life and property at such a rate 
as prevails on our public roads today 
is intolerable. . It’s all so unneces- 
sary. We are paying this great penalty 
on our public roads simply because we 
have not been willing to discipline our- 
selves to live together on our public 
toads... . The really big job here is to 
mobilize public opinion in support. of 
both reasonable and necessary action.” 


Senator Dempsey Urges 
Md. Compulsory Auto Law 


Contending that Maryland’s present 
motorists’ financial responsibility law is 
lailing to do an efficient job, State Sena- 
tor Thomas F. Dempsey, Baltimore 
Democrat, has urged that it be replaced 
by a compulsory insurance statute. 

_ Senator Dempsey heads a state legis- 
lative committee studying means of deal- 
Ing with the problem of the uninsured 
motorist. The committee has not yet 
indicated what recommendations it will 
submit to the 1957 Maryland legislature. 
_His observations on the existing state 
nancial responsibility law, Senator 
Jempsey said, were based on statistics 
released by the State Department of 
Motor Vehicles. 

These figures showed that about 14,000 
licenses are being revoked annually for 
Mancial responsibility violations. Of 
these only 500 are being reinstated by 
Persons securing insurance. 

As to the remaining 13,500, the Mary- 
land senator declared: “I do not feel 
that they are staying out from behind 
the wheel just because they are sus- 
pended. Some are driving on bogus cre- 
dentials, but I feel that many are care- 
‘ss and irresponsible enough to drive 
with no license at all.” 











TEfTOSPECTIVE pers 


hard-to-place ~ 
auto lines 





i Check these retrospective rating advantages 


Compensation and liability plans tailor-made to serve individual 
risks, with extreme flexibility in sales, underwriting and service 
facilities . . . automobile fleet, compensation, public liability 
written individually or on a consolidated plan of coverages... 
risks not otherwise qualified often eligible for rating on a 3-year 
accumulative basis or by inclusion of physical damage and cargo 
on a gross receipts or mileage basis .. . so-called “problem” lines 
eligible for rating... fast quotes, often by telephone, where de- 
tails are furnished .. . effective, available engineering service... 
plus experienced personal assistance by specialists available to you at 
any time. 


@ Sell the so-called “problem lines” 


If you’ve had to pass up profits in trucking and bus lines, find out 
what Continental has to offer. Continental is a leading under- 
writer of long haul trucking lines, LPG risks, furniture movers, 
drive-ur-self, bus lines and other hard-to-place coverages. Rates 
are competitive, and where written on a retrospective basis, 
Continental’s own rating formulas accurately measure the indi- 
vidual risk... plus other sales and service facilities not commonly 
enjoyed by all producers. 


NOW...TODAY... find out how Continental can help you 


profit from large premium lines not heretofore available to you. 
For complete details write Department 313. 


Continental 
CASUALTY COMPANY 


310 S. MICHIGAN AVE. « CHICAGO 44, ILL. 


ASSOCIATED COMPANIES: 
Continental Assurance Co. + Transportation Insurance Co. 


'"America’s Department Store of Insurance” 








Revise Insurance Rules 
On Highway Building 


B.I. AND P.D. LIMITS INCREASE 





N. Y. Contractors to Provide $50,000 
Bodily Injury Minimum; $1,000,000 
on P.D. Liability 





Revised safety and insurance regula- 
tions designed to safeguard the public 
against possible accidents due to urban 
highway construction will henceforth 
be written into the New York State’s 
specifications for all urban contracts, 
John W. Johnson, state superintendent 
of public works, has revealed. These 
statewide regulations will be similar to 
those agreed upon, August 10, 1956, be- 
tween the state and New York City. 

“In the light of this year’s record- 
breaking highway program,” said Mr. 
Johnson, “and in anticipation of the 
expansion of activity in this field made 
possible through approval in November 
of the highway bond issue, it is of vital 
importance that all necessary steps be 
taken to protect the public from acci- 
dents at construction sites, especially in 
the more densely populated areas of our 
state.” The following special safety 
clauses will be included in all urban 
contracts, both upstate and down: 


Hold Contractor Responsible 


“The contractor shall be responsible 
at all times for the safety of the general 
public, and for the protection of persons 
who may for any reason enter within 
the limits of his work. 

“The contractor shall employ watchman 
at all times and shall erect proper warn- 
ing signs to protect the general public 
and to warn them of changes caused 
by the progression of his contract. 

“The contractor shall notify the local 
police in writing as to the conditions 
prevailing on the construction site. Du- 
plicate copies of such notice shall be 
filed with the district engineer.” 

B.I. and P.D. Insurance Increases 

In addition, required amounts of lia- 
bility and property damage insurance 
to be carried by the contractors will be 
greatly increased. Where formerly the 
contractor was required to provide lia- 
bility insurance for bodily injury of not 
less than $50,000 for each person and 
$100,000 for each accident, the new rules 
will place a limit of not less than $500,- 
000 per person and $1,000,000 per acci- 
dent, 

Property damage liability will be in- 
creased from $50,000 to $1,000,000 for 
each accident and from a $100,000 ag- 
gregate liability to an aggregate of 
$1,000,000. The revised rates will obtain 
for all state highway projects, inter- 
state, primary, secondary and urban. 

“These,” said Mr. Johnson, “are the 
first revisions to our safety and insur- 
ance regulations in many years and will 
reflect more realistically present-day 
conditions as well as contribute to the 
greater safety of the general public.” 

The superintendent stated that all 
district engineers and supervisory per- 
sonnel had been advised to exercise ex- 
treme vigilance in protecting the public 
from accidents which might occur as a 
result of public works projects. 


Resident Vice Presidents 
Attend Standard Meeting 


Twenty-five resident vice presidents, 
managers and assistant managers from 
branch offices of Standard Accident, De 
troit, and affiliate, Planet, convened at 
the companies’ home office last week. 
Paul Wilson, senior vice president of the 
companies, was in charge of the meet- 
ing. 
The branch executives and managers 
participated in a week-long series of 
discussions with home office executives 
and managers on matters of manage- 
ment, operations, production, claims, un- 
derwriting, advertising, and other per- 
tinent insurance and bonding subjects. 
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Industry Fiscal Agents 
On Military Care Act 


TO SERVE ARMY IN 19 STATES 
Handle Processing of Hospitalization 
Costs for Dependents; Group 
System Rejected 


industry been 


The insurance has as- 
signed tentatively to serve as “fiscal 
agent” for the Department of the Army 
in 19 states to handle processing of hos- 


pitalization costs for military dependents 
under the new military dependents medi- 


cal care act, according to Defense De- 
partment officials. 

The new law, enacted during the last 
session of Congress, provides for Gov- 


ernment payment of hospital and medical 
who 


care expenses of dependents are 
unable to use the facilities of military 
posts—minus a deductible of $25 or 
$1.75 a day, multiplied by number of 


days hospitalized, whichever is greater. 
An interservice “task force,” in de- 
veloping the program authorized by the 


bill, rejected a proposal by insurance 
companies for a Group indemnity sys- 
tem, and set up the framework of a 
“fee-for-service” type of plan. 


Fees on Regional Basis 

Under this program, standard fee 
schedules for all medical costs are being 
developed on a regional basis by state 
medical societies who also will select— 
subject to approval by the Department 
of the Army, executive agent supervis- 
ing the program—fiscal agents who will 
handle the processing of payments and 
collection from the Government for re- 
imbursement to the doctors. Cost-plus 
contracts will be negotiated with these 
fiscal agents, who may be _ physicians’ 
OTge inizations, commercial insur: ince com- 
panies or Blue Shield units. 


Returns from more than half of the 
state medical societies indicate that in 
almost all instances the doctors are 


choosing either Blue Shield or their own 
organizations. 

The Defense Department, however, is 
selecting the fiscal agents for the hos- 
pitalization phase, splitting the country 
roughly according to Army areas be- 
tween Blue Cross and the commercial 
carriers, based largely upon which group 


does the most hospitalization business 
in those areas. 
Under the tentative allocation plan 


now being considered, Blue Cross would 
be named agent in the First, Second, 
Third and Sixth Army areas, with 
rado added to the Sixth and Mississippi 
and Florida removed from the Third: 
this wouid give Blue Cross a total of 
29 states, Hawaii and Puerto Rico. 
Insurance companies would be ap- 
pointed fiscal agent in the Fourth Army 
area (plus Florida and Mississippi) and 


Co vlc )- 


in the Fifth (minus Colorado). Fourth 
Army covers New Mexico, Texas, Okla- 
homa, Arkansas and Louisiana. Fifth 
Army includes Michigan, Indiana, Wis- 
consin, Illinois, Missouri, North and 
South Dakota, Minnesota, Towa, Ne- 
braska, Kansas and Wyoming. 


Hoebel Elected Director 
Of Companion Life of N. Y. 


L. F. Hoebel, Mutual of Omaha assist- 
ant treasurer, has been elected a sor aged 
of the Companion Life of New York, i 
was revealed recently at a special et 
ing of the Companion board at Buffalo, 
N. Y. 


Mr. Hoebel joined Mutual of Omaha’s 
investment department in April of 1950, 
and in November of that year was pro- 
moted to assistant treasurer. Prior to 
coming with Mutual, he was associated 
with the Northern Trust Co. in Chicago, 


Scheiwe Named Atlanta 
Regional Specialist 


BY MUTUAL LIFE OF NEW YORK 
To Serve Under D. D. Briggs; Will 
Help Develop A. & S. Markets 
and Sales 

Edward J. oe has been named 
accident and sickness regional specialist 


in Atlanta, Ga., by Mutual of New 
York. He will serve on the staff of 
D. D. Briggs, CLU, regional vice presi- 
dent. 


Other appointments to the newly cre- 
ated regional specialist position were 





SCHETWE 


EDWARD J. 


recently announced by the company for 


the Chicago central region and San 
Francisco western region, 

Mr. Scheiwe, formerly with the Con- 
tinental Casualty of Chicago for ten 
vears, will aid MONY’s agency mana- 
gers in the southern region to direct 
field underwriters in developing mar- 


sales for MONY’s comprehen- 
line of accident, sickness, hospitali- 
zation and disability income coverages. 

Active in A. & H. Associations 

He has located in Atlanta for 
the past three years as southwestern 
branch manager for Continental. Mr. 
Scheiwe is a member of the Atlanta 
and Georgia Accident & Health Asso- 
ciations. He joined Continental in 1946, 
following service in World War II and 
an earlier career in professional base- 
ball and basketball. 

\ native of Chicago, he attended pub- 
lic schools there, then went to the Uni- 


kets and 
Sive 


been 


versity of Wisconsin where he was 
graduated in 1940. He took graduate 
work at the University of Illinois and 


received a master’s degree in history. 
Participation in varsity sports at col- 
lege led Mr. Scheiwe into professional 
baseball, where he played with the 
American Association at Milwaukee, 
Kansas City and St. Paul; in the Texas 


League for Oklahoma City; and in the 
Southern Association for the Mobile 
Club. He also played professional 


basketball with the Oshkosh (Wis.) AIll- 
Stars and the Chicago Bruins. 

\ Purple Heart veteran of World 
War II, he served with the U. S. Navy 
and to the ae lieutenant com- 
mander at the time of his separation. 


rose 





Illinois for seven years. He is a gradu- 
ate of the University of Wi isconsin where 
he received a master’s degree in eco- 


nomic Ss. 


Equitable Society Has 
New Health Care Plan 


FOR GROUPS OF 25 OR MORE 


Cortiiinns Basic Cath tus. With Maier 
Medical Expense; Total Maximum 
of $10,000 Cover 


A combination of basic health insur- 
ance with major medical expense is 
contained in a new and flexible Group 
plan offered by the Equitable Society. 
Called the health care plan, the new 
package is meeting an enthusiastic re- 
ception according to Merle A. Gullick, 
in charge of the company’s Group de- 


partment. 

The plan may be installed in any 
firm with 25 or more employes, and 
may be offered initially or replace ex- 
isting Group coverage. 

It gives employes of a Group one 
overall coverage against expenses of 
medical care, hospitalization and sur- 
gery. It provides reimbursement on a 


co-insurance basis for all covered medi- 


ca] expenses over a specified deductible 
up to a total maximum of $5,000 or 
$10,000, thus eliminating individual re- 


trictions imposed by conventional hos- 
pital, surgical, medical and catastrophe 
coverage, and applies benefits to total 
covered expenses incurred. 

Consider Employe’s Earnings 

The health care plan can be set up 
to consider the employe’s earnings, as 
well as his ability to pay for minor 
medical expenses out of current income, 
and meets the growing need for insur- 
ance benefits for “outpatient” care as 
medical advances make hospital confine- 
ments shorter. The three basic types of 
health care plan offered by the Equi- 
table are: 

The standard plan—benefits begin 
when total covered health care expenses, 
regardless of cause, incurred both in and 
out of the hospital during the calendar 
vear, exceed a fixed deductible amount. 

Hospital and health plan—expands the 
standard plan to include reimbursement 


in full of a specified amount of hos- 
pital charges (any $50 multiple from 
$200 to $500) after the deductible has 


been met in a calendar year. 

Family monthly budget plan—com- 
bines the health care expenses of all 
members of the family and applies a 
single family deductible each month. 
This deductible is waived for any month 


in which family health care expenses 
exceed $300. 
In any of the plans the deductible 


may be a percentage of monthly earn- 
ings, such as 10%, with a minimum of 

25 and a maximum of $250, or a flat 
dollar amount, such as $50 or $100. 

The co-insurance feature may provide 
for a health care plan to reimburse 
either 75 or 80% of covered charges in 
excess of the deductible, with the in- 
sured paying the remaining percentage. 
3enefits, once begun, continue without 


reapplication of the deductible for the 
balance of the calendar period. 
A sales aid, prepared by the home 


office, is currently being distributed to 


all Equitable agencies. 





Max Indemnity Plan Sales 
Increase 53% at Half Year 


Continental Casualty Co., Chicago, ‘has 
announced that its max indemnity—acci- 
dental death insurance—sales have in- 
creased 53% over the corresponding six 
month peeiod of last year. 

Chief reason for the increase is at- 
tributed to the public’s growing aware- 
ness of the accident hazard and the 
realization that over half of the nation’s 
accident fatalities are non-travel acci- 
dents. Max indemnity affords protection 
while traveling, plus the same protection 
while at home, at work and at play— 
24 hours a day, year ‘round. 

The policy encourages “accident estate 
planning” because it provides high limit 
indemnity—up to $200,000—and the low 
annual cost makes it an excellent choice 
as a supplement to the family man’s life 
insurance program, Continental main- 
tains. 
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MACUIRE FIELD SUPERVISOR 


Joins United Sentiis Life September |. 
Serves Under Vice President 


J. F. Welch 
Maguire 
Life as a field 
health 








Lincoln J. joined 
States 


accident 


Unite; 


supervisor in 4 







and department, as 






September 1. He serves under the direc. 
tion of Vice President J. Francis Weld 
Before his association with U. S, Li 






Mr. Maguire was manager of the 


A. &H 




































Roger Pau! Jordan 


MAGUIRE 






LINCOLN J. 







partment of Mai 
Prior to that 
agencies 
Cont: 


and hospitalization d 
Fidelity Portland. 
he served as ey ge ee of 
commercial A. & H. division, for 
ental Casualty. 

In his capacity with Continental, Mr 
Maguire was in charge of 600 agencies 
for the company throughout the Unite 


States. 

During World War II, Mr. 
was with the Army Air Force 
Aleutian Islands for 31 montis. On his 

from active service, he 








Life of 








Maguire 


in tl 


release becan 
associated with Continental Casualty 
a field underwriter in New York Gt 
rising rapidly to posts of branch mat- 
ager, agency secretary in the ‘home offi 
and finz lly superintendent of agencies 

A native of New York City, M: 
Maguire was graduated from Fordher 
U niversity and attended New York U 
versity Law School. 





2,600 TAKE MAJOR MED. PLAN 


Conn. Light & Power Employes and 
Dependents Covered Under Hartford 
A. & I. Plan 
Over 2,600 Connecticut Light & Power 
Co. employes and their eligible depent- 
ents have been placed under the coveras 
of major medical ex sg? Group insur 
ance written through the Hartford Ac 
dent & Indemnity Co. é 
Announcement of the new _ protecti® 
program was made by S. R. Knapp, pre 
ident of the Connecticut Light & Power 
and D. H. Quigg, secretary in charg 
aor ara and sickness department, Har: 
ford . A&I. ‘ 
Eiiective September 1, the Hartto’ 
major medical Group coverage provide 


employes and their dependents Ww! 


benefits up to $10,000 for covered medit 
expenses, with a deductible of tle ft 
$100 of covered medical expenses with! 
the calendar year. 

The policy pays 75% of the cover 


expenses after primary benefits in effé 
and the deductible. 

Supplementing existing Blue Cross a! 
Connecticut Medical Service plans, ¢ 
Hartford Group coverage helps fill t 
gap in protection against the 
illnesses and accidents for Connectic' 
Light & Power employes and their ¢* 
gible dependents. 





costs 
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RVisor Mf \eal Predicts Future 
ptember | Under 85th Congress 
ident ‘lait 

CLAIM ASSOCIATION SPEAKER 
ed Unit -———--- 
isor : Sees Revival of Government-Paid Fed- 


eral Employe Medical Plan; Rein- 
surance and Risk Pooling 


With the coming of the 85th Con- 
ress, there will probably be revived 
sh renewed vigor bills providing for 


Government-paid medical insurance for 
Federal employes and dependents, and 
reinsurance and risk pooling to. in- 
‘ease and expand voluntary prepayment 
neath plan coverage, Robert R. Neal, 
eneral mminager, Health Insurance As- 
ciation of America, told the Interna- 
jonal Claim Association meeting at Fort 
Yonroe, Va., September 19. 

“The sneaker noted that the Republican 
Party platform claims credit for having 
encouraged a notable expansion and im- 
provement of voluntary health insurance 
and urg-d reinsurance and pooling ar- 
mngements “to speed th's progress.” In 
addition, Mr. Neal observed that the 
Democratic Party platform calls for ex- 
nding to other workers an insurance 
program sintitar to that enacted in 1048 
to protect railroad workers against tem- 
porary wage losses due to short-term 1I- 
nesses. 

Health Proposals to Reanp>-ar 


“Probably all other health proposals 
which have been introduced in the past 
will reappear, as they did before the 
Mth Congress, and all will be before the 
Sth Congress,” the HIAA — general 
manager added. “It is quite possible that 






ul Jordan 2 ; : : 
E ve will again see proposed legis'ation 
: lealing with disclosure of details of 
mion welfare plans as a result of the 
of Main extensive investigation of such plans bv 
r to that i special Senate subcommittee during 


the past two years.” 


agencies ee St ¢ ‘ 
ae Considering the state front, Mr. Neal 


iv Conti pointed out that this will be a legislative 
natal Be vear in. that 45 state legislatures will be 
periiecs in session. “An investigation is under- 
o Uae vay in New York to determine what the 
citizens of that state can do to insure 
aii themselves against the cost of medical 
; oe “are,” he explained. “It 1s likely that 
ie ve will again see introduced in one or 
re more states bills which would in some 
er ye way affect the right of renewal of an 
ok Th accident and health policy or seek to re- 
ch ime: quire that the renewal of all such poli- 
ae ae cles be guaranteed. It is expected that 
1C1eS. ther questions such as pre-existing dis- 
‘ty, Mr ease an‘l required house confinement will 
‘ules again be raised. These are matters which 
i ek ave a far-reaching effect on you as 
‘aim men and women and over which 
you have certain influence.” 
As the accident and health business 
moves forward, we must assume greater 
PLAN personal responsibilities to the public, 
Mr. Neal told the claim men. “Your 
yes and contacts are often made when people 
rtford ‘re in a highly emotional state and on 
- ‘uch occasions, a claim man must him- 
< Powe ‘et be of many talents. He must be a 
depent- good judge of human nature and have 
vera tie manner and tact of a top-drawer 
) Inst ciplomat, for he is then the industry’s 
“d Acti: 'ront-line representative in the field of 
public relations, 

tectic: Next to the agent,” the speaker con- 
1 shad cluded, “he is in the best possible posi- 
Powe ion to personalize our program of bet- 
charge ter understanding between the public 

, Hart: and the accident and health business.” 





Kelly New Vice President 
Of United Pacific Ins. Co. 


Frank E, Kelly assistant vice president 
and manager of United Pacific Insur- 
ance Co.’s Group accident and health 
operations, has been elected a vice presi- 
dent of the company. The action was 
take n at a recent quarterly meeting of 
the board of directors. 

_ Mr. Kelly has been with the company 
‘Or the past ten years, began his United 
Pacific career as field supervisor for the 
Group department. He was named an 
assistant vice president in January 1955. 











DETAILS OF STOCK PURCHASE 


Nationwide Corp. Pays $4,553,378 For 
33,266 2/3 Shares of North 
American Stock 

Details of the Nationwide Corporation 
of Columbus’ purchase of one-third in- 
terest in North American Accident In- 
surance Co. was released this week. 
Nationwide Corp. is a Nationwide Insur- 
ance affiliate. 

Under the transaction, Nationwide 
Corp. acquired 33,26624 shares of the 
100,000 North American shares outstand- 
ing, according to Murray D. Lincoln, 
corporation president. The purchase price 





was $4,553,378—or slightly less than $137 
per share. The seller was Woodstock 
Corp. of Nashville, Tenn. 

North American has headquarters in 
Chicago, Ill. Its principal business, since 
incorporation in 1899, thas been accident 
and health insurance. In 1945 it added 
Ordinary and Group life insurance lines. 

The stock purchase makes North 
American the third largest holding of 
Nationwide Corp. 

Principal operating subsidiary of the 
corporation is Nationwide Life Insurance 
Company which ranks 69th among more 
than 1,000 life companies in the country. 
Its other subsidiary is National Casualty 


CATASTROPHE PLAN INTEREST 
Ontario Government is reportedly in- 
terested in a catastrophe insurance plan 
and authorities are studying such a plan 
which would cover medical and hospital 
costs above a certain level. 





Co., with headquarters in Detroit. 

North American, according to a report 
filed with the Ohio Division of Insur- 
ance, had admitted assets of more than 
$33,000,000 and more than $135,000,000 in 
life insurance in force as of last Decem- 
ber 31. Its net income for 1955 was 
reported as $1,212,879. 





“Why Am | Passing Up The Big Money Field?” 


now for the Combined story. We'll include with 
our reply the latest issue of our digest-size 
publication, “Success Unlimited”. 


There’s an unprecedented ‘gold rush’ going on 
in the health and accident field. And it’s boom- 
ing and growing year after year. 


If you’re not among the agents and agency own- 
ers who are getting the big money being earned 
—now is the time to do something about it. 


The Combined Group of Companies offer you 
an outstanding program that’s geared to produce 
profitable volume business for you — right off 
the bat! The Combined program gives you more 
to sell... better ways to sell ...a combination of 
accident, health, and hospitalization plans you'll 


be proud to sell! 


So why continue to pass up the big money? Find 
out how Combined, the ‘world’s second largest 
exclusive accident and health stock company’ 
can help you to real success. Mail the coupon 


l Combined Insurance Co. of America 
Dept. G. 5316 Sheridan Road, Chicago 40, Illinois 


| Gentlemen: Please rush me details on what the Combined 
| Program can do for me. 


Combined Group of Companies, W. Clement 
Stone, President: Combined Insurance Company 
of America, Chicago; Combined American Insur- 
ance Co., Dallas; Hearthstone Insurance Co. of 
Massachusetts, Boston; First National Casualty 
Co., Wisconsin. } 
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SEE TRAFFIC SAFETY NEED 





Republican Political Platform Notes 
Urgency of Highway Safety; Kemper 
Stimulates Idea 

For the first time in history, a political 
party platform plank recognizes “the 
ghastly toll of fatalities on the nation’s 
highways.” This particular plank was 
stimulated by proposals from James S. 
Kemper to two prominent members of 
the Republican platform committee, Sen- 
ator Prescott Bush (Conn.), chairman of 
the platform committee, and Senator 
Everett M. Dirksen (Ill.), subcommittee 
chairman. 

Mr. Kemper, chairman of the Kemper 
Insurance Group and former president of 
the Chamber of Commerce of the United 
States, was the U.S. Chamber’s first 
chairman of its insurance committee. 

3efore the 1956 GOP convention, Mr. 
Kemper wrote Senators Bush and Dirk- 
sen suggesting a resolution on thighway 
safety. He urged support of strict traffic 
law enforcement as a means to reduce 
traffic fatalities. The resolution com- 
mittee drafted and the convention ap- 
proved the following plank: “We pledge 
closer cooperation with state, local and 
private agencies to reduce the ghastly 
toll of fatalities on the nation’s high- 
ways.” 

Following the adoption of the Repub- 
lican party platform Mr. Kemper said, 
“Everyone interested in reducing the 
tragic loss of life and limb as well as 
property resulting from highwav acci- 
dents is pleased and reassured by the 
constructive position taken in the adop- 
tion of the 1956 platform.” 


Hamilton Joins Bond Dept. 

Robert D. Hamilton has become asso- 
ciated with the home office bond de- 
partment of Ohio Farmers Indemnity 
Co. He was previously with National 
Surety’s service office in Louisville and 
more recently bond and burglary super- 
intendent in the Cincinnati office of 
Fireman's Fund. 

Mr. Hamilton and Ray Miller who has 
heen connected with Ohio Farmers for 
some time will travel Ohio under the 
direction of R. M. McChee, manager of 
the fidelity and surety department. 





Named V.P. and Secretary 


Roy H. Heyen has been appointed vice 
president and secretary of the Chris- 
tiania General Insurance Corp. of New 
York. 

He was formerly Waterbury, Conn., 
resident manager for Liberty Mutual 
Insurance Co. In addition, Mr. Heyen 
has had 16 years experience in the 
casualty field, combining both claims and 
sales. 

He served as a second lieutenant in 
the U. S. Marine Corps and is a grad- 
uate of Ursinus College. 


Urges State Action 


(Continued from Page 58) 
quired to conform to the state-prescribed 
uniform system of traffic signs, signals 
and markings. 

“5. Suspension and revocation of the 
driving privilege, fearlessly and impar- 
tially applied, are essential to effective 
traffic law enforcement. It is unequivo- 
cally proposed that state authorities in- 
the use of suspension and revo- 
cation so that all unsafe drivers can be 
removed from the road. Also, that per- 
sons convicted of speed violations should 
have their driving licenses suspended 
under terms similar to those presently 
in effect in Connecticut and Pennsyl- 
vania. 

“6. A state police force, adequate to 
the job at hand, is essential for the pro- 
tection of the highway user. Therefore, 
it is recommended that the staff strength 
of the New York State police be in- 
creased for the traffic function and au- 
thority be granted to use modern traffic 
law enforcement devices such as radar,” 


crease 


REJECTS AUTO INSPECTION 


Oregon Traffic Safety Commission Re- 
fuses Compulsory Car Exams; Dis- 
counts Mechanical Defects 

Proposals for compulsory periodic mo- 
tor vehicle inspection and re-examination 
of all drivers were rejected by Oregon’s 
new State Traffic Safety Commission at 
a recent meeting in Salem. 

Contending that mechanical failure of 
motor vehicles is not a significant factor 
in accident causes, the commission said 
only 3 to 5% of accidents in Oregon 
involve mechanical defects. The commis- 
sion pointed out that under present laws 


drivers can be re-examined whenever 
license authorities believe there is a 
need. 


J.C. Kerrick, state driver’s license divi- 
sion manager and member of its operat- 
ing explained that every 
sample check of accident drivers he has 
taken show the offending drivers are well 
qualified physically to drive and know 
the traffic laws. “If you were to call all 
drivers in for a re-examination a large 
majority would pass any test we might 
give,” Mr. Kerrick said. 

Instead of re-examination, which Mr. 
Kerrick said would involve higher oper- 
ating budget and more personnel, the 
commission stressed the importance of 
working with individual accident-prone 
drivers as more effective in reducing 
accidents. This program was started in 
Oregon several years ago. 

Although urging that driver’s education 
be expanded as rapidly as possible in 
Oregon without sacrificing academic 
standards, the commission decided to 
postpone until further study any recom- 
mendations on whether additional state 
financial support should be given to 
schools offering driver training. 

The commission decided against recom- 
mending that driver education courses 
be compulsory in all schools. This action 
was taken after members heard discus- 
sions on the problem of obtaining quali- 
fied teachers for driver education and the 
financial burden compulsory driver train- 
ing could impose on some school dis- 
tricts. The commission consists of the 
heads of eight state agencies with 
responsibilities in the accident prevention 
field. 
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LOWER ADMINISTRATION COSTS 
A. R. Parisi Reports Reduction in Costs 
of Handling N. Y. Comp. and Dis- 
ability Benefits 

For the first time in ten years the cost 
of administration of workmen’s compen- 
sation and disability benefits in New 
York State has decreased, Angela R. 
Parisi, Workmen’s Compensation Board 
chairman, reports. 

\s of the fiscal period ended March 31, 
1956, the cost of administration of work- 
men’s compensation was $6,932,924 as 
compared to a cost in 1954-1955 of $7,012,- 
115, a reduction of $79,191. 

Miss Parisi further points out that in 
addition, in 1955-1956, the Board ab- 
sorbed mandated salary increments of 
$130,000 which reflected a total savings 
of over $200,000. 

In disability benefits, the cost in 
1955-1956 was $1,402,681 as opposed to 
$1,450,968 in 1954-1955, a savings of $48,- 
286. In addition, mandated increments of 
$20,000 were absorbed, making a total 
savings of $68,000. 

These costs, by statute, are assessed 
against insurance carriers and self-insur- 
ers. The rate of assessment was reduced 
for workmen’s compensation from .073 to 
072 and, in disability benefits, from 


000116 to .000111 





OHIO SPEED LIMIT RISES 

Traffic division of the Ohio State 
Highway Department distributed to its 
12 division engineers approximately 1,500 
new speed law signs to be erected before 
October 1, when the state’s daytime 
speed limit will be raised from 50 to 60 
miles an hour. 


CAL. COMPENSATION RULING 


Commissioner McConnell’s Ruling No. 
90 Amends and Modifies New and 
Renewal Policies Effective Oct. 1 

California Insurance Commissioner F. 
3ritton McConnell has issued Ruling 
No. 90, dealing with the classification of 
risks and premium risks and system of 
merit rating relating to workmen’s com- 
pensation insurance and employers lia- 
bility insurance incident thereto 
written in connection therewith. 

He recited that the California Inspec- 
tion Rating Bureau proposal asking for 
changes showed an average decrease in 
the rate level of 3.7%. He set forth that 
of the 503 classifications in the manual, 
346 showed a decrease; 128 showed an 
increase and 29 were unchanged. Also 
that an increase of 1.2% was shown for 
the 1952-1953 policies and 5.6% decrease 
for the 1955 policies. 

He also cited that an increase of 0.8% 
was due to the change in the adjustment 
factor. He very carefully pointed out 
that California experience alone was 
considered and no other state. The pro- 
posal of the Bureau eliminated three 
classifications and added one new one. 
He then approved, with certain modifi- 
cation of the proposed language, the 
proposed revision of the experience rat- 
ing plan and proposed revisions of speci- 
fied tables. 

Commissioner McConnell ruled that 
on all new policies effective as of Oc- 
tober 1, 1956, and all renewal policies 
effective as of October 1, 1956, Section 
2350, Title 10, California Administrative 
Code be amended and modified. He also 
ruled that all experience ratings as of 
October 1, 1956, under Section 2353, 
Title 10, California Administrative Code 
and the California Experience Rating 
Plan, 1951, workmen’s compensation in- 
surance be amended and modified. 

The ruling also embraced Appendices 
A and B setting forth in detail the 
amendments and modifications, among 
them being those affecting domestic 
servants. 

Ten and _ fifteen-vear endowments, 
when issued standard, will now contain 
an additional non-forfeiture feature. 
Thus, in addition to the regular non- 
forfeiture options of cash value paid-up 
endowment, and extended insurance and 
pure endowment, standard issues of the 
10 and 15-year endowments will also 
offer paid-up life with a cash refund if 
there is more than enough reserve in 
the policy to purchase a paid-up life 
policy for the original face amount. This 
action brings the 10 and 15-year endow- 
ments now into line with the 20 and 
30-year endowments which have long 
offered this additional feature when is- 
sued standard. 
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Southwest Casualty Elects 
Officers; Offers Shares 


New directors of Southwest Casualty 
Insurance Co., Fayetteville, Ark. were 
recently elected. They announced that 
10,000 shares of the firm will be offered 
for public sale. 

The company was incorporated in 1947 
by Mr. and Mrs. P. R. Green and Mr. 
and Mrs. W. C. Whitfield, Jr.. and this 
is the first public sale of stock. 

The new board includes: P. R. Green, 
chairman; W. C. Whitfield, president of 
the company; Jim Harper, executive vice 
president; C. C. Farley, secretary-treas- 
urer; Hal Douglas and Clifton Wade, 
both of Fayetteville and Ike Beyer, 
Little Rock, members. 

Other officials of the firm are J. W. 
Gould, controller and Ellis Burgin, and 
Dale Englehart, vice presidents. 

The company operates in Arkansas, 
Oklahoma, Kansas, Texas. Missouri, 
Florida, Louisiana and Utah. It deals in 
fire and casualty insurance and expects 
to have a $1.5 million premium income 
in 1956. 

The firm started with a capital of 
$50,000 and a surplus of $25,000 and now 
has a capital of $525,000 and a surplus 
of $300,822. 
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CPCU Cincinnati Meet 
Features Six Seminar; 


ROBERTSON IS GUEST SPEAKER 


Degrees Conferred on 217 _Insuranc. 
Men; Rice, Parris and Rodda 
Address Group 


The biggest insurance policy in th, 
world costs an annual premium of more 
than $35 billion, Reuben B. Robertso; 
Jr., Assistant Secretary of Defense, de. 
clared in an address at the annual meet. 
ing and seminar of the Chartered Prop. 
erty & Casualty Underwriters at Cin. 
cinnati, O., September 13. The subjec 
of his speech was “The Greatest Insyr. 
ance Policy in the World’”—our nationa! 
defense, 

“That is the policy that insures oy; 
continued freedom, insures the ¢op. 
tinuity of our institutions and at an ay 
nual premium of more than $35  billio: 
It is the greatest insurance policy in the 
world,” said Mr. Robertson, 

Induct 217 Insurance Men 


A highlight of the day’s luncheon wa; 
the conferment exercises at which 2] 
insurance men from all over the U, § 
and as far away as Hawaii were inducted 
into the CPCU Society. 

The CPCU awards were under aus- 
pices of the American Institute for 
Property & Liability Underwriters wit! 
the objective of establishing educational 
standards at a_ professional level for 
insurance men. The exams, open to in- 
surance agents, company men and others 
associated with the business, cover in- 
surance, economics, government, socia 
legislation, law, accounting, finance and 
agency management. 

Several CPCU chapters conducted 
seminars during the three-day gather- 
ing. Chicago chapter considered the St 
Lawrence Seaway’s impact on_ insur- 
ance; St. Louis, malpractices and errors 
and omissions insurance; northern Cali- 
fornia, waste and duplicate costs in ac- 
quisition of business; Boston, the irre- 
sponsible motorist; Kansas City, state 
regulations, and Cleveland, the effect of 
Federal income taxes on premiums and 
losses. 

Also on the program were discussions 
of developments in insurance features 
of atomic energy by Claude A. Rice ot 
New York, insurance manager of Bab- 
cock & Wilcox, pioneers in atomic de- 
velopment; flood insurance by Pau! 
Parris, vice president of Fidelity & De- 
posit, and the future of mercantile block 
by William H. Rodda of Chicago, secre- 
tary of the Transportation Insurance 
Rating Bureau. 


N. Y. A. & H. SALES AWARDS. 

Awards for outstanding sales of accl- 
dent and health insurance in 1955 were 
presented to 36 members of Western 
New York Accident & Health Associ- 
ation at the group’s recent. luncheon 
meeting of the 1956-57 season in Buffalo, 
N. Y. Eighteen received gold awards, 
ten silver awards, and eight bronze 
awards. 





Standard Accident Opens 
New Office at Birmingham 


Standard Accident and affiliate, the 
Planet, have opened a new service office 
located in Birmingham, Ala. Robert T 
LaMond, field representative, will be ™ 
charge of the new office. 

The new Birmingham office will opet- 
ate as a sub-office of the Atlanta branch 
and will serve the states of Alabama 
and Mississippi. The Atlanta branch. 
of which CE. Jackson is manager, will 
continue to provide direct supervision 
of the states of Georgia, North and 
South Carolina and Tennessee. ; 

Mr. LaMond joined Standard Accident 
in 1935 at the New Jersey branch office 
and after serving as a casualty under 
writer and field representattive at that 
office, was transferred to the Atlanta 
branch in 1955 as a field representative. 
He served in the U. S. Army in World 
War II. 
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